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NE 4x4 WIREWA is a ready-made steel 
raceway for the protection of wiring. 
Wherever you have multiple circuits, 
with lots of taps and branches, WIREWA 
is the economical answer. The hinged 
lids provide practically the same acces- 
sibility of an exposed wiring system, 
plus all of these additional features: 


® Speedy installation. The hinged 
couplings add rigidity to sec- 
tions for lifting into place, 
and serve as hangers. Only 
two bolts to tighten. 





@ Plenty of KO’s for conduit 
take-offs. 


@16 square inches of cross 
section for large fills. . .elimi- 
nates multiple conduit runs. 


® Low maintenance . . . Easy to 
' ff , re-route and extend... 
a - Sammamammati 100% salvable. 





®@ Complete line of fittings. 


ee ® Listed by Underwriters’ Lab- 
Ge fe ae a Z oratories, Inc., for feeders, 
Be ; ron branch circuits, control and 
signal wiring up to 600 volts. 


NATIONAL 








1/42 


A-5000 SERIES * 


SF Yeu pvemme ='LUORESCENT LUMINAIRES 


FOR SCHOOL & OFFICE 


, ieneattl 
MANY UNIQUE FEATURES 


THREE DISTINCTIVE PITTSBURGH PERMAFLECTOR 
FLUORESCENT LUMINAIRES combine maximum lumen 
output and minimum brightness ratios with economical 
initial cost and low installation cost. 


All three “Monroe” Units give both downward and CONDENSED DATA ON *“‘ Zhe Monice”’ 


upward light distribution and have 35° crosswise and 
A-5240-PL LUMINAIRE*—White translucent plastic side- 


25° lengthwise shielding. “Quick release’’ fittings panels ate firmly secured in one-piece, stamped sel, 
allow hinging of the baffle-bottom from either side or ae eee 


complete assembly removal. Knockouts permit any A-5240-AL LUMINAIRE*—Aluminum side-panels and 
type of installation. Adjustable hangers are available louvers distinguish this unit. Side-panels are 
longitudinally embossed x added appearance and 


for individual or end-to-end pendant mounting. strength. Efficiency —78 


” — ° ° A-5240-ST LUMINAIRE*—Entire unit is 20 gauge sheet- 
The Monroe” 2-Lamp Luminaires are typical of Pitts- steel, Trensverie louvers and longitudinal reflector = 
i i i i ™ ed-on white enamel. Embossed side-panels are 

burgh Permaflector Quality Lighting Equipment de baked-on metallic silver-finish. Efficiency —83% 


signed for efficient performance, easy installation and WS: , 
° | . Bef, b on atinacks Die-formed, metal parts assure precision fit, maxi- 
simple maintenance. efore you Duy or specity—chec mum rigidity and strength. One-piece construction 


the many advantages of Planned Lighting with Pittsburgh with open bottom allows ready access to wiring 

Permaflector Fluorescent and Incandescent Units. channels from below when installing the lumi- 
. naires. Medallion silhouettes of President Monroe, 
superimposed over cross-quills, add a decorative 
note to the ends and conceal knockouts used for 
continuous-runs,. 


Mlstwrgh Reflector Company For Full Details on “The Monroe” 


Send for Advance Notice Sheet_ A- z, For information on 
other Fi t or | quip t, request Catalogs 


405 OLIVER BUILDING * PITTSBURGH 22;;PENNSYLVANIA | _ sthet{luorescent or incandese 
MANUFACTURERS OF FLUORESCENT & INCANDESCENT LIGHTING EQUIPMENT “Patent Pending go a = i 
itsbu 


Permaflector Lighting Engineers in All Principal Cities | : 
eck | 
\ Permafiector 7 


P'TTSBURGH PERMAFLECTOR LIGHTING EQUIPMENT IS.DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERY WHERE 
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The faster your new lines and extensions are completed, the sooner 
your revenue begins. 

There are several ways in which Oliver can help you speed 
this erection work. First, Oliver Pole Line Materials are readily 
available from a nearby distributor. Second, the Oliver line is 
complete, so that you can order all the items you need from one 
source. Third, Oliver products are accurately made, and are 
readily installed. 


SPECIFY Oliver Pole Line 
Hardware for highest qual- 
ity, dependability and 
overall economy. 





1RON, AND STEEL 


CORPORATION 
South Tenth and Muriel Sts. © Pittsburgh 3, Pa. 
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Completely Covered - - 
Molecularly Bonded - - 
for Lasting Ground ) 
System Protection! 





1. A stronger, more rigid rod for better driving. 
Made with stronger, stiffer steel core, having 
a higher carbon content than any other rod. 


2. Completely covered, including top and bot- 
tom, to fully protect steel core. Has a heavy, 
non-porous and uniform covering of pure cop- 

per, which is thoroughly bonded to the steel 


i - core, and will not peel off when driven. 


ad 


3. Rolled finish produces hard, scar-resistant 
surface. 


4. Approved by REA and Underwriters. 


5. Now available for prompt delivery. Made in 
sizes Y2 x 8, %x 10, % x8, % x10, % x 10. 


6. Backed by Blackburn's reputation for quality. 


Mail Coupon Now for Sample Section 


JASPER BLACKBURN PRODUCTS CORP., 
First, Madison & Clinton Sts. © St. Louis 6, Mo. 


Send me, without obligation, a sample section of your Blackburn 
Copper-Clad Ground Rod, prices, and name of nearest jobber. 


i 
1 
I 
Individual Name & Title t—=éidds 
i | 
Address | 
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New Hunter Package Attic Fa 
sis easy fo sell 
because it’s easy to install — 


: 


JUST THINK OF IT! 
9500 CFM (with shutter) 
; er "x40". 





' 


We UNTER PACKAG 


, 

















Hunter’s new Package Fan eliminates the biggest 
drawback to attic fan sales . . . expensive, trouble- 
some installation. A simple ceiling opening for 
the compact, 38”x40” Package Fan, plus attic 
exhaust vent, is all you need. Switch and shutter 
are built-in. No suction-box or grille necessary. 


FAMOUS HUNTER FEATURES assure quict, 
trouble-free operation. Sound-tested ball bear- 
ings with double seals are factory lubricated for 
10,000 hours. Precision balanced fan blades are 
die-formed from heavy-gauge steel. Special 
Hunter rubber cushion mountings insulate all 
moving parts from the frame. Capacitor type 
motor has built-in thermal overload protection. 
Fan guaranteed 5 years; motor, | year. 









Hunter engineers designed 
this compact new unit 
for top performance 
and easy installation 





WIDE-OPEN MARKET: Your sales potential for 
Hunter’s Package Fan is greater than for almost 
any other major home appliance. You can make 
more sales . . . easier . . . when you offer the 
best in home-cooling equipment at the minimum 
over-all cost. For summertime profits, sell the 
Hunter Package Fan. Sold as a unit, installed 


as a unit! 


HUNTER FAN & VENTILATING CO., INC., MEMPHIS, TENNESSEE 
Exclusive Fan Makers Since 1886 


ATTIC FAN 











NEW 


LYTRONS 


by LIGHTOLIER 


GOOD TO LOOK AT 
NEW die-cast ends 


PERMANENT 
Chromium and 
Lumino-White Finish 


CLEAN, CRISP, 
SHALLOW DESIGN 





Attach this slip to your letterhead or 
business card and mail to LIGHTOLIER, 
DEPT X-3, JERSEY CITY 5, N. J., for complete 
Lytron catalog and profit-making plan. 








BETTER TO SEE BY 
NEW, modified parabolic curved reflectors 


SCIENTIFICALLY spaced bulbs 
ENGINEERED for maximum light output 


EASIER TO INSTALL AND MAINTAIN 
NEW snap-on covers 


NEW slip-on ends 


NEW, INTERCHANGEABLE fixtures and 
hangers 


NEW, SOLO’STALL “one-man” hanger 


NEW SIZE, 25 watt, as well as 20 and 40 
watt, in both high and low power factors. 


Ll G H TO LIT R 


a hg N. J. 
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> WaTast (ls Possible — 


“) ~as MQ ROME MAA 
“ WE KEEP THE REELS 
ROLLING TO CARRY 
ELECTRICAL POWER 
‘\ TO THE SOUTH 









WITH THE FINEST OF ALUMINUM 
AND COPPER CONDUCTORS 


For Transmission and 
Distribution Systems 


- : 
__-> IN THE HEART OF it... 


Prompt Shipments Available On 
Galvanized Steel Guy Strand 
Armor Rods — Flat Armor Tape 
Twisting Joints—Clamps—Clips—Ties 
Weatherproof and Bare Copper Wires 








SOUTHERN ELECTRICAL CORPORATION 


P.O. BOX 989 Telephone 7-3325 CHATTANOOGA, TENN. 
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In America we take Freedom 
for granted. It is hard for us to under- 
stand why anybody would willingly 
give up his freedom, to live under a 
tule that dictates every move of his 
life. 

Yet we must face the sobering fact 
that right here at home there are plen- 
ty of people who are working to curtail, 
and eventually to abolish personal 


i 
is 


freedom, and substitute rigid central 
controls over our activities. Too often 
these misguided groups and individ- 
uals work harder at their self-appoint- 
ed tasks than do we who think we 
prefer freedom. 

We as business men, above all others, 
perhaps, have a responsibility in this 
matter which we can ignore only at 
the peril of our own survival. 


The Youngstown Sheet and Tube Company 


General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON, ALLOY AND YOLOY STEELS 








ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - COLD FINISHED CARBON AND ALLOY BARS - PIPE AND 


TUBULAR PRODUCTS - CONDUIT - RODS - SHEETS - PLATES - BARS - RAILROAD TRACK SPIKES. 
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use CERTIFIED STARTERS 


® Satisfactory fluorescent lighting perform- 


reliable starting 
low operating costs 
full fluorescent lamp life 






ance depends to a large degree on the starters you use. 


You are assured best results . . . in starter life. ..in lamp life... 


and in maintenance costs ... when you use Certified Starters. 


Certified Starters are made to precise specifications, then are tested 


and certified by Electrical Testing Laboratories, Inc., an impartial authority. 


That’s why you can always rely on Certified Starters. 


© You'll recognize Certified Starters by the Certified 
shield on the case and on each starter. 


2116 KEITH BUILDING 
ELECTRICAL SOUTH for MARCH, 1949 


| Certified Fluorescent Starter Manufacturers | 


CLEVELAND 15, OHIO 

















NEVER BEFORE! 


AG-E General-Purpose“ Insulating Varnish 


EXCELLENT BONDING STRENGTH 


General- purpose 9574 has excellent bonding 
properties. It is ideal for all types of motor wind- 






ings (except extra high-speed armatures), and has 


WITH THESE 


outstanding electrical characteristics. 


7] EASIER TO WORK 


G-E 9574 is a phenolic drying-oil varnish. It’s 


particularly easy to use and handle. It has an un- 


} 


/ OUTSTANDING CHARACTERISTICS 


usually high flash point (100 F), and its viscosity 
(250 C, P. average at 45 F) makes it usable at barrel 
gravity. 


NO SPECIAL THINNERS REQUIRED 


G-E 9574 can be thinned with ordinary petro- 


leum spirits up to 20%. 


CURES AT LOW TEMPERATURES 


This clear-baking varnish cures at low tempera- 
tures. A baking cycle as low as 212 F is successful 


carga 


in conventional baking equipment. 


PENETRATES DEEPEST COILS 


G-E 9574 easily penetrates the deepest coils, 


forms an even film. Aging properties are excellent. 





*G-E 9574 gives excellent results on all types of coils except extra 
high-speed armatures. 








You Can Put Your Confidence in 


GENERAL @@ ELECTRIC 
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Closed Insulator Open Insulator 


BEER A A 


w= 


art freely ! 


rned com- 


eh Se RE ir I SE ae 


ers swing oP 


~ mod 
Clamp Me not be ty 


sae pine. Hubbard Research and Development Engineers have, by their 
pletely off own volition, established a sort of ‘“Sword of Damocles,"’ which they 
like to imagine is hanging over their heads, and which bears the 
related admonitions—'‘'Greater Efficiency!’’—''Fewer Parts!”’ 


ut can 


Consequently, they strive to follow these directions in every new 
design which they conceive, and are constantly reviewing old 
products to improve, if possible, their original thinking. The Lamp 
Lead Brackets illustrated above are but one of many items which 
have kept the sword from dropping. ‘‘Greater Efficiency’’ and 
nd is tight- “Fewer Parts’’—Both characteristics have been built into Numbers 


Bolt head 180, 181, 157 and 158. 


ae 
d of Bolt slides into si° 


Hea nbers 
d on clomp membe 


ene 
ot turn 


HUBBARD ann COMPANY 


PITTSBURGH == OAKLAND, 
CHICAGO = CALIF. 


ELECTRICAL SOUTH for MARCH, 1949 


cann 











Sylvania enters low-cost 


fixture field with Faw, 7/4 


ECONOMY MODEL 


EF-240 


ERE’S important news for electrical contrac- 
H tors—a Sylvania Industrial Fixture in the 
lower price bracket! For the first time, you can 
offer your customers a Sylvania fixture compar- 
able price-wise to any in the low-cost fixture field! 
Here are some important features of the new 
EF-240 Economy Model: 

It’s finished in Miracoat—the durable baked 
plastic finish used on higher priced Sylvania 
models. 

Standard knockouts for easy conduit mounting. 






Die-punched deep-drawn chassis makes spacing 
of lampholders positive in assembly of fixture 
and totally encloses high-power-factor ballast. 

Price includes two 40-watt lamps and Glostat 
starters. 

Cut-off is adequate for many industrial and 
home workshop applications. 

Completely wired—easy to assemble. 

90-day guarantee of materials and workman- 
ship. 

It’s made by the makers of the famous HF-100. 
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Reflector Efficiency is equa! 
to, or better than, any compar- 
able fixture on the market. Re- 
flecting surface is Sylvania’s ex- 
clusive Miracoat. 


High Power Factor Ballast 
—85% or better! Ballast is to- 
tally enclosed in die-punched, 
deep-drawn steel! chassis. 


20-Gauge Steel Through- 


out — one piece chassis is deep 
drawn. Simple wing nut fasten- 
ing of the reflector to the top 
housing. 


No Tools Required for easy 


maintenance of this fixture. 








ELECTRIC PRODUCTS INC. 
SYLVANIA Sf sinc umes 
LIGHTING FIXTURE 
MADE IN U.S.A 
3 Laboratorio, 


citet 
ow” insPECTEO ne. 


ELECTRIC FIXTURE ISSUE NO. A-2, 438 





Underwriters’ Laborato- 


ries Approved —the er-240 
carries the Underwriters’ Labo- 


Sylvania’s Long-Life 
Lamps are supplied—the finest 
fluorescent lamps money can 
buy. Longer life, more light than 
ever before. 


Glostat Starters are stand- 
ard equipment of the EF-240. 
These starters are Sylvania- 
made and give fast, reliable, 
long-lasting performance. 


Hanging Ears, which are 
lanced-out, make it easy to at- 
tach unit to hanging device for 
regular industrial mounting. 














ratories seal of approval. 











this price range —plus many exclusive Sylvania fea- 
tures such as the Miracoat finish and one-piece 
chassis. 

Send us the coupon below for complete details 
about the EF-240. In addition, we will gladly put 
you on our mailing list for all future Sylvania de- 
velopments of interest to you. 


Now is the time to get complete details of this revo- 
lutionary step in Sylvania’s production. The EF-240 
is a fine fluorescent fixture that will meet the re- 
quirements of a great many of your customers who 
desire a lower-priced unit. It is carefully designed to 
give dependable service. It has incorporated in it 
all the essential features expected in a fixture in 


meng | 


-— oe ow ow ew oe oe ow ee ee ee ee ee ee ee ee et ee et et et ee es et 


Sylvania Electric Products, Inc. 

Department L-8803 

500 Fifth Ave., New York 18, N. Y. 

Gentlemen: Send me more information on the new EF-240. 
You may place me on your mailing list for information 
on future fixture developments. 


Name 








SYL 
LE 


Company. 


Address. 





RIC 


FLUORESCENT LAMPS, FIXTURES, WIRING DEVICES; ELECTRIC LIGHT BULBS; 
PHOTOLAMPS; RADIO TUBES; CATHODE RAY TUBES; ELECTRONIC DEVICES 


City 





State 





i 
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. « - because Dieflex Tubing and Sleeving have the 
qualities that make assembly work easier — flexibility, 
smooth bore, good push-back, and non-frayability. Let 
your operators work with Dieflex and you will see the 
difference . . . see how it saves lost motion, lost time, 
and needless aggravation. 

Engineers like Dieflex, too, because of its uniformly 
complete impregnation and high dielectric strength. 
There is a Dieflex product for every tubing and sleev- 
ing requirement —with a base of either finely braided 
cotton or glass fibre, impregnated with oleoresinous var- 
nish or silicones, as your applications may require. 

We would like an opportunity to show you how 
much Dieflex can reduce your assembly costs—will you 
let us? 


DIEFLEX PRODUCTS LIST 


MADE WITH BRAIDED COTTON SLEEVING BASE 


Grade A-1 Magneto Grade Varnished Tubings 

Grade B-1 Standard Grade Varnished Tubings 

Grades C-1 and C-2 Heavily Coated Saturated Sleevings 
Grade C-3 Lightly Coated Saturated Sleevings 

Heavy Wall Varnished Tubings and Saturated Sleevings 


MADE WITH BRAIDED GLASS SLEEVING BASE 
Grade A-1 Magneto Grade Varnished Fiberglas Tubings 
Grade C-1 Extra Heavily Saturated Fiberglas Sleevings 
Grade C-2 Heavily Saturated Fiberglas Sleevings 
Grade C-3 Lightly Saturated Fiberglas Sleevings 
Silicone-Treated Fiberglas Varnished Tubings and Sleevings 3 


Insulation and Wires Incorporated: 


IWI WAREHOUSES ARE LOCATED IN 
ATLANTA, GA. DETROIT, MICH. HILLSIDE, N. J. 
BOSTON, MASS. HOUSTON, TEX. ST. LOUIS, MO. 


IWI SALES OFFICES 
ADRIAN, MICH. FORT WORTH, TEX. PHILADELPHIA, PA. 


ie % A : 
ae “ # t & 


RES 98 se See ES iste + ROS 
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¥» line of Conductor 
. Fittings -- see the 


A. PENN-UNION 
Catalog 


You can find the exact fitting you need in 
the Penn-Union Catalog— practically every 
good type, in a complete range of sizes. The 
few here can only suggest the variety. 


We also have thousands of other types— 
new designs are constantly being added. When 
you need a special conductor fitting for an un- 
usual service, our engineering staff is always 
ready to help you. 


And— Every Connector is Dependable. 
When you use any Penn-Union fitting, you are 
sure of a connector that’s reliable mechanically 
and electrically— carefully designed, thorough- 
ly tested, and manufactured under rigid engi- 
neering supervision. 


Preferred by Leading Users, who have found 
that “Penn-Union”’ ona fitting is their best guar- 
antee of unfailing service. 


PENN-UNION ELECTRIC CORP., Erie Pa. 
L. MORRIS LANDERS 
315 Walton Bldg. 
Atlanta, Ga. 
BEN K. PATTON WALTER |. HUEMMER 
Gulf Sales Agency, Dallas Transfer & 
504 Delta Bldg. Term. Wareh. Bldg. 
New Orleans, Louisiana Dallas, Texas 


“| PENN-UNION 
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Power Distribution. 
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“The sutteh ¢s to 


GENERAL 


General Switch Corporation are specialists in the design, engineering, 


*& GREATER CONVENIENCE 


Descgued for *& BETTER APPEARANCE 
*% TROUBLE-FREE PERFORMANCE 


and production of Enclosed Safety Switches, Service Entrance Equip- 
ment, Branch-Circuit or Residence Panels, Panelboards for Light and 


Easy to install * Easy to service 





Send for the latest GENERAL cata- 
log, complete with illustrations, speci- 
fications, mounting dimensions, se- 
lection tables, wiring data, knockout 
layouts, and a cross index of compara- 








tive catalog numbers. 


Copies sent free on request. 





Wholesalers are switching to 


GENERAL 








tRAL 


~\ SWITCH CORP. 


45 ROEBLING STREET, BROOKLYN 11,N. Y., U. S. A. 


Philadelphia 47, Pa 
Phoenix, Arizona 

Portland 9, Oregon 
Princeton, Indiana 
San Antonio 2, Tex 


Amarillo, Texas Cincinnati 20, Ohio Houston 3, Texas 


Atlanta 3 Ga Cc eveland 16 Ohio Indianapolis 4, Ind 
' ' 

Baltimore Md allas , }exa , 

t ’ D 5 s Los Angeles 3, Ca 
CI S Birmingham Ala Detroit 26, Mich Minneapolis 2, Mine 

’ 
| Boston 10, Mass Glassport, Pa New Orleans 12, la 

E K 


“Chicago 14, Ill EXPORT OFFICE: NEW YORK 11, N.Y 


TAINEL 





More and more Contractors and SWITCH CORP. 


45 MOERLING STREET SROOKLYN li, N.¥..U.5.A. |) 
i 


San Francisco 3, Cal. 


“Seattle 4, Wash. 


Spokane 8, Wash. 

St. Louis 8, Mo. 
Syracuse, N. Y 
Wethersfield 9, Conn. 





SRR RRS 
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Another Milestone 
and Growth of yictoR 
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Kiln wo. 3 


* 
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ot NOW...ONLY 1 YEAR LATER ; 


woe VICTOR'S KILN No.4 


the completion of our 


new Tunnel Kiln No. 3. IN FULL OPERATION 


. Knott... America’s fast-growing 


insulator company, is geared to handle your demands for Quality, 











PIATRA hes F 


Quantity and Dependable Deliveries in high voltage insulators. 


6. saes 


Leading power utilities and manufacturers insist electrical engineers and skilled craftsmen have the 
on the famous wet- process porcelain insulators experience and know-how which combine tu produce 
made by Victor because of their unsurpassed per- a product of uniform quality, uniform dimensions, 
formance. These insulators are fired in the latest- uniform appearance! With our battery of modern 
design tunnel kilns with the most modern equip- kilns, we are better equipped than ever to serve your 
ment—to assure dependability in mechanical and needs. We are at your immediate service for consul- ; 
electrical properties. Victor ceramic engineers, tation on standard or special porcelain requirements. 





igelek-Muilela aol 


| N sy U 'w-Wane) R S In c. * ’ 4 é J alelUidiate ME T-1a 414 


VICTOR, NEW YORK 


i C ? re) R Jandy \' : Look for this 
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Densheath Type TW Building Wire 
with its special thermoplastic insulation 
is sound production insurance in any 
plant. It will not support combustion, 
is long-aging, impervious to acids, oils 
and alkalis. It is recognized by the Na- 
tional Electrical Code for circuits up to 
600 volts and temperatures up to 140° 
F....and for wet and oily locations. Be- 
ing light weight, with a smooth, slick 
finish and without braid, Densheath 
pulls through easier . . . resists abrasion. 
Permanent, bright colors for quick cir- 
cuit identification. Write for literature. 

This is important, too—for rewiring in 
existing raceways, the Code recognizes 
the smaller diameter of Densheath TW 
and permits more conductors to be 
pulled in the same size conduit. Here is 


a typical case— 
v2" CONDUIT 
Type R Type TW 


3 #10 Wires 6 #10 Wires 











umer 





ELECTRICAL SOUTH for MARCH, 1949 


How MUCH of the electric power you pay for do you throw over your 


shoulder. through overloaded, overextended, obsolete, inadequate 
wiring?* 

Avoid wasting power. Find present losses and safeguard future 
expansion. Talk to your plant power engineer, consulting engineer, 
electrical contractor, wholesaler or utility power salesman. It’s their 
job to advise and protect you 
against slow-downs and shut- 
downs that mean unproductive 
wages, lost production, spoilage. 


*WIRE AHEAD .... a comprehensive discus- 
sion of preventive maintenance, points out 
the symptor:s of inadequate wiring, presents 
detailed plans for anticipating electrical de- 
mand. Forty-ei,,ht factual pages of practical 


information and suggestions free on request. 





vA ANACONDA WIRE & CABLE COMPANY 


25 Broadway, New York 4, N. Y. 
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FRESH AIR 
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Oust fumes, heat, dust with Ilg 


When you clear the air in your plant, you clear the way 
for improved worker morale and increased efficiency. Ilg 
blowers and fans — distributed by Graybar — are the most 
efficient, best-built ventilating units you can buy. For each 
of your ventilating needs, there’s a standard Ilg unit that's 
“made to order.” 


HEATING, DRYING UNITS AND ACCESSORIES 


Graybar has the proper Ilg equipment not only for ven- 
tilating any room — or your entire plant — but also for 
built-in ventilation of products ... and Ilg unit heaters for 
space heating or drying .. . plus all the accessories you 
need, including controls and wiring supplies. 


A Graybar survey may help you 


If you or your electrical contractor would like help in 
determining the best ventilating system for your condi- 
tions, call our nearest office and ask for a survey of your 
plant. (Or if all you want is a single unit, don’t hesitate to 
call us; Graybar gives careful attention to every order.) 


Try Graybar First! 


Graybar distributes more than 100,000 different electrical 
items — for wiring, lighting, communication, power, and 
all your other electrical needs. A phone cali or letter to the 
nearest Graybar office will bring you catalog, price, 
and delivery information about anything electrical! 
Graybar Electric Company, Inc. Executive offices: 
Graybar Building, New York 17, N. Y. 4919 


SERVING THE ELECTRICAL SOUTH 
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For more than a quarter-century, in mines, mills, and factories; in shipyards 
and railroad shops; on building projects — wherever operating conditions are 
severe — Simplex-TIREX Portable Cables have been chalking up record after 
record of dependable, profitable service. 


Why? Because Simplex engineers have made it a point to study the conditions 
under which portable cables must work; to find out what hazards they’ll run 
up against, and to put this knowledge to work making cables that are really 
durable — Simplex-TIREX Cables. 


TIREX Cables are exceedingly tough and flexible. Their reinforced jacket of 
Selenium Neoprene can’t be beat for the protection it provides against abra- 
sion, oil, grease, sunlight, heat, and flame. Their insulation is tough too, and 
its stable electrical properties assure sound cable performance. Proper strand- 
ing of the copper wires that make up Tirex conductors provides non-kinking 
flexibility. 

These are the features that have paid off in long-lasting, trouble-free service 
wherever TIREX Cables have been called upon to serve portable electric equip- 
ment. Whatever your requirements, there are TIREX Cables to meet them, with 
the same benefit to you. We will be glad to help you select those best suited 
to your needs. 





WIRES & CABLES 
SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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Your employees want 


to help you build security 


HERE’S HOW 7,500,000 WORKERS ARE DOING IT 


More than 20,000 companies now maintain the Pay- 
roll Savings Plan, by which their employees invest in 
U. S. Savings Bonds automatically every pay day. 
This Plan builds security not only for the individual 
employees, but for their companies and for the nation! 


As you know, Savings Bonds pay $4 at maturity 
for every $3 invested. Thus they help create a “rainy- 
day” fund for each Payroll Saver, increasing his 
security. 


How P.S.P. helps employers 


America’s leading corporations report these company 
benefits from the Payroll Savings Plan: As Bonds 
increase the worker’s economic peace of mind, plant 
morale improves. Production increases— because ab- 
senteeism, labor turnover, and the accident rate all 
decline. Relations improve between employer and 
employee. 


Savings Bond dollars are dollars removed from the 
spending stream. They are deferred purchasing power 


—an assurance of good business during the years to 
come. The Treasury uses net Savings Bond dollars to 


The Treasury Department acknowledges with appreciation the publication of tnis message by 


ELECTRICAL SOUTH 


This is an official U. S. Treasury advertisement prepared under the auspices of the Treasury Department and the Advertising Council. 


help reduce inflationary credit potential in the bank- 
ing system by retiring short-term bank-held Federal] 
securities. So Bonds increase the nation’s economic 
security, too! 


Proof that employees want P. S. P. 


Practically everybody wants to save. Every one of 
your employees could be saving more if he were ob- 
taining Savings Bonds regularly, right where he 
works. Even with today’s high prices, it has been 
proved that between 40% and 60% of America’s 
working millions—at any wage level—can and will 
buy Bonds through Payroll Savings if management 
sponsors the Plan and tf a fellow worker asks them to 
sign Up. 


Yes—your employees want to help you build se- 
curity—for all of us. It’s up to you whether they get 
the chance. All the help you need is available from 
your State Director, U. S. Treasury Department, 
Savings Bonds Division. While it’s on your mind, why 
not call him? Or write the Treasury Department, 
Washington 25, D. C. 
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ADJUSTABLE WINDOW FANS— 
From a lovely powerful 10” sur- 
prisingly low priced, through 12”- 
16”-20” sizes, single and three 
speed—many refinements and 
distinctive features. 





PORTABLE FANS — 12”, 16”, 
20” —attractive—quiet—large 
delivery—three speed —adjust- 
able for any angle. Useful type, 
suggestive of a lot of gift busi- 
ness. 








EXHAUST FANS—Direct driven 
12”-16”-20” 3 speeds — 24” 
belt driven—capacity range 450 
to 4200 cfm. 
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Air Maker a profitable and satisfactory line for you to sell. Your 
trade will like their fine performance—good looks—and reasonable 
price. All are built to deliver lots of air, quietly, and for long years 


of service. It will certainly pay you to look into the Fresh-Air Maker. 





CEILING “PACKAGE UNITS” — 
5 models 24”, 30”, 36”, espe- 
cially designed for the popular 
small home market. Every Fresh- 
Air Maker can be ceiling installed, 
all’ball bearing equipped. 











24” WINDOW FAN — Locates 
outside in window frame for a 
big job in a small home, saving all 
installation cost—arranged also 
for attic, ceiling or transom use— 
distinctive, nothing else like it. 
4200 to 4500 cfm. 
















Contact with good reli- 
able dealers is desired 
as we have some valu- 
able locations open for 
distributors or dealers 
who want a reliable, 
salable fan line. 





ATTIC FANS—9 models—24”, 
30”, 36”, 42”, 48”—ruggedly 
built, a quality look, big volume, 
belt driven—4200 to 20,500 
cfm vertical or horizontal, wide 
deep blades, extra deep venturi, 
all ball bearing. 


FANS 


hy SCHWITZER-CUMMINS 
Builders of Fine Gans for 30 Years 


Many useful types in a generous assortment of sizes make the Fresh- 











HY-DUTY CENTRIFUGAL 
BLOWERS — 812” to 25” 
inc. with all needed inter- 
mediate diameters—single 
and double inlet—all out- 
let positions and practi- 
cable motor sizes—mod- 
erately priced, but built to 
be the quietest, best per- 
forming, longest lasting 
blower on the market — 
especially well finished. 














SCHWITZER-CUMMINS COMPANY 
VENTILATING DIVISION 


1145 EAST 22nd STREET 
INDIANAPOLIS 7, INDIANA 
ENGINEERS AND MANUFACTURERS 
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Reed Unit- Fans offer you the opportunity for “comfortable” Profits 
on increased sales, with “comfortably” low inventory costs. With 
the addition of simple attachments to the basic Reed Unit-Fans 
— you can display window fans, attic fans, portable floor fans or 
commercial exhaust jobs. A dealer has only to stock basic fan 
models in different sizes to serve this wide variety of uses. 
P.F.M.A. CERTIFIED RATINGS. 


Only Reed “Comfort Cooling” Units, 
offer you these features. Dealerships 
are now available . . . Write today 











SIMPLIFY YOUR SALES - MULTIPLY YOUR PROFITS 


REED UNIT-FANS, INC. =’ 


Each Reed Unit-Fan is equipped with a heavy duty 
reversing switch with middle off position, and a 10- 
foot cord and plug. Fan case is finished with two 
coats of light ivory, baked synthetic enamel. Blades 
are sheet aluminum. 





Manufacturers of Ventilating Equipment 


tMAY 


for catalog, prices, ete. a 1001 St. Charles Ave., New Orleans 8, La., U.S.A. 
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Whether you make, sell, specify or buy __ simple and precise. It’s easy to write—and 
fluorescent lighting equipment, The Fleur- easy for the purchaser to follow. 

O-Lier Index System will make your job 

easier. For the Index System provides a How the buyer benefits... 


simple, usable method for rating and classi- Fleur-O-Lier fixtures are carefully examined | 

fying fluorescent fixtures on the basis of by Electrical Testing Laboratories, Inc., and | 

their illuminating performance. assigned a rating under the Index System. | 
aw All the buyer need do is select fixtures that | 

How the specifier benefits... meet the specifier’s Index System number. 

The Fleur-O-Lier Index System supplies a Then with the photometric test data and 

concise, exact formula for expressing the coefficients of utilization provided with 

desired illuminating characteristics. The all Fleur-O-Lier fixtures, he has complete 

specifier can dictate desired light distribu- information to make an intelligent pur- 

tion, degrees of shielding, brightness and chase of fixtures that meet the specifications 

method of mounting. His specification is and perform efficiently. 


‘To get complete information on This label is attached to every FLEUR-O-LIER luminaire. It certifies 


this easy way to specify and buy that a similar fixture has been examined by Electrical Testing Labora- 
fixtures, write for free booklet, tories, Inc., and found to conform to specifications. This label is your 
The Fleur-O-Lier IndexSystem”. assurance of excellence in mechanical and electrical construction and 


in performance. It means that Certified Ballasts and Starters are used 
and that the requirements of the National Electrical Code have been met. 
















CERTIFIED Fy 
in accordance ‘ 
with Test 
Requirements of 
Specifications of 


Fleur-O-Lier Manufacturers | 3 


LABORATORIES, INC 


2116 Keith Building * Cleveland 15, Ohio New vor. w. ? 


Fleur-O-Lier is not the name of an individual manufacturer, but of a group of 
fixtures made by leading manufacturers. Participation in the Fleur-O-Lier program 
is open to any facturer who complies with Fleur-O-Lier réquirements. 
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I’m no 
contractor... 
but | 


my bathroom 
| for Comfort / 


— 
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UIKHETER 









Yes, this housewife and thousands of other homemal-ers 
like the snstant heat provided by the @ Quikheter. They like 
its penny-pinching economy, too... for the @ Quikheter 
costs but a few pennies per hour of continuous operation. 


In bathrooms, bedrooms or nurseries, the @ Quikheter 
lets them wash, dress, or shower in warm cozy comfort. 
A simple flip of the wall switch spurs the @ Quikheter 


rooms that need supplemental heat. 


You'll find the low-cost @ Quikheter easy to install 
and economical on everything but comfort. Talk it 
over with your @ Representative, or write today for 
Bulletin No. 1102. 


Frank eCdam Electric Co. 








ee 


into action ... quickly and efficiently. 4 
p i d rn n pr d Plan to include the @ Quikheter in remodeling or new / 
building plans. Homemakers will thank you for H 
giving them instant and healthful heating comfort in j 


+ a aan tile et en 





ST. LOUIS 13, MISSOURI 


Makers of BUSDUCT * PANELBOARDS © SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES ¢ LOAD CENTERS * QUIKHETER 
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They’re Singing a Song 
of EXTRA PROFITS in ‘49 


Small wonder. That 15% Saving which the 
Coolair EARLY BIRD Dealers are offering is 
making mighty sweet music on their cash registers. 
And it’s coming at a time when extra profits are 
getting harder and harder to pick up! 

But these EXTRA Early Bird profits are just 
one of the reasons why the wideawake COOLAIR 
Dealer is happy with his Coolair franchise! He 
knows he is giving his customer extra value, too, 
every time he installs a Coolair Breeze Condition- 
ing System. Patented spring mountings for extra 
quietness, oversize ball bearing construction for 
extra long life, eight-blade design and many other 
quality selling features . . . plus a streamlined 
Dealer Training Program .. . are only a few of 
the extra values which make Coolair fans easy 
to sell. 

If you haven’t arranged to handle the quality 
Coolair line in °49, get in touch today with your 
Coolair distributor, or write direct to .. . 


american COOLAIR corporation 
Jacksonville 3, Florida 
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Speeds work and builds profits by providing 
his skilled workmen with completely modern 
tool equipment. Here are some of the items 
which have proved themselves as timesavers. 


by Bolling Branham 


ELECTRICAL CONTRACTORS wh» 
want to get the most out of their 
time, and complete contract jobs with 
bigger figures on the black side of the 
job ledger will do well to follow the 
example of the Thirlwell, Jr., Electric 
Company, of Louisville, Kentucky, 

Good workmen are absolutely neces- 
sary to successful operations, but the 
use of completely modern tool equip- 
ment and plenty of it has been one of 
the most rewarding factors of all in 
the success of the company, which is 
now in the second generation of own- 
ership in the same family. 

“Our tool and equipment invest- 
ment is around $6,000,” savs Walter 
McCory, partner in the business with 
E. C. Thirlwell, Jr., son of the founder 
of the firm. And Thirlwell states 
that furnishing complete tool outfits 
to crews has been a major factor in 
making profits. 

Every tool except the small hand 
tools that go into the electrician’s kit 
is furnished by this company. One of 
the most important sets of equipment 
used by the company is the welding 
outfit, which includes both electric 
and oxy-acetylene type welders—and 
an electrician hired by the company 
is also a trained welder. This service 
is very valuable in making custom 


. fittings, especially for the bigger jobs, 


such as service heads which must be 
fitted to the drawings for a particular 
installation. ‘There is no call for out- 
side work on welding and fabrication, 
and this is a time-saver as well as a 
saving in cash. 


Power Threaders 


T'wo power threaders for fitting and 
threading conduit and pipe are well 
worth the investment, according to 
Mr. McCory, who serves as outside 
superintendent for the company. 
Having two of them is an exceptional 
advantage on a big job, such as the 
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remodeling and conversion work this 
company is doing on the fifteen story 
Hotel Seelbach, in Louisville. And it 
is the work of only a few moments to 
cut and thread the proper sections 
with these threaders. 

A number of hand benders used by 
this company on many jobs comple- 
ment the work of the hydraulic bender 
used on larger pipe and conduit. 
Plenty of large size wrenches are also 
on hand, and are furnished by the 
cempany, along with electric ham- 
mers and drills of varied sizes. 

Portable Scaffold 

However, according to McCory and 
Thirlwell, one of the handiest and 
most time-saving pieces of equipment 
they have used recently is their port- 
able aluminum scaffold. 

This scaffold, which cost in the 
neighborhood of $500 complete, is 
made in collapsible sections seven feet 








































| Tool-Wise Contractor 


in height, and the five sections used 
by the Thirlwell company give it a 
height of 35 to 40 feet when fully ex- 
tended. 

“It takes one man only about ten 
urinutes to set up this scaffold,” Mc 
ory states, “and it is equipped with 
rollers so that it can be rolled from 
one location to another, with locks 
that are applied to the wheels when 
set for one spot.” 


One Man Can Handle 


One of the electricians stated: “One 
man can handle it, and it is a cinch 
for two.” <A_ stairway leads up 
through each section, and plywood 
panels are placed on pegs on each 
section to form a working platform. 
Added to this is the fact that the bot- 
tom section has a three foot extension 
telescoped into the inside of the pipe, 
so that each leg might be extended any 
amount up to three feet to correct for 
unevenness in the ground, or to place 
one leg on a step or in a hole—a con- 
dition that often may be required on 
construction jobs. 

Once the electricians have reached 
the top of the section on which they 
will stand for a particular job, a ply- 
wood section may be placed so that 
the entire square footage of the plat- 
form may be used as a working service. 





Having an ample supply of smaller essential tools assures minimum time loss. 
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The company’s two trucks are 
equipped wita racks for this platform 
ind for a supply of ladders. The light- 
uess of the scaffolding is deceptive; 
the Thirlwell electricians state that 
they would much rather work on the 
iluminum scaffold than they would 
on the average wooden scaffolding 
constructed for workmen on new 
buildings. And the safety factor is 
one to consider, for it cuts the possi- 
bility of lost time for a skilled work- 
man. 

The Thirlwell company, which was 
started in 1913, has had many major 
jobs throughout their territory, and 
once was called upon to wire an en- 
tire town. The company now does 
the specialized maintenance and con- 
struction work required by the Ohio 
River Sand Company. 

Thirlwell does most of the inside 
work of engineering and _ takeoffs, 
since the company advertises as con- 
tractors and engineers, and McCory is 
mainly the outside superintendent. 

The fifteen to twenty men who 
wotk for this company are all union 
men, and every effort is made by this 
company to see that they are continu- 
ously employed, with jobs figured so 
that there will be few, if any, lavoffs 
in between. 

Some Loss Expecied 

Tool loss here runs approximately 
$1,000 a year according to ‘Thirlwell, 
due to factors of usage and loss on the 
job. 

Thirlwell is president of the Elec- 
trical Clearing House of Louisville, 
and also at present president of the 
Louisville chapter of the National 
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E. C. Thirwell. Jr., who heads the 
Thirwell, Jr., Electric Company, of 
Louisville, shown at his desk above, 
believes in equipping his workmen 
with every available time-saving de- 
vice. In his opinion, the portable col- 
lapsible, aluminum scaffold shown at 
right is one of the most important 
items in his company’s collection of 
special tools and equipment. Light 
enough to be erected by one man, il 
has saved hundreds of man-hours. The 
welding equipment, also, has proved 
most valuable for making special 





metal boxes and service heads. 


Ilectrical Contractors Association. 

Most of the company’s work is 
called in by old customers, according 
to Thirlwell, and the company gets 
most jobs without bidding. All ma- 
terial for a given job is purchased as 
soon as the contract is signed, so that 
price fluctuations will not affect the 
company’s profit on any given job. 
All work is guaranteed—and com- 
plaints of customers fully satisfied. 


Electric drills and welding equipment are necesszry items and save much time in fabricating special boxes and units. 
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“Dud” Rice of National Elec- 
tric Products Corp., Pittsburgh, 
is one of the best informed meu 
in the industry when conversa- 
tions swing around to wiring -— 


particularly surface wiring. 
“Dud” has had extensive ex- 
perience with farm wiring — 


represented a public utility on 
wiring problems — and in re- 
cent years has been heading-u» 
surface wiring field engineering 
and sales for National Electric. 

The little story presented 
herewith, by “Dud” Rice, rep- 
resents a cross-section of the 
comments, observations, gripes 
and suggestions that have come 
to him in his travels around the 
country. It also represents, says 
“Dud,”’ some viewpoints of con- 
tractors, public utility person- 
nel, jobbers and men in allied 
industries — on the general sub- 


ject of Adequate Wiring. 











Scene: Any electrical 
contractor’s shop 


Joe: You're an electrical contractor, 
Sweeney—what do you do to support 
the Adequate Wiring program? Will 
all this Adequate Wiring fuss and 
feathers really mean very much to 
us? 

Sweeney: It’s a sound story Joc, 
and all contractors and electricians 
ought to give active support. After 
all, we should go along with any 
industry promotional program that 
is for our direct benefit. But my 
commercial and industrial jobs have 
kept me too busy to tackle house wir- 
ing. 

Joe: Yes, that’s true. Work seems 
to be slacking off. Some folks say 
it will be worse before it gets better. 
But, what bothers me is this. Sup- 
pose we all do get into this Adequate 
Wiring program. You know that 
most of this new home construction 
is done on a project basis. The con- 
tractor landing the job sure has to 
work with a sharp pencil. I’m none 
too anxious to get into that kind of 
bidding. Forget where the little dot 
goes, and vou're out thousands! Sav, 
it looks as if more new single houses 
are going up out by the edge of town, 
but there just are not enough of those 
houses to keep us all profitably busy. 

Sweeney: Now you've pulled the 
trigger!’ You sure hit the bulls-eve 
why contractors and electricians are 
not getting too excited about these 
Adequate Wiring programs. But, 
Joe, you still haven’t given me a 
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solution, or a scheme—so that we 
could all co-operate and put more in, 
so we could take more out of an Ade- 
quate Wiring Program. 

Joe: Putting me on the spot—weil, 
what would you do, pass a law? 

Sweeney: You bit—hook, line and 
sinker—and if you'll stop paring those 
hangnails with side cutters, I'll try 
to explain what I think ought to be 
done. 

I’ll bet you are a real son of a shoe- 
maker. Remember how the shoe- 
maker’s kids always had holes in their 
shoes. Well, you're in the wiring 
business. I'll bet vour house is just 
screaming for a modernized wiring 
set-up. It’s places like vour house 
and the folks on either side of vou 
that make up a giant market just 
sitting there pleading for attention. 

Joe: Shoemaker’s son! Wiring in my 
house! Who’s pleading for atten- 
tion? 

Sweeney: Nearly every home, on 
nearly every street in town has inade- 
quate wiring. To make things worse, 
in many cases the wiring is beyond 
using any more electrical load. Mark 
my words, some of the fires this year 
will be caused by some more loa.l 
stuck on where it has no right to be. 

Why, Joe, the thousands of jobs 
of modernizing present house wiring 
to meet present day electrical de- 
mands is in itself a huge market for 
us electricians. It’s so big that it 
makes new home construction jobs 
look like peanuts. In fact, Joe, right 
now in the old U. S. A., this crying 
need for home wiring modernization 
makes the total commercial wiring 
potential*look like a Dewey finish’. 

Joe: Mighty big talk son—I 
wouldn’t be knowing. For the sake 
of argument, suppose you are right. 
Now where’s your plan of action? 

Sweeney: Many folks in our indus- 
try say that all the existing homes are 
just water over the dam. There is 
not very much that can be done to 
correct the wiring in these millions 
of present residences. They maintain 
that it is more fundamental to sten 
the inferior wiring of all new homes 
that will be built this vear, next vear 





by Dudley Rice 


and so on. Plug the hole in the dam, 
so as to speak! 

Joe: Now just wait a minute! 
As I see it, things get worse all the 
time. The guys selling small ap- 
pliances—the lighting fixture mer- 
chants, the major appliance people 
—they sure are adding load left and 
right, and they aren’t particular if 
vou live in a new house or a tent-— 
just sign on the dotted line! 

Sweeney: Sadly, I must admit you 
are right—darn few of those guys 
ever think about the load. I guess 
thev just feel that it is none of the: 
business to tell Mrs. Brown that he- 
circuits are badly overloaded—when 
Mrs. B. is twittering about a new 
roaster that must be delivered before 
Bobby comes home. 

Jce: Can anyone stop it, Bub? 

Sweeney: Sure, most anything can 
be fixed, except death and taxes. [’m 
just cocky enough to believe that 
even though there’s a lot of ancient 
wiring around, with a.little time and 
a little effo-t we can get the ball 
rolling. 

Joe: Well, start rolling, you brought 
all this up. 

Sweeney: Here’s a clipping I snag- 
ged from a trade paper the other day. 
Listen to this guv—he has the right 
idea—(Reads). “The only reason 
for a wiring installation is to provide 
sufficient electric service through the 
use of conveniently located electric 
outlets. As far as the public is con- 
cerned, the electric outlet is the cou 
tractor’s and electrician’s stock in 
trade. Yet, without ample electric 
outlets, the wiring svstem is of little 
use except for directly connected ap- 
paratus—” 

Jce: Hmm—now we have electrical 
convenience for _ sale! I never 
thought of it quite that way. 

Sweeney: We have set-up minimum 
adequate wiring standards in an ef 
fort to increase the number of outlet: 
in a given room area. However, even 
these standards are still inadequat« 
and provide too few outlets for com 
plete electrical convenience. 

Joe: You're telling me! Even if you 
follow adequate wiring standards, you 
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end up with not enough outlets. 
Where you do put them—someone 
always feels it too inconvenient. 

Sweeney: Believe it or not, but a 
big step in the art of supplying elec- 
trical convenience has been available 
for several years. If we could get 
even 20 per cent of the folks around 
town to use it, it would go a long 
way in overcoming the lack of appre- 
ciation of a really modern and ade- 
quate wiring installation. These 
materials are multi-outlet assemblies, 
such as National Electric “Plug-In” 
Strip. This material could go far in 
accomplishing wiring modernization 
that is so sorely needed. The assem 
blies are fully approved by Underwrit- 
ers’ Laboratories and their installation 
governed by Article 210, Section 
2116, of the National Electrical 
Code. Some cities and areas have 
different electrical code restrictions; 
however, a plan of activity could be 
set up to meet these individual local 
regulations. 

These strips of continuous outlets 
have sales appeal. Everyone admits 
they furnish the ultimate in real con- 
venient use of a wiring system. Everv- 
one wants electrical convenience. It 
is the outstanding and appealing fea- 
ture of a wiring system. Why not 

(Continued on page 86) 


“Sweeney” and “Joe” are fictitious 
characters but the story they bring out 
in their dialogue is fact, not fiction, 
and smart contractors are capitalizing 
on the sales appeal of multi-outlet as- 
sembl 

Typical of applications in the home 
is the kitchen job shown above. To- 
day’s modern electrical appliances for 
the kitchen require the utmost in 
wiring convenience. Here is how a 
multi-outlet assembly gives adequate 
opportunity to plug in waffle iron, 
coffee maker, mixer and toaster — 
with additional outlets still available 
for other appliances. 

fhe smart operator applies multi- 
outlet assembly in his own place of 
business. It is amazing how many 
customers will see in such applications 
the answer to their own outlet prob- 
lems at home. 



































One of the outstanding lou- 
verall lighting installations — 
in the country is that instal- 
led recently in the Seybold 
Building Arcade, of Miami, 
by Whitmore Electric Co. 
The photo at the left shows 
details of vaulted portion of 
Areade. The lower’ photo 
made at entrance shows con- 
trast of interior lighting. At 
right are other views. Below 
are views of the louverall in- 
stallation in the offices of the 
Whitmore Electric Company. 
Although the lighting inten- 
sity at desk level is 128 foot- 
candles, there is a complete 
absence of glare and shadow! 





Miami’s Louverall 


[WO OUTSTANDING examples of lou- 
verall lighting installations have been 
completed in Miami recently by 
Whitmore Electric Company, head- 
ed by Clifton W. Whitmore, of Mi- 
ami. 

Of particular interest is the unique 
installation in the Sevbold Arcade. 
The area involved serves as both a 
double entrance to the Sevbold office 
building and as an arcade comprised 
of approximately 35 shops. 

The ceiling heights of the Sevbold 
installation varies from 13 feet in onc 
fover to 38 feet in the main lobby 
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Vinylite plastic louvers with 2 inch 
x 2 inch x 2 inch cells were installed 


throughout this entire arcade. <A sys 


tem of cold cathode tubing was in- 


stalled above the louver grids to pro 
duce 50 foot-candles of lighting in- 
tensity throughout the area. 

The louvers not only provide +5-de- 
gree shiclding for the artificial illum- 
ination but thev likewise provide the 
same degree of shielding for the na- 
tural daylight transmitted through 
the vaulted skvlight of the center sec- 
tion. 

An unexpected criticism has come 


ZFS /Py 





1949 


whose show 


from the merchants 
windows border the arcade. They 
have, of necessity, had to increase the 
illumination in their show windows 
in order to attract the attention of 
pedestrian traffic passing through the 
arcade. 

When the Whitmore Electric 
Company recently moved into new 
offices, it decided to redecorate with 
the newest and best in the lighting 
field. 

It was felt that such an installa 
tion would serve for advertising and 

(Continued on page 84) 
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New smaller floods and spots 


Experimental fluorescent lamps 


25 Lighting | 


l. CompareD witH 1947, the 
1948 over-all U. S. electric lamp 
(bulb) market expanded substantial- 
lv—fluorescent lamps from 79,000.- 
000 to about 86,000,000, or about 
nine per cent, and incandescent bulbs 
from 827,000,000 to 850,000,000. 
The kilowatt-hour usage of clectric 
power for lighting exceeded that of 
1947. 

Approaching 1,000,000,000 lamp 
units, the per capita consumption 1s 
now approximately six large lamp 
bulbs annually—far in excess of any 
other nation. 

2. The former 100-watt fluorescent 
lamp, through the novel use of krvp- 
ton gas and other improvements, has 
been reduced to 85 watts with a gain 
of some 15 per cent in efficiency. 

3. An inerease of % inch in the 
diameter of the 96-inch slimline fluo- 
rescent lamp enables burning at al- 
most double the watts and lumens per 
foot, or up to 0.6 amperes (at about 
175 volts operating). 

+. The 25-watt, 33-inch T-12 fluo 
rescent lamp, of 56 lumens per watt, 
capable of starting (through a ballast) 
on regular 115-volt range lighting cir- 
cuits, has been added to the line of 


Mr. Hibben is director of Applied 


Lighting, Lamp Division, Westing- 
house Electric Corporation, Bloom- 
field, N. J. 


by Samuel G. Hibben, 


now approximately 20 different sizes 

5. A one-watt, 10,000-hour, S-1] 
bulb fluorescent glow lamp with bi 
prong base fitting into any standard 
convenience outlet, affords a night 
light of small size to mark dange1 
spots or to be used as a signal, a lu 
minous house number, etc. 

6. New colors of fluorescent lamps 
have been added—a better soft white 
to compliment complexions and a ful! 
line of fluorescent units in a color 
matching that of the average incan 
descent filament lamp. 

A practical method was develop 
ed to add red to the color of light 
from high intensity mercury lamp 
with virtually no change in luminou, 
efficiency. This improvement, though 
still experimental, will make this lin 
of illuminants more usable, especial 
lv for industrial lighting. 

8. Using foliations of molybdenum 
scaled through quartz, it became pos 
sible to carry large electric curren's 
into high-pressure, super-short ai 
mercury lamps, thereby evolving com 
pact sources of great brilliancv and 
ample wattage. ‘The usefulness ma 
be in signaling and studio projection 

9. Extraordinarily powerful flash 
tubes, using xenon or a similar rai 
atmospheric gas, now make _ possib! 
the photography of large indoor sets 
or contribute to repetitive signals. 
One such tube was rated at thiec 
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Lighting Authority 


quarters of a billion peak lumens. 

10. Germicidal lamps closely ap- 
proached an annual usage of 500,000 
and reached a much improved sus- 
tained ultraviolet output through the 
use of Vycor glass. The vear may be 
considered as one during which the 
general acceptance of _ bactericidal 
radiation was firmly established. 

11. A new high-efficiency fluore- 
scent sunlamp was announced in 20- 
and 40-watt sizes. Using a variety of 
sunlamps and heat lamps, some in- 
door solaria permitted basking under 
better controlled conditions than any 
tropical beach could offer. 

12. New standards for the lighting 
of outdoor stadiums and sports arcas 


were sect through the use of some 
1400 units of 1500 watts each (rat- 
ed),: but which totaled some 2400 


K\V and produced grass-growing in 
tensity of over 200 foot-candles on a 
baseball infield. 

13. Reflector bulb lamps increased 
in variety and usage. The 75-wati 
R-30 and PAR-38 bulb sizes supple- 
mented other such new ones as the 
500-watt size, and were joined by 
automotive type sealed reflector bulbs, 
PAR-36 size, and larger, for indus 
trial spot lighting and for airport 
markers. 

1+. With the trend toward less 
bulk in shipping and storage, and 
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smaller reflectors or accessories, the 
75-watt A-21 bulb filament lamp was 
reduced to the A-19 size, approxi- 
mately *%4 inch shorter. 

15. Flashing neon tubes and _bril- 
liant krypton lamps of 50,000,000 
peak lumens for only 20 microseconds 
duration, add to the luminous ap- 
proach markers of airports and guide 
all-weather flying into western Berlin 
and elsewhere. 

16. Somewhat experimental — but 
nevertheless promising fluorescent 
street lighting has grown from the 
first American installation (1941) to 
some 25 trials (mostly abroad) in- 
volving over 900 lamps. Usage of 
+00-watt mercury lamps in_ street- 
lighting grew, mostly during 1948, to 
some 3,000 units in service. 

17. This past year, the American 
L.E.S. Lighting Handbook reached 
its third printing and sold nearly 15,- 
000 copies. A new journal, the en- 
larged “Illuminating Engineesng,”” 
was launched. 

18. After an eight-year wartime in 
terruption, the International Commis- 
sion on Illumination met in Paris to 
exchange data on practice, and to 
establish international understanding 
of methods, vocabulary and standards. 

19. Education in lighting has been 
advanced by a reopening of the Chi- 
cago Lighting Institute in new quar 











Warmer color for mercury vapor 





ters, a complete museum display in 
London commemorating 100 years of 
progress, the issuance of new codes 
of school lighting, and of practice for 
stores and other merchandising areas, 
the appearance of several new books 
on radiation, and through the coun- 
trywide movement “planned light- 
ing.” Group education was extend- 
ed through a complete and enlarged 
school of lighting of one of the larger 
lamp manufacturers. 

20. All-louver hung ceilings gained 
rapid acceptance in specialty shops, 
some schoolrooms, and some deluxe 
offices—especially where minimized 
glare was especially desirable. 

21. First for use by the military 
forces, there was developed the va- 
cuum chamber treatment of clectro- 
lvtically depositing vaporized silicon 
monixide as a protection on specu- 
lar surfaced mirrors. ‘This insured 
against tarnishing when exposed to 
weather. 

22. ‘The Certified Lamp Makers’ 
Association, with renewed effort, con- 
tinued to aim at higher performance 
standards of floor and table portables 
and the wider acceptance of a recog- 
nized certification quality label. 

23. In subway cars, new circuits for 
fluorescent lighting used slimline 
lamps on 600 volt D. C. to 118 volt, 
60-cycle, three-phase rotary conveit- 
ers, while direct driven gencrators of 
motor buses supplied variable frequen- 
cies of 80 to 500 cycles but ope-ated 
fluorescent lamps at a constant light 
cutput. Such methods provide in 
modern vehicles some two or three 
times the light formerly available, 

(Continued on page 84) 


35 














DEVELOPMENT AND ADVANCEMENT 
of a substation on wheels with maxi- 
mum economy and flexibility of ap- 
plication has provided a new means 
of improving continuity of service for 
the consumer. This article describes 
some of the background and applica 
tion of these mobile unit substations, 
which are frequently used to fore 
stall substation failures or shorten 
outages in case of failure. 

The electric companies keep stand- 
by transformers on hand in order to 
safeguard electric service. ‘These ex- 
tra transformers increase the cost of 
each substation. In 1929 a trans 
former was mounted on wheels so 
that it could be used as a_ stand-by 
for several substations, (Fig. 1). 
Crude as it may appear, on its flat 
bed, solid rubber tired trailer, this 
was the introduction to the mobile 

Mr. Pindar is associated with the 
Power Transformer Engineering Div.. 
General Electric Co. 


Mobile Power 


unit substation, and system invest- 
ment was reduced by its use. 
A later unit had a_ disconnect 


switch added. By 1941, design en- 
gineers had mounted the transformer 
and al] the accessories normally con 
tained in a stationary unit substation 
on wheels, and had obtained one of 
the first complete mobile unit sub- 


stations, (Fig. 2). 


Many Design Problems 


There are a great many problems 
to confront the designer of this par- 
ticular class of equipment. Since it 
is mobile and may be operated under 
many conditions, some of which can- 
not be predicted, maximum output 
capacity per pound is required togeth- 
er with many voltage ratings that are 
found on the user’s system. Also, 
there are definite state restrictions on 
weight, dimensions, number of wheels 
and type of trailers which are allowed 
to travel on the highways. ‘To meet 


mobile unit 
are improving service continuity 


substations 


by R. S. Pindar 


these problems, the equipment used 
on mobile units has the following 
features: 


Transformer 


The transformer section of a mo 
bile unit substation is inherently thc 
heaviest; therefore, it is essential that 
the transformer weight be kept at a 
minimum. All the materials, includ 
ing insulation, copper and iron are 
utilized at maximum effectiveness. 
Korced-air and forced-oil cooling havc 
achieved the greatest weight saving 
because, by their use, the volume >f 
oil required has been reduced and 
the size of the tank cut to a min 
imum. 

In the medium and large sizes, thc 
cooling is of the forced-oil and forced 
air type. The insulating and cooling 
oil is circulated through the trans 
former and a finned type radiator by 
a pump. Motor driven fans force ait 
through the radiator, and the trans- 





Fig. 1—An early example of a transformer mounted on a 
trailer, initial phase of mobile substation development. 
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Fig. 2—Later complete mobile unit 
transformer and normal accessories of a stationary unit. 


substation with a 
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‘ormer losses are dissipated in the 
cooler. With this type of cooling, 
he conventional cooling tubes are 
omitted, as normal no load losses can 
he dissipated by the transformer tank 
surface. Accidental stoppage of oil 
circulation would automatically trip 
open the outgoing circuit breaker, 
thus protecting the transformer. 

The smaller ratings up to 2000 Kva 
at 34.5 kv require only the forced-air 
cooling, in which the usual transform- 
er cooling tubes are used. The trans 
former oil circulates through the tank 
and cooling tubes by normal convec- 
tion only. Fans blow air over the 
cooling tubes and thereby increase the 
heat dissipation per square inch of 
surface. ‘These fans are automatical- 
ly controlled. The self-cooled kva 
rating may be increased 25 per cent 
when the cooling fans are running. 
Disconnecting Switch 

The incoming line disconnecting 
switch is manually operated and _ is 
suitable for making and breaking mag- 
netizing current. For voltage ratings 
44 kv and above, a unique retractable 
switch has been designed which can 
be expanded by a hand crank for use 
on the highest voltages and collapsed 
for travel on the highway. Fig. 3 
shows this retractable switch in the 
expanded position. 
Lightning Arresters 

The incoming circuit lightning ar- 
resters protect the substation. Light- 
ning arresters used on_ transformers 
with several voltage ratings use removy- 
able jumper connections to by-pass 
arrester sections. ‘Thus the lightning 
arrester rating can be changed to cor- 
respond with the transformer voltage 
in use. Removable transportation 
braces are provided to protect the ar- 





Fig. 3—A modern mobile unit substation showing the 
operating position. 


high-voltage switch expanded to 


resters from road shocks during tran 
sit. Lightning arresters are also pro- 
vided for the outgoing circuit. 
Fuses 

The high-voltage fuses protect the 
substation as well as the system in 
case a transformer fault should occur. 
Storage facilities are provided for the 
fuses when traveling. 
Low-voltage Switchgear 

The low-voltage switchgear com 
partment is shown in Fig. 4 with the 
doors open. The typical switchgear 
consists of a power circuit breaker, an 
ammeter and voltmeter, watt-hour de- 
mand meter, over-current relay and a 
reclosing relay for the outgoing cir- 
cuit. Other devices can be included 
although it is considered sound prac- 
tice to keep such accessories to the 
minimum required for efficient op- 
eration. 


Special Switches 


The requirement for many voltage 
ratings necessitated the development 
of a line of crank operated, internal- 
ly mounted switches. A circuit may 
be changed from Delta to Wye or 
series to multiple by a twist of the 
wrist. The terminal board method 
used in permanent installations was 
replaced to save time in changing con- 
nections on mobile units. 


Trailer 


The common mounting base for 
the various parts of the substation is 
a highway type trailer chassis. The 
size and type of the trailer are, of 
course, dependent upon the size of 
the substation and highway laws of 
the states through which the unit 
will be operated. 

A perusal of the various states’ re 
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strictions reveals that in no two states 
are the laws identical. Forty-six 
states do agree, however, that the 
trailer should not be over 8 feet wide. 


Installation 


Mobile unit substations are assem 
bled and fully wired at the factory 
Each device is tested in accordance 
with normal procedures. When the 
mobile unit reaches the station to be 
by-passed, it is necessary to remove 
the braces used during transit, ground 
the unit, install the high-voltage fuses 
and the switch arcing horns that were 
removed to give minimum dimen 
sions during transit, and make the 
necessary connections to the incom 
ing and outgoing circuits. ‘This set- 
up procedure is comparatively simp! 
and can be accomplished in a relative 
ly short time. 


Application 


The original idea and use of a 
trailer mounted transformer was to 
reduce system investment. For ex- 
ample, a certain electric company 
serving a large city in the Midwest 
had to increase its system capacity. 
Their engineers were asked how this 
could be done most economically. A 
survey of the system revealed that at 
each of the four existing substations, 
there was a stand-by transformer. It 
was decided that a mobile unit, which 
could act as a stand-by for all sub 
stations, would release the four extra 
transformers. These, along with two 
additional units, could be used to 
make up two new banks. ‘This in 
creased capacity was obtained with 
one mobile unit and two stationary 
transformers rather than the normal 
ly required six transformers. ‘The en 
tire system investment per kva was re 
duced. (Cont. on page 37) 





Fg. 4—A typical mobile unit substation with low-volt- 
age switchgear compartment opened to show relay panel. 
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How 10 PROVIDE satisfactory elec- 
tric service to customers in the facc 
of ever increasing numbers of appli 
ances in operation is a problem that 
light and power companies and elce- 
trical equipment manufacturers have 
been studying for some time. 

The problem is greatest in applica- 
tions of fractional horsepower mo 
tors served from secondary distribu- 
tion systems in light load density 
areas, and the solution appears to be 
found in specifving limits for motor 
starting currents so that excessive 
voltage dips in the circuit, with re- 
sultant lighting flicker, will be pre 
vented. 

The AEIC-E.E.1-NEMA Joint 
Committee has been studying the 
problem of single-phase motor start- 
ing currents since 194]. The results 
of this study have been incorporated 
in three Rules, given below, which 
the committee recommends be adopt- 
ed by distributors of electric service, 
motor manufacturers, and manuf.c- 
turers and distributors of appliances 


and equipment emploving motor 
drives. 
These rules concern locked-rotor 


currents and are based upon the belief 
that broadly applicable service rules 
are highly desirable, but are not to be 
construed as design limits in the de- 
sign and manufacture of motors. 
Most motors are designed and built 
far in advance of any knowledge of 
the ultimate destination, and_ their 
starting currents are based on _ the 
NEMA Standard for single-phase, 
maximum locked-rotor currents shown 
in Table 2. 

The concise application rules af 
ford wide latitude to motor-driven 
appliance designers and distribution 
system engineers. ‘They simply state 
what should be the allowable locked- 
rotor amperes at rated voltage, with 


This article is adapted from E.E.I. 
Publication No. Q-8 (NEMA Publica- 
tion No. 116). 
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A joint committee of the Association of Edison Illumi- 
nating Companies, Edison Electric Institute, and the 
National Electrical Manufacturers Association has been 
studying the problem of single-phase motor starting 
currents since 1941. The results of this study are in- 


corporated in three Recommended Rules given below. 








out designating power factor. They 
take into account the greater annoy- 
ances resulting from frequent motor 
starting during lighting hours 1s 
against infrequent starting at any 
time. There is also provision for mo 
tor application involving _ heavier 
drafts of starting current in high den- 
sity areas. 
Recommended Rules 
Rule 1: Automatically controlled, 
single-phase motorized equipment 
designed for general use shall he 
equipped with motors having lock 


ed-rotor currents at rated voltage 


designed not to exceed the follow 
ing: 

(a) 20 amp at 115 v; 

(b) 25 amp at 230 v. A tole: 


ance of + 15 per cent of 
these current values taken 
at 25 deg C is acceptable 
in testing any individual 
motor. Nore: Exceptions 
may be made for automat 
ically started equipment 
whose operating cycles will 
normally involve long runs 
with infrequent starting. 





Locked-Rotor 
Current in 


Table 1 — Single-Phase Motor Starting Currents and 
Applications for Acceptable Constancy of Voltage 
during Motor Starting 


Special Conditions 
with Utility 











Amperes General Use Permission 
(at 25 deg C)* : (Rules 1 and 2) (Rule 3) 

Hp Nameplate —________ —_——_-——— 
Rating lliv 230 v Code 1liv 230 v lliv 230 v 
1/99 20 10 V A-M A-M A-M A-M 
1), 20 10 é A-M A-M A-M A-M 
1/, 20 10 P A-M A-M A-M A-M 
1/, 23 11.5 M A-M A-M A-M A-M 
'/; t T ps y SPR: A-M A-M 
, sk 15.5 M M A-M A-M A-M 
‘ 15 22.5 M M A-M A-M A-M 
3/, 61 30.5 L as M A-M A-M 
1 70 35 K M A-M A-M 
11/2 0 G M A-M 
2 50) H M A-M 
3 70 F A-M 
5 100 E A-M 





“A” refers to automatically controlled devices. 
“‘M" refers to manually controlled devices 
* Motor industry standards (Maximum Values) 


appropriate uameplate code letter. 





t This motor is recommended for use only for application to domestic laundry equipment. It will carry the 
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Rule 2: Manually-controlled, sing!:- 
phase motorized equipment design- 
ed for general use shall be equipped 
with motors having locked-rotor 
currents at rated voltage designed 
not to exceed the following: 

(a) 40 amp at 115 v; 

(b) 50 amp at 230 v. A tole: 
ance of + 15 per cent of 
these current values, taken 
at 25 deg C, is acceptable 
in testing any individiaal 
motor. 

Rule 3: Single-phase motorized 
equipment to be used where indu; 
trial, commercial, or other large 
loads or special conditions exist, 
may upon approval of the electric 
utility, be equipped with motors 
having locked-rotor currents in ex 
cess of those allowed by Rules 1 
and 2. 

This Rule recognizes — that 
there are points on electric sup 
ply systems where available capa 
city will permit the use of larger 
locked-rotor currents than spec 
ified in Rules 1 and 2. These 
locations will consist generally of 

P high load density areas, but mav 

include light load density areas 

such as rural territory. 





Single-Phase Motor Starling 


The current required to start a mo- 
tor is appreciably greater than that ic- 
quired to operate it at full load after 
normal speed has been attained. 
Some types of motors require much 
greater starting currents than do oth- 
crs, in proportion to the starting tor- 
que produced. Vor example. a split 
phase-starting type of motor produces 
less torque during the starting period 
with a much greater draft of curreni 

















Table 3 — Representative Motor Applications 
= = = — — —<—<—<—==— —<— ----> = = 
Starting Motor Rated 
Appliance Control Horsepower Types of Motor Volts 
Household Refrigerator A "/ip to '/¢ SL, CH 115 
Commercial Refrigerator A '/, and up CH, RH 115 and 230 
Domestic Oil Burner A "/o9 to '/¢ SL, CH, RH 115 
Domestic Stoker A 1/6 to '/; SL, CH, RH 115 
Furnace Fans A '/, to '/4 SL 115 
Apartment Oil Burners A '/, to '/; SL, CH, RH 230 
Apartment Stokers A '/3 to! CH, RH 230 
Hot Water Circulator A '/, to '/, SL 115 
Domestic Water Pumps A /gto! CH, RE 11h 
Pumps— Shallow Well A '/, to 3/, Ci, RE Li S and 230 
Pumps—- Deep Well A '/e and up Ci, RH Ll5and 230 
Domestic Vacuum Cleaner M /g to '/, SE 115 
Domestic Washing Machine M '/, to '/; SL 115 
Domestic Ironing Machine M Vi, to'/, SL 115 
Domestic Dishwasher M '/, to '/¢ SL 115 
Attic Fans M I1/, to '/, SL, Cll, RH 1l5and 230 
Room Coolers Comp M* '/, to 4/; CH, RH 115 and 230 
Room Coolers Fan M* '/,to! SL, CL 115 and 230 
Air Conditioning Unit A 1 to 5 CH, RH 230 
Apt. Coolers Fan A 1/; to 3/, Si. Ct. 230 
Milking Machines M ‘yy tol CH, RH 115 
Grain Elevators M '/, to ¥/, CH, RH 230 
Hay Hoist M 2to3 CH, RH 230 
Handy Shop Motors M '/; to '/, SL,CH, RH 115 
Repair Shop Motors M 3/, to I! CH, RH 230 
Symbols for type of motor 
SL—Split phase low starting torque 
SE—Series— High starting torque 
CH—Capacitor— High starting torque 
*L—Capacitor—Low starting torque 
RH—Repulsion start bigh starting torque 
* It is assumed that these coolers will be somewhat limited in capacity so that their operating cycle will 
normally involve long runs and infrequent starting, even if automatically controllec 








than does a motor of the capacitor- 
starting tvpe. At the same time, the 
lower first cost and possibly lower 
operating cost of the split-phase start- 
ing tvpe make it attractive for those 
applications for which it is suitable. 

Similarly, other motor types have 
applications in which their character- 
istics can be emploved to advantage. 
However, the problem of selecting the 
motor drive is but partially stated in 
terms of the torque, efficiency, and 
first cost of the motor. The cost of 
supplying clectric service to start the 
motor is likewise involved. 

The problem of the electric utility 














Letter Kva per 
Designation Horsepower 
A 0- 3.15 
B 3.19- 3.55 
Cc 3.55- 4.0 
D 4.0-4.5 
i 4.5 - 5.0 
F 5.0 - 5.6 
G 5.6 6.3 
H 6.3 - 7.1 
) J 7.1- 8.0 
K 8.0 - 9.0 
L 9.0 -10.0 
M 10.0 -11.2 
N 11.2 -12.5 
P 12.5 -14.0 ¢ 
R 14.0 -16.0 122 -139 
Ss 16.0 -18.0 139 -156.5 
T 18.0 -20.0 156.5-174 
U 20.0 -22.4 174 -195 
V 22.4andup 195and up 


Table 2 — Maximum Rating of Single-Phase Motors 
Under Rules | and 2 for Given Code Letters 


Locked-Rotor Amperes ~ 
per Horsepower 





Maximum Hp Rating of Motor* 








Under Rule 1* Under Rule 2* 





230 vy 1l5v 230v 115v 230v 
0-13.7 /4 2 1'/ 3 
7-15.4 1/, 1'/s 1 3 
.4-17.4 '/> 1'/, 1 3 
.4-19.6 '/s 1 1 2 
.6-21.7 "/, 1 1 2 
.7-24.3 1/; 1 J, 2 
3-27 .4 '/s 1 J, 2 
4-30.9 '/; 3/4 '/» 1'/s 
1-34.8 '/; /4 1/5 1'/, 
34.8-39.1 the "/. "/s 1 
39. 1-43.5 Vs, ‘/¢ "/2 I 
43.5-48.7 V/, '/, '/s i 
48 .7-54.3 1/, "/, 1/3 1 
54.3-60.8 '/6 1/5 V/s, 3/4 
60.8-69.5 1/56 '/; 1/4 3/, 
69.5-78.2 1/5 1/3 1/, / 
78. 2-87 .0 '/, 1/3 I, /2 
2 1/ 


87.0-97 3 . ‘ /e "/: 
97.3 and up oe ; 











* Based on tolerance of 15% and assuming that locked rotor current is maximum figure for code letter. 
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with respect to motor starting relates 
to the effect upon the lighting service 
supplied to individual, or groups of, 
customers by the same circuit which 
supplies one or several motors. Sati 
factory lighting service will be jeop 
ardized if the starting currents are 
disproportionately large with respect 
to the capacity of the circuit to supply 
normal or steady current, since exces- 
sive dips in voltage would result from 
the motor starting currents. 

Also, the effect of the starting cur 
rents would be more serious if thiey 
occur at frequent intervals, since this 
may produce frequently recurring dips 
or flicker of the voltage. Thus the 
amount of starting current not pre- 
judicial to customer satisfaction de- 
pends upon the facilities provided to 
supply the normal load, the number 
of motors on the circuit, the probable 
frequency at which each motor is 
started, and upon the flicker sensitive- 
ness of lighting customers to the volt- 
age dips produced by the starting cur- 
rents. 

While the starting currents requit 
ed by large polyphase motors some 
times present serious problems, and 
while large, single-phase motors in 
large commercial establishments may 
occasionally cause lighting _ flicker 
problems, by far the greatest problem 
both in number of motors involved 
and in investment cost required of 
the electric utility stems from frac 
tional horsepower, single-phase mo 
tors served from secondary systems 
located in light load density areas. 
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Relative lamp flicker (20 amp at 115 volts and 25 
amp at 230 volts) for typical transformer-secondary 
combinations—85 per cent power factor. 


This is particularly true of motors 
started frequently, as is usual when 
they are controlled by pressure such as 
motors driving refrigerators, stokers, 
oil burners, and water pumps, since 
several motors will be served from the 
same secondary circuit and their ef- 
fect on flicker frequency is cumula- 


tive. The immediate problem there- 
fore relates particularly to single- 
phase, automatically started equip- 


ment operating in such districts and 
indicates that careful supervision of 
the application of motors to appli- 
ances and devices is imperative if cus- 
tomer satisfaction with the qualitv 
and cost of service is to be achieved. 

The work of the Joint Committee 
has been resolved into the foregoing 
concise statements or rules which 
afford as much latitude as_ possible 
to motor and to distribution system 
designers. A simple statement of 
allowable locked-rotor amperes at rat- 
ed voltage without the designation 
of power factor was deemed suffici- 
ent. It is obvious that the frequent 
starting of a motor during lighting 
hours would produce greater annoy 
ance than should the infrequent start- 
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ing of a motor at any time, so that 
the practices formulated take cogniz- 
ance of this contrast in situations. 

Likewise, there is provision for the 
considerable number of motor appli- 
cations which involve heavy drafts of 
starting current—drafts much heavicr 
than could be provided for in the gen- 
eral design of a distribution system—- 
but which may be satisfactorily served 
in many localities, such as in large 
apartment houses, heavy commercial 
districts, individual rural establish 
ments, etc. 

In other words, the rules are de- 
signed to govern the application of 
motors to the great bulk of domestic 
appliances sold generally throughout 
the nation, and provide for special 
consideration of appliances and equip- 
ment used generally by industrial and 
commercial customers and perhaps 
occasionally by large residential cus- 
tomers. 

Application of the Rules 

In general, these rules follow pres- 
ent practices in so far as the serving 
of high-grade appliances and_ house- 
hold equipment by the majority of 


Comparative lamp flicker (20 amp at 115 volts and 
25 amp at 230 volts) for typical transformer-secon- 
dary combinations—85 per cent power factor. 


electricity supply systems is concern 
ed. However, the allowable starting 
current for automatically started de 
vices is higher than that required by 
most domestic refrigerators at the 
present time and is lower than that 
required by some water pumping sys 
tems, many of which have been sour 
ces of annoyance to residential cus 
tomers. 

Table 1 gives information concern- 
ing the starting currents of  single- 
phase motors, designation of motor 
starting kva and tvpes of applications 
from the standpoint of maintaining 
acceptable constancy of voltage dur- 
ing motor starting. 

In accordance with motor industi 
standards and practice, the motor 
nameplate carries a code letter which 
indicates the starting current in terms 
of kva per horsepower which permits 
a check of motor starting current )\ 
inspection of motors in the field. This 
code marking is shown in Table 2? 
with supplementary information en 
locked-rotor amperes per horsepewe! 
and corresponding maximum rating 0! 
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(Continued on page 77 
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Circuit Protection 


Give Complete 
er Satisfaction 


and Custom 
_,. because they 


entary © 
reurren 


Pe bg —hold harmless mom verloads but trip 
' on continuous ove ts before wire 

insulation is damaged. 

“shorts” to \ 


—trip quickly on 
—give repeat protection. No pert 


nothing to Fe 


| Reason fs | —__pROTECT YOUR PROFITS! | 


ocalize damage- 
s burn out— 


place- 
ped 


Who knows it better than you—when a bunch of price- _are safe. No live parts 
heir pencils, there's no bottom. = operate them: oo 
_— include switching means oS well as circuit 
protection. 
—are compact. Room for expansion without 


t sharpening t 


+ cutters star 
| No profit, either. 
cutting boys aren t much interested in Multi- excessive SPOCe- 
itable wiring jobs that go —aore attractive- Can be installed in most 
convenient location. 
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rH hands down. 
ai Actually, Multi-breaker wiring jobs are easier 
we and they stay sold because they re right. And they re more 
rT profitable to you. 
mE } Would you like to know the five other reasons? 
as } Write the Square D Company, 6060 Rivard Street, 
Detroit 11, Michigan. We'll mail them pronto. 
Eis 
+ * it 
ei oa! 
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INDUSTRY NEWS 





Electric Industry 
Meets Peak Demand 


Rerutation of claims that a criti- 
cal power shortage exists is implicit 
in an Edison Electric Institute survey, 
comp!eted recently and based on post 
year-end reports from 90 per cent of 
the electric industry. This percentage 
comprises practically all the privately 
operated companies and most of the 
larger municipal and Federal systems. 

The resuits of the survey, released 
by Ernest R. Acker, president of the 
Fdison Electric Institate, show that 
the electric light and power industry 
met December’s peak demand for elec- 
tricity, the highest electric load in his- 
tory, with a generating capacity mar- 
gin of 5.1 per cent to spare. (Tradi- 
tionally a period of greatest electricity 
use in most parts of the country, De- 
cember, with its Christmas scason ac- 
tivities and short dark afternoons, puts 
an extra load on generating facilities.) 


Slight Increase in Margin 


This reserve margin of 5.1 per cent 
for December, 1948, was  slightty 
greater than the 5 per cent rescrve of 
the previous year and_ substantially 
above the 4 per cent margin indicated 
by the Institute’s survey last Septem- 
ber. It was more than three times 
g-eater than the 1.6 per cent “safety 
margin” predicted in a report of the 
National Security Resources Board, 
released on December 13, 1948. It 
also strongly refutes frequently reiter- 
ated statements claiming the existence 
of an acute power shortage in the 
United States. 

Nationwide demand during the 
December peak period was estimated 
to be about 53,000,000 kilowatts, 
compared with a total of over 56,- 
000,000 kilowatts of installed capaci- 
ty. In some parts of four of the 
eight maior power regions of the 
country there was a slight reduction 
of service in effect at the time of 
peak demand. This was due in three 
or four localities to equipment out- 
ages, in a few others to precautionary 
measuves taken to cope with possible 
higher demands than were actually 
expericnced, and in a half-dozen lo- 
calitics to the fact that demand was 
greater than the supply. 
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ELECTRIC POWER OUTPUT BY WEEKS 
AS REPORTED BY THE EDISON ELECTRIC STITUTE 
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WLLIONS OF RiLUWATT HOURS 
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The total reported service reduc- 
tion amounted to less than 1 per 
cent of the total peak demand. This 
was made up of about 1/3 of 1 per 
cent f.om reduction in voltage, which 
occurred in two areas, 1/6 of 1 per 
cent from shifting of load from the 
peak hour to other hours of the dav, 
and 1/5 of 1 per cent from voluntary 
curtailment. Other than the voltage 
reduction, there was no involuntary 
curtailment and the comparatively 
few cases of curtailment were arrang- 
ed by agreement. 


Florida Adequate 
Wiring Increases 


Tue END OF 1948 found St. Pet«rs- 
burg, Fla.’s, recently-organized F or- 
ida West Coast Adequate Wiring 3u- 
reau among the most successful ceti- 
fication operations in the couniry. 
The Bureau had approved 500 homes 
for wiring adequacy in the St. Peters- 
burg area and reported that twice 
again as many homes had come verv 
close to receiving AW certificates. 

Recipient of the 500th certificate 
was the Coronada, Inc., sales organi- 
zation which is now promoting a 
group of adequately wired homes in 
Bahama Beach. 

At a dinner held recently by the 
Bureau, the occasion inspired enthn- 
siastic statements from electrical con- 
tractors, dealers and jobbers who te- 
affi-med their support of the 2-year- 
old program and their conviction that 
adequate wiring promotion is indts- 
pensable to the industry and to its 
customers. 

One contractor at the celebration, 
whose remarks were typical, said, 
“I’m averaging from $35.00 to $90.00 
more per job because I’m able to 
sell more outlets, more circuits, and 
because I know my customers will 
need them sooner or later.”” An ap- 
pliance dealer testified that he had 
schooled his entire sales force on the 
necessity for adequate wiring so they 
could sell it along with their appli 
ances. 

Builders, too, are jumping on the 
certification bandwagon, with many 





NECA HEADS CONFER AT CONVENTION—Left to right are Paul M. 
Geary, executive vice-president of the association; Robert W. McChesney, 
president; and Clint J. Harder, national secretary. 
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Why | always use 


@ As a fixture manufacturer, I must have assurance that my complete fixture 
will be dependable and trouble-free in operation. I can’t afford to offer 
a fixture that doesn’t protect wholesalers and contractors and assure 
greatest satisfaction to the user. 


My reputation ... my business future depend on the performance of the 
fixtures I make. That’s why I always use Certified Ballasts. 
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CERTIFIED BALLASTS 


in fixtures | make! 


Certified Ballasts assure— 
@ Full lamp life @ Quiet operation 
@ Rated light output @ Reliable performance 








CERTIFIED 








Certified Ballasts are made to rigid specifications—then tested | 





and checked by impartial Electrical Testing Laboratories, Inc. 





_— D That’s why I have confidence in Certified Ballasts. You will, too. 


“genriep BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting 








ELECTRICAL SOUTH for MARCH, 1949 





2116 KEITH BLDG., CLEVELAND 15, OHIO 









== 








operative builders agreeing that certi- 
fied wiring has considerable sales 
value and is proving an effective sales 
tool. 

In reporting that only 31 per cent 
of the total homes inspected were 
entitled to a certificate, R. H. Giedd, 
new business manager for the Flori- 
da Power Corporation, pointed ont 
that many more would have qualified 
had not such devices as clock out- 
lets, lights over the sink and weather- 
proof outlets been omitted from the 
final job. 

There are now 60 members in the 
Rureau including the leading appli- 
ance dealers and all supply jobbers 
who serve the St. Petersburg area. 


Co-ops to Build 
Transmission System 


APPROVAL of a $7,595,500 loan for 
an 834-mile transmission system to 
deliver power from Santee-Cooper 
in South Carolina to 14 REA-ii- 
nanced distribution systems in that 
State was announced recently by Rn- 
ral Electrification Administration in 
Washington. 

The loan was made to the Central 
Electric Power Co-operative, of Co- 
lumbia, a co-operative organized a 
vear ago by 14 distribution co-opera- 
tives. 

The Central Electric Power Co-op- 
erative will build a system of trans- 
mission lines spanning 27 South 
Carolina counties, to feed hydroelec- 
tric power from the Santee-Cooper 


Dam, owned by the State of South 
Carolina and opcrated bv the State 
Public Service Authoritv, to the load 
centers of the co-operatives. 

The new transmission svstem wiil 
be integzated with part of the pres- 
ent and planned transmission system 
of the Authority. In addition, the 
Authority, under a long-term contra>t 
with the new transmission co-opera- 
tive, will operate and maintain the 
new system after it is built. 

When the new system is in opera- 
tion, approximately 65,000 South 
Carolina farmers and other rural con- 
sumers will receive the benefits of 
the low-cost hydroclect-ic power. 
They live in 35 of the State’s -46 
counties. 

Current from the new svstem will 
be delivered to the distribution co- 
operatives’ load centers at 6 mills per 
kilowatt-hour. The rate which the 
member co-operatives are now paying 
averages about 7% mills at the co- 
operative sub-stations. 


Oklahoma Utilities 
Officers Announced 


Tue OKLanoma Utilitics Associa- 
tion at a recent mecting clected of- 
ficers for 1949, Miss Kate A. Niblack, 
secretary, announced. 

Elected were Malcolm Morrison, 
president, assistant to the president, 
Oklahoma Gas and Electric Co., Ok- 
lahoma City; D. W. Reeves, fizst 
vice-president, general sales manager, 
Oklahoma Natural Gas Co., Tulsa; 
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| Transmission lines to be built 
| with REA loan funds 


Present transmission lines owned 
and operated by Santee Cooper 


& Santee Cooper 
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| & Power takeoff points (substations) 
| 
| 























| | 











US OCPARTMENT OF AGRICULTURE 


An REA loan recently approved will enable 14 REA distr:bution co-operatives 

to build the network of transmission lines shown above. The co-ops estimate 

that the new system will lower their energy costs from 7% mills to 6 mills 
per kilowatt-hour. 


44 


C. N. Robinson, sccond vice-pres 


dent, vice-president, Public Servi: 

Co. of Oklahoma, Tulsa; H. H. Fe:- 
rin, treasurcr, Oklahoma Gas and 
Electric Co., Oklahoma City; and 
Miss Kate A. Niblack, secretary, Okl:- 
homa City. 

Miss Niblack also announced thit 
the annual convention of the asso- 
ciation will be held at the Tulsa Ho 
tel, Tulsa, Okla., March 17 and 1S. 
The association is composed of the 
electric and gas divisions and the 
program will be divided between 
both classes of utilities. 


Conductor Contract 
Hits Shortage 


THE SIGNING of a long-term sales 
contract betwcen the Wisconsin 
Electric Co-operative and the Rey- 
nolds Mctals Co. recently has dealt 
the aluminum conductor shortage a 
heavy blow, it was reported in the 
February issue of Rural Electrifica- 
tion. 

The contract is the largest ever en- 
tered into by rural clectric systems, 
and the la-gest peacetime order for 
aluminum ever placed. It will open 
an entirely new and additional sou-ce 
of aluminum supply totaling 715, 
000,000 pounds, available to the sys- 
tems over a 15-year period, it was 
reported. 


North Texas NECA 
Names Directors 


New oprrectors for 1949 were 
elected at a recent mecting of the 
No-th Texas Chapter, National Asso- 
ciation of Electrical Contractozs, held 
in Ft. Worth, Texas. The new 
group will scrve for a regular one- 
year term, and will in turn, at a later 
date, choose from among themselves 
the new president, vice-president and 
treasurcr. 

Directo-s are: G. C. White, Em- 
pire Electric Co.; Jack E. Burton, 
Burton Bros. Elect-ic Co.; Charles 
Shryoc, Ewell Electric Co.; Robert 
Kenderdine, Economy Electric Co; 
Fred Rufner, Rufner Electric Co.; 
George Zimpelman, General Engi- 
necring Co-p.; D. W. Shiner, Shiner 
Electric Co. Mr. Shiner is the only 
new member, the’ others«having scrv- 
ed in 1948. 

The 1948 officers were: Mr. 
White, president; Mr. Zimpelman, 
vice-president, and Mr. Rufner, treas- 
urer. The position of active manager 
of the chapter, who is appointed each 
year by the officers, is held by M. 
T. Dorsett. 
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How to stop trouble 


betue ir 


1. Use Amerductor Conductors 
2. P.F.T. Armor Rods 
3. Amerstrand Guys 
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@ Here is a rural line designed to 
stop trouble before it starts. 

The super-strength Amerductor 
| conductors are made with two 
' galvanized copper wires and one 
high-tensile galvanized steel wire. 
This construction assures the sur- 
plus strength to withstand heavy 
wind and sleet storms and permits 
longer spans. 

P.F.T. Armor Rods offer most 
effective protection against vibra- 
tion, chafing, arcover, pitting, 
burning and corrosion. They ar- 
mor the conductor for two feet 
on either side of the support 
where most troubles are likely to 
occur. 

Amerstrand Guys are made of 
high-strength galvanized wire and 
are noted for long service life. 

Rural lines built with these high 
quality products are lower in first 
cost and cost less to maintain. 
They give your customers longer 
periods of uninterrupted service. 


wemecr my 


* Write for complete engineering 
4 data on U-S‘S Amerductor, P.F.T. 
: Armor Rods and Amerstrand 
: Guys. 


AMERICAN STEEL & WIRE COMPANY 
GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA STEEL COMPANY, SAN FRANCISCO 
PACIFIC COAST DISTRIBUTORS 


TENNESSEE COAL, IRON & RAILROAD COMPANY, 
BIRMINGHAM, SOUTHERN DISTRIBULORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


Se Ee RS | 


| T&D a ee 





ELECTRICAL SOUTH for MARCH, 1949 








Standards Committee 
Named in Lake Charles 


Mayor T. C. Price of Lake Char- 
les, La., has appointed a five-man 
committee to draw up a code of elec- 
trical standards for Lake Charles. 

Named on the committee were J. 
W. Wolf, electrical, contractor; Louis 
Brown and Frank Firmature, Gulf 
States Utilities Co., and S. S. Craw- 
ford, city electrical inspector 


Commercial Units in 
New Lightolier Line 


A COMPLETE LINE of commercial 
lighting fixtures—each with unique 
and important architectural advan- 
tages—has been announced by Lighto- 
lier, Inc., and displayed in a special 
exhibit room at the company’s show- 
rooms, 11 East 36th St., New York 
City and 1267 Merchandise Mart, 
Chicago. 

Developed to satisfy highly variable 
commercial lighting requirements, the 
“Lightmaster” and  ‘Calcu-lite” 
groups, as they are called, are the re- 
sult of two years of research by Lighto- 
lier consultant, J. S. Hamel, and the 
Lightolier engineering staff. 

Lightolier calls the new “lens-down- 
light” a ‘“Calcu-lite’”’ because the 
lighting is calculated and controlled. 
“Calcu-lite’s” primary accomplish- 
ment is that it steps up the light out- 
put through use of a reflector and 
yet lowers surface brightness so that 





you can actually stare at the light it- 
self without the objectionable blind- 
ing or glaring effects that would usu- 
ally be expected from a unit with such 
high light output. 

One group of Lightolier “Light- 
master’’ fixtures introduces a new con- 
cept in architectural illumination, a 
new type of plastic diffuser. Made of 
Plexiglas, the new-type diffusers boast 
an 80 per cent transparency co-effi- 
cient. Their homogeneous milk-white 
color cuts surface brightness yet dif- 
fuses the light uniformly. 

Another new scries in the Lighto- 
lier “Lightmaster” group contains a 
multiplicity of louvers—468 in all. 
The shallower louvers and the scienti- 
fic positioning of the bulb, co-engi- 
neered, produce a 35-degree trans- 
verse and longitudinal light cut off. 
In one, a combination of fine fluores- 
cent and incandescent bulbs are con- 
cealed in a very shallow housing and 
shielded by theseNhundreds of louvers 
for uniform reflectance with low sur- 
face brightness. ~ 

Still another new lighting device in 
Lightolier’s new architectutal line is a 
recessed fixture in which the bulb 
can be angled to control the direction 
of light output. The bulb adjusts on 
a rotating arm. There are any num- 
ber of lighting nceds that this direc- 
tional device will satisfy. Accent 
lighting beamed at a wall display of 
rugs would be one example. Unique 
for this type, the louver openings 
have been held at a minimum—-yet 
provide maximum light output. 





(Upper Left) Multiplicity of louvers — 468 in all — distinguishes this 
new recessed lighting fixture, one of a series of Lytemaster fixtures made 
by Lightolier, Inc. (Upper Right) This recessed version of Lytemaster com- 
mercial lighting fixture is equipped with a new plastic diffuser. Easy-to- 


maintain, the diffuser “snaps” 


on, needs no screws or gadgets, and has 


clean lines that allow it to blend into the ceiling. (Lower Left) From this 
one lighting source, Lightolier’s Advance Pacemaker, three different effects 
ean be obtained: spotlighting, over-all indirect room lighting, or a combi- 
nation of both. (Lower Right) The “Calcu-lite’ shown here was designed 
toa produce a “down-light” — halfway between a spot and a floodlight. 
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Okonite Company 
President Dies 


FRANK CAZENOVE JONES, president 
and general manager of The Okonite 
Co., Passaic, N. J., died recently at 
the Lenox Hill Hospital, New York 
City, following a three-months illne, 

Mr. Jones started his business ¢a- 
rer with B. T. Babbitt, Inc., and la- 
ter was treasurer of Edgar A. Wilhcl 
mi, Inc., Export Agents. In 1914 he 


7, 





F. C. Jones 


established an importing business, 
Jones and Cammack, which he left 
in 1917 to serve in the Army Ord- 
nance Department during World 
War I, later becoming a captain. 

Following the death of his father, 
one of Okonite’s founders, the he- 
came a director of The Okonite Co., 
and in 1919 was elected t-easurer 
and general manager. He was elect- 
ed president and general manager in 
1932. He was also president of The 
Okonite-Callender Cable Co., Inc, 
of Patterson, New Jersey. 

In his capacity as president of the 
country’s largest independent wire 
and cable organization, Mr. Jones 
was well known in the electrical 
manufacturing industry and, since 
1931, had been a member of the 
boavd of governors of the National 
Electrical Manufacturers Association 
serving as president of that organiza 
tion for two terms in 1935 and 1936. 

He was a member of the board ot 
directors of the National Association 
of Manufacturers, a member of thc 
Department of Commerce Busin2s; 
Advisory Committee, and during the 
war, a member of the Copper Indus 
try Advisory Committee of the War 
Production Board. He was also a 
director of the Passaic National Bank 
and Trust Company. 
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G-E SLIMLINE ADS APPEAR IN: Post, A Newsweek, Business Week, Today’s 
—_ Business, Buildings, Illuminating Engineering, lnstieutions and Nation’s Schools. 


Big, special advertising program tells everyone that G-E 
t slimline fluorescent lamps are on the way in quantity! 


Now’s the time to get ready to cash in on General Electric’s YOU'VE GOT THE 


‘ development of the slimline lamp, world’s most advanced 


source of light! The market for new slimline lighting is GREATEST SALES STORY 
tremendous. And General Electric is going after it with a IN LIGHTING HISTORY! 


big, special, coast-to-coast advertising campaign. 






=r 


SLIMLINE 
FLUORESCENT 
LAMPS 









We're pre-selling your prospects with advertisements in 
Post, Time, Newsweek and Business Week. Plus hard- paste pd 
— s 5 we arance 
hitting ads aimed straight at the store, office building, * Instant start—no 


* Simplified 
installation 


* Easier, lower cost 


: institution and school fields. marten tenting maintenance 
; : , , % High efficiency *L : 
Now—with this great new market opening up—is the * Three brightness * rag 2 
‘ “ tah ate , Hi _ 
ideal time to call on your “new lighting” prospects with levels hadobee E 
: the slimline sales story. For help and information, call lamp research 


your nearby General Electric Lamp office today! 


G-E LAMPS 
GENERAL @® ELECTRIC 
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G. E. Announces 
New Sales Districts 


Because of the increasing commer- 
cial importance of the area, the Gea- 


eral Electric Company’s Lamp De- 
partment has established two new 
sales districts to serve the middle- 
Atlantic states, M. L. Sloan, G-E vice- 
president, announced in Cleveland, 
Ohio, recently. 

The new districts are known as the 
Chesapeake sales district, with head- 





James P. Roger 





P. Mason Wood 


quarters at Baltimore, Md., and the 
Vi-ginia sales district, with headquar- 
ters at Richmond, Va. P. Mason 
Wood heads the Chesapeake district 
and James P. Roger the Virginia dis- 
trict, Mr. Sloan said. 

The new districts began operations 
Feb. 1 to serve parts of the territo-v 
of the present Continental sales dis- 
trict, which has its headquarters in 
Philadelphia. States involved include 
all of Delaware and parts of Pennsy!- 
vania, Marvland, Vi-ginia, New Jer- 
sev, North Carolina and West Vii- 
ginia. 





Electric Wholesalers 
Report New Gains 


AN INCREASE of 11 per cent in sales 
of electrical goods wholesalers in the 
South Atlantic region, 23 per cent in 
the East South Central, and 9 per 
cent in the West South Central in 
November, 1948, over the same 
month in 1947 was reported in a 
Bureau of the Census survey, results 
of which were made public by C. 
Parker Persons, regional director of 
the U. S. Department of Commerce 
in Atlanta. 

For the ecleven-month period of 
January to November, inclusive, 1948, 
sales in the South Atlantic region 
were 13 per cent over the correspond- 
ing period of 1947, 22 per cent in 
the East South Central, and 25 per 
cent in the West South Central. 

In comparing sales in November, 
1948, with October, 1948, dealers in 
the South Atlantic area reported a 
2 per cent gain, and those in the 
East South Central and West South 
Central scctions rises of 13 and 8 
per cent, respectively. 

The South Atlantic region is com- 
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posed of Marvland. Delaware. Geo: 
gia, Mlorida, the Virginias, Carolinas 
and the District of Columbia. The 
East South Central section includes 
Alabama, Mississippi, Tennessee and 
Kentucky, and the West South Cen- 
tral arca comprises Texas, Oklahoma, 
Arkansas and Louisiana. 

Nationallv, wholesale elect-ical deal- 
ers reported a 14 per cent increase 
in November, 1948, over November, 
1947. a 15 per cent gain for the 11- 
month period of January to Novem- 
per, 1948, over the corresponding 
1947 period. and a 3 per cent rise in 
November, 1948, over October, 1948. 

Sales of full-line wholesalers in the 
South Atlantic region were up 16 per 
cent in November, 1948, over No- 
vember, 1947, 26 per cent in the 
East South Central section, and 11 
per cent in the West South Central 
arca. Sales of wiring supplies and 
construction materials distributors 
were up one per cent in the South 
Atlantic and 9 per cent in the other 
two regions. Among appliances and 
specialtics wholesalers, sales decreased 
4 per cent in the South Atlantic 
and 13 per cent in the other areas. 
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Puckett Heads 


K. C. Association 


Joun W. Puckett, district man 
ager of General Electric Supply Co p., 
and newly elected president of the 
Electric Association of Kansas City, 
presided recently at the Association 
luncheon meeting held to discuss the 
Association-sponsored Exposition of 
Electrical Progress. This Exposition, 
the first in Kansas City in 16 years, 
has been scheduled to take place 
March 2 through 6. 

Other officers elected in December 
to head the Electric Association actiy- 
ities for 1949 are C. M. Lytle, util- 
ities vice-president, chief engineer of 
transmission and distribution for the 
Kansas City Power and Light Co.; 
Yale Witsckhner, manufacturers’ vice- 
president, and application engineer 
with Westinghouse Electric Corp., in 
Kansas City. 

Fred Sholders, wholesalers’  vice- 
president, manager, lighting depart 
ment for Graybar Electric Co., in Kan- 
sas City; E. J. McGrannahan, dealers’ 
vice-president, department manager, 
Jenkins Music Co. 

John E. Launder, vice-president, 
maintenance repair and service organ- 
izations, Independent Electric Mach- 
inery Co. president; C. M. Anderson, 
secretary-treasurer, auditor with Gen- 
eral Electric Co., in Kansas City. 

Board members for the Electric 
Association’s 38th year are A. A. 
Dahms, Kansas City district manager 
for Allis-Chalmers Manufacturing Co.; 
J. A. Ekstrom, sales manager for 
Glasco Electric Co.; Fred E. Geiss, 
owner, Fred E. Geiss Electric Co. 

K. G. Gillespie, manager, Jenkin 
Wholesale Division; J. E. Murray, 
owner, J. E. Murray and Co.; Chmis 
Null, building and equipment engi- 
neer, Southwestern Bell Telephone 
Co. 

J. F. Porter, Jr., vice-president, Kan- 
sas City Power and Light Co.; C. G. 
Roush, Kansas City manager, West- 
inghouse Electric Corp.; C. B. Smith, 
president, Smith Appliance Co.; John 
St. Clair, president, Evans Electrical 
Construction Co. , 

W. P. Thayer, sales manager, Gen- 
eral Electric Lamp Dept., of Kansas 
City; and Glenn Young, manager of 
Power and Lighting Sales Dept., Kan- 
sas City Power and Light Co. 

Among Association activities for 
1948 were the publication of a mem- 
bership roster and the beginning of a 
monthly magazine—The Electric As 
sociation News. The Association 
sponsored a year-long television train- 
ing school for radio servicemen 
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Byck Electric Co. 
Has Anniversary 


Bycx Exectric Co., INc., clectric- 
al contractors, designers and cngi- 
neers, of Savannah, Ga., has issued 
an illustrated brochure commemorat- 
ing their 35th anniversary. Includ- 
ed in the brochure ae photograpis 
of the first store, begun in Waycross, 
Ga., in 1913, through the one of 
their present location on Bay and Riv- 
er Streets in Savannah. 

Also pictured are the company per- 
sonnel and workers, including Sylvan 
M. Byck, founder and president, and 
views of electrical, ref-ircration, air 
conditioning, and lighting installa- 
tions made by the Bvck Electric Co. 
Their lavgest installation was the 
United States Naval Hospital in Bean- 
fort, S. C., and others included the 
Mirasol Hotel. Tampa, Fla., Sears 
Roebuck Retail Store in Savannah, 
and the Industrial and Domestic Wa- 
ter Supply Plant for the citv of Sa- 
vannah. An interesting feature of 
the booklet is a partial list of many 
installations made by the company 
since their beginning. 


Dallas Electric Club 
Elects T. D, Thomas 


T. D. Tnomtas, chicf cngineer, 
Texas Power and Liglit Co., was clect- 
ed pvcsident of the Dallas Flectréc 


Club at a mecting recently. Ie suc- 
ceeds Jack West. 
Officers also clected were: first 


vice-president, George Marchmont. 
Southwest district manager, Gravlas 
Electric Co.; second vice-president, 
C. M. Mackey, district manager, 
Westinghouse Electric Supply Co.; 
secretary. Walter Blair. vice-president, 
Texas Power and Light Co., and 
treasurer, T. H. Owens, vice-pves- 
ident, Dallas Railway and Terminal 
Co. 


Ten-Year Club 
Holds Meeting 


Irsco Copper Tube and Products, 
Inc., of Maricmont, Cincinnati, 
Ohio, held the semi-annual meeting 
of its Ten-Ycar Club at the Mazvic- 
mont Inn recently. This club in- 
cludes emplovees and executives who 
have been with the company for ten 
years or more, and the average term 
thus far is about 18% vears for the 
group who attended the mecting. 
Total service of members equals al- 
most 600 vears. Oldest individuals 
in point of service are Bernard Joer- 
ling and Joseph Belser, both of whom 
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started with the company 45 years 
ago. In addition to the business ses- 
sion, a program of dinner and enter- 
tainment was presented. 


Co-ops To Build 


Own Power Plants 


THE atTtTorNey for Arkansas’s 18 
electric co-operatives, Thomas B. Fitz- 
hugh, has recently announced that 
the co-ops are preparing to build their 
own powcr plants and link their trans- 





















mission lines into a unified system. 

The $20,000,000 project is being 
undertaken’ by the Arkansas State 
Electric Co-operative, of which the 
18 rural associations are members. 
The plan involves construction of 
four steam generating plants with to- 
tal capacity of more than 40,000 kilo- 
watts, 1,958 miles of heavy transmis- 
sion lines and 74 transformer sub-sta- 
tions. It proposed = ar- 
rangement under which power would 
be made available to the co-ops and 


includes a 





position. Bridges 


yet one-third 








Rolled easily from position to 
obstacles 
with ease. A 7 foot, single sec- 
tion unit requires one man only 
a minute to erect; a 45 foot 
multiple unit only 15 minutes. 
Stronger than structural steel 
the weight. 


Safety-tread stairway complete- 
ly within the structure. 
wrenches, 

loose parts. 


No 
wing nuts, bolts, 














































Electrical work by Interstate 
Electrical Co., in Trinity 
Church, Springfield, Mass. 


Write for Descriptive Circula 


Up-Right Scaffold: 


ROOM 117 © 1013 PARDEE S1 
BERKELEY, CALIFORNIA 


Offices in All Principal Citie 
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..- TOP QUALITY FROM BAKELITE 


BODY TO BINDING SCREWS, here are two leaders 
in the growing family of SLATER LIFETIME WIRING 


DEVICES. 


The Slater designed, engineered and produced line 
of wiring devices has grown in two short years to more 
than ten times the number of items originally offered. 
Government specifications which read “Slater quality 
or equivalent” are no rarity even in that brief history. 
Virtually very requirement of the electrical contractor 


can be met by a Slater item. 


Progress like that reflects the modern, fully equip- 
ped plant, the rigid tests to which every piece is put 
to simulate the most vigorous service conditions, the 
devotion of the Slater personnel to delivering te best 
possible product at the best price. 


Illustrated are: At left 
the No. 400 ser.es toggle 
switch. T rated, extra heavy 
duty lOAT-125V; 5A-250V. 
Preloaded chatierless extra 
heavy duty, damped vibra- 
tion contacts, a new principle 
in contact design. Large heavy 
binding head screws. Am- 
ple wiring room. Totally en- 
closed bakelite body. Tested 
on 100 amp. tungsten inrush. 
Meets all Federal and REA 


specifications. 








wooosiDE, 


At right the No. 300 T 
slot extra heavy duty duplex 
receptacle, 1I5A-125V; _ 1OA- 
250V. Strongest bakeuite 
body construction, uniform 
preset contact pull. Lifetime 
service under hardest usage. 
Ample wiring space. Large 
head, staked screws. Meets 
all Federal and REA speci- 


ficalions. 


Write for literature on 
our ingenious new pull 
chain receptacle, over- 
size dust proof, un- 
breakable. And _ write 
for our complete cata- 
Ingue. Address Dept. 
















their 75,000 members by the South- 
western Power Administration. 

This major move would mean an 
end to the co-ops’ business associa 
tion with private utilities. it was re 
ported. The rural organizations 
would quit buying power from thesc 
utilities at wholesale rates which thc 
Arkansas Power and Light Company 
says are the lowest charged by any 
company in the nation. 

It is estimated that the eventual 
rate charged to the co-ops by thc 
state organization would be 3.9S 
mills. The co-ops plan to buy pow 
er f-om SPA, the federal agency au 
thorized by Congress to sell energy 
generated at government dams. 


Southern Men 
On NISA Board 


Two SOUTHERN electrical service 
shop operators we-e named to the 
bea-d of di-ectors of the National In- 
dustrial Service Association, Inc., in 
the election of regional directors just 
concluded. 

Robert E. Ward, Electric Motor 
& Repair Co., Raleigh, N. C., was 
elected director for Region 4; G. E. 
Jones. G. E. Jones Electric Co., 
Amarillo. Tevas, was named director 
for Region 13. 


South Texas NECA 
Officers Elected 


Orricrrs for the year 1949 have 
recently been elected by the South 
Texas Chapter of the National Elec- 
tical Contractors’ Association. New- 
ly clected officers are as follows: gov- 
emno:, E. E. Krauce, Krause Electric 
Co.; president and director, Fred R. 
Toth, Graham and Collins Electric 
Co.; vice-president and _ dircctor, 
Frank P. Allen, Allen Electric Co.: 
trcasurcr, John Thomson, Themson 
I'ectric Co.; director, A. C. Loyd, 
ITovd Elect-ic Co.; directo-, T. J. 
Reneberg, Martin Wright Elcctric 
Co., and secretary-manager, Frank R. 
Stewart. 


Jackson Electrical 
Officers Elected 


Etrction of officers was held re- 
cently at the regular meeting of the 
Jackson, Miss., Electrical Contractors’ 
Association. H. M. Westmorcland, 
former vice-president of the organi 
zation, became president. Other of 
ficers elected were C. A. Watts, vice- 
president, and Norvell Ogden, secze 
taryv-treasurer. Mr. Ogden succeeds 
J. D. Drake. 
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‘NEW PRODUCT NEWS 





Portable Pipe Threader 


Armstronc Bros. Tool Co., 5200 
Armstrong Ave., Chicago 30, IIl., 

has just recently released their new 
No. 165 Portable Power Pipe Thread- 
er. This power threader is operated 





by any %-inch standard electric drill 
It threads l-inch, 14-inch, 114-inch, 
or 2-inch pipe with one set of high 
speed steel chasers, and weighs only 
26 pounds, which is light enough for 
one man to carry it from job to job 
with ease. The threader is furnish- 
ed complete with one set of high 
speed steel chasers and drive adapter. 


’ Wire Marker 


A NEw TYPE of self-adhesive wire 
marker just introduced by the Flag- 
It Wire Marker Co., 220 Rose St., 
Los Angeles, Cal., for production- 
line manufacture of electrical units 
and wiring, is said te provide instant 
identification at remarkably low cost 
and high application speed. In just 
a fraction of a second a Flag-It can be 
zipped around wire to form an encir- 
cling marker, or its two ends pinched 
together to form an upright, num- 
bered flag. It adheres firmly without 
moistening, vet is unaffected by hn 
midity or temperature and is quickly 
removable without harming wire sut- 
face. 

Designed for wire with an outside 
dimension up to .20-inch, Flag-It 
markers measure 7% inches long and 
¥s inches wide. They are attached to 
10-inch cards, 40 to the card, by a 
patented backing process that enables 
individual markers to be instantly re- 
moved. To further speed their appli- 
cation in electrical production and as- 
sembly where wires are mass-labeled, 
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....-..- Guth" One-Man” Hangers save plenty 
of costly hours of installation time! 


Notice how the stems just hook onto the cross-bar, 
simply but securely. A little thing, perhaps, but it makes fixture-hanging 
an easy one-man job—and you know what savings that means! 


This is a typical example of the many smartly-engineered features — 
big and little—which all help make GUTH precision-planned Lighting 
Equipment so profitable for you. And some great new developments 
are on the way—watch for them! 


P.S. Do you have a copy of our brand new Handy Condensed Pocket 
Catalog 46A-D? It's yours with the compliments of 


YOUR TEAMMATE IN preciavon-plawnccd LIGHTING 
i 


IGHTING 


THE EDWIN F.GUTH COMPANY / ST.LOUIS 3, MISSOURI 


| i) P 
Leaders ua < 1Q hhtung yuace 1902 
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COLONIAL ELECTRIC PRODUCTS, Ine 


“No curves on this chart — 
it just goes UP!” 


GIVE US 30 SECONDS — 


WE'LL GIVE YOU REAL NEWS ON INCREASED 
SALES AND BIGGER, EXTRA PROFITS! 


COLONIAL COLD CATHODE LIGHTING is one of the most remark- 
able, proven engineering developments. Inctant-starting, flick- 
erless, it appeals immediately to the most exacting maintenance 
experts —a big factor in landing the largest commercial and 
industrial orders. Its low operating cost and extreme flexibility 
of application increase its significance as the most exciting 
potential on your sales horizon. 

COLONIAL COLD CATHODE is available in a complete line of 


standard fixtures and a full range of colors. Write today for 
complete information and start your sales chart climbing fast! 





The COLONIAL STREAMLINER is a modern, self-con- 
tained unit — widely accepted as the ideal light- 
ing fixture. Equally adaptable to stem or surface 
mounting, individual or end-to-end, with or with- 
out louvres. 8, 6 or 4 foot lengths. 


COLONIAL ELECTRIC PRODUCTS, INC. 


Foremost Developers and Producers of 
Engineered Cold Cathode Lighting 


EAST PATERSON + NEW JERSEY 
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metal card holders are available. Dur. 
able, coated fabric makes them i:aper. 
vious to grease, dirt and liquids 

Standard Flag-It cards are pre. 
printed, black-on-white for quick te. 
cognition, in numbered or alphabet 
series. Each marker has four verti 
cal characters, to assure visibility on 
either side of the flag, as well as 
around the wire itself. For specialized 
use, markers can be printed to speci 
fication. 


Fluorescent Fixture 


To MEET the need for a fluorescent 
fixture where surface-mounting is te. | 
guired or desired, and where beaut 
is a number 1 “must,” designers of 
Leader Electric Co., 3500 N. Kedzie 
Ave., Chicago 18, IIl., have created 
the “Leader Surface-Mounted”’ unit. 





It has a streamlined over-all con- 
tour, with a curved-tvpe Controlens 
that provides a diffused, high-quality 
light. A feature is the upper member 
—a reflector that wo-ks with lens and 
refractor to both eliminate ceiling. | 
shadows and to light up ceilings. The 
bulk of the illumination (over 90%), 
of course,: is downward. j 

The Leader Surface-Mounted unit 
—for 2, 3 or 4 40-watt anaes 
be used singly or in continuous runs. 
A specification sheet now is on the 
press. To obtain a copy write Lead 
er Electric Company. 
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Control Center 


Dust-ticHt control center design, 
recently developed by the Square D 
Company, +041 N. Richards St., Mil 
waukee 12, Wis., extends the useful- 
ness of control centers. Although : 
clean, properly ventilated motor con- 
trol room is still the ideal answer t 
the problem of excessive dust, consid 
erations of cost, space, or layout often 
prevent this solution. It is in such 
cases that the control center itself 
must exclude dust from the working 
parts of the motor control devices. 

The Square D dust-tight design 
combines standard, general purpos 
control center units with heavily gas 
keted vertical sections. Each vert 
cal section is an independent encle 
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TRIANGLE'S 
NEWLY EXPANDED 
CONDUIT PLANT 


N.. your requirements for 
rigid steel and thin wall conduit can 
be met faster, more dependably, 
since Triangle’s newly expanded 
plant is in production. Located in 
Moundsville, W. Va., hard by -the 
steel center of Wheeling, this en- 
larged manufacturing establishment 
incorporates latest advancements in 
production equipment to assure 
greater output and the uniformly 
high quality for which Triangle has 
been famous for over 30 years. 


While output of steel conduit is 
at present limited by circumstances 
beyond Triangle’s control, when 
these conditions change you can 
count on Triangle for an immediate 
increase in shipments. If there's a 
bottleneck in steel conduit, it won't 
be in Triangle’s new Moundsville 
plant! 


For Extra quality — at NO extra cost — insist on TRIANGLE! 


Arpves you Detter taater| 


if It Bears This Trade Mark A it's Made by Triangle... 
if It's Made by Triangle IT MUST BE RIGHT! 


For latest information on deliveries, contact your nearest Triangle distributor or representative, or write 

¥ 1906 Jersey Avenue, New B-unswick, N. J. 

2 D BUILDING WIRE © BARE WIRE e@ ARMORED CABLE e@ ‘'GLAZON"’ TRIEX NON- 
Sys gps SSSA IIEIM EE IaIIO 6©6CMETALLIC SHEATHED CABLE @ SERVICE ENTRANCE, SERVICE DROP, VARNISHED 


CAMBRIC BRAIDED OR LEADED, TRIOPRENE TRENCH, POWER AND PARKWAY CABLES 
IT MUST BE RIGHT J gicip CONDUIT © ELECTRIC METALLIC THIN WALL CONDUIT © FLEXIBLE STEEL CONDUIT 
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the de dowkce lighting line 


. commercial, industrial, residential 
— fluorescent and incandescent — a 
complete lighting line built to make 
“Planned Lighting” sales easy. Kayline 
fixtures are easy to install. The selec- 
tion is great enough to fill any need, 
and the results. please and satisfy your 
customer. 





Specify and sell Kayline lighting 
fixtures. 









Our 3 catalogues are written to help 
you sell. Each covers one of our fields 
—commercial, industrial and residen- 
tial. You may have one or all of them. 
Write for your catalogue today. 





For over 55 years 
| a: a a ee ee 








THE KAYLINE COMPANY 
2480 EAST 22nd STREET 
CLEVELAND 15, OHIO 
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sure of heavy gauge steel. All sears 
are welded; the door is reinforccd. 


and hinges are strong. A large, vat 


tvpe door handle operates three-poiiit, 
roller-guided locking bars which 
clamp the door into place. 

A flanged edge on the door fraine 
“bites” into the cover gasket for cf- 
fective seal. Rear access plates hive 
closely spaced mounting bolts for g,s- 
ket tightness and handles for easy 
removal and replacement. Joints be- 
tween sections at upper and lower 
wireways are also fully gasketed. Five 
bolts on top facilitate handling. 

Units are available with circuit 
breakers through 600 amperes, star- 
ters through NEMA Size 5, lighting 
transformers and panelboards, and 
other miscellaneous devices as covered 
by NEMA standards. Master load 
and control terminal blocks are op- 
tional. 


® 
Magnetic Motor Starter 


A NEw magnetic motor starter and 
magnetic contactor designed to give 
maximum protection to alternating 
current motors up to 50 hp, 440 volis, 
has just been placed on the market 
by Trumbull Electric Manufacturing 
Co., Plainville, Conn. 

Engineers at Trumbull say the 
starter will provide long contact life, 
greater protection and quiet opera- 
tion. Actual factory tests, they say, 
show that the silver contacts on tir 
Trumbull Starter give clean ‘‘make 
and break” for millions of operations. 





Two outstanding features of the 
new starter and contactor are the re- 
lay heaters and the _plastic-encased 
coil. The bi-metallic relay heaters 
will accurately follow the heating 
curve of the motor. The relay adjusts 
easily for automatic or manual reset 
when a simple lever is moved. ‘The 
plastic-encased coil is intended to give 
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1 grcater life to the windings by pro- 
L, tecting them from moisture, corro 
It sion and abrasion. It has a perma- 
t, nent, sclf-lubricating composition im 
h pregnated into the plastic that wiil 

keep the magnet guides sliding 
ie § smoothly and at the same time elimi- 
a nates annoying low vo!tage chatter. 
ve Trumbull says that the new mag- 
1S- netic motor starter and contactor is 
Sy the first of many new p-oducts—radi- 
Ne- cal advancements in Flex-A-Power 
er systems, control centers, switches, 
ve panelboards and motor starters—it 

will make availab'e in 1949. ‘The 
iit new products will be announced f:om 
ir- time to time, until by the end of 
ng 1949 approximately 15 new pzoducts 
id will have appeared. 
ed An illustrated Bulletin TEC-!1 
id may be had by writing to Trumbvll 
> Electric Manufacturing Company. 

s 
Immersion Heaters 
A NEW LINE of Chroma‘ox mul- 

id tiple-element elect-ic immersion heat- 
ve ers for high-pressure, high-tempera- 
ig ture applications has been announced 
Ss, by the manufacturer, Edwin L. Wic- 
et gand Co., 7600 Thomas Blvd., Pitts- 
1g burgh, Pa. 

Capacities of the new heaters, Type 

e TMO, vary from 1 to 100 kw. de- 
c. pending upon the job for which they 
2- are needed, and are obtained bv ar- 
y. ranging groups of Chromalox f.nu- 
x lar elements in extra-heavy mounting 
m flanges. 
ay The hair-pin shaped Chromalox ele- 
ments, of t-iangular cross-section, are 
welded into the heavy forged-steel 
flanges and are so arranged as to per 
mit the liquid to circulate freely. 
Units are available in steel, stainless 
steel or Inconel sheaths as required 
for various corrosive liquids. 

These rugged Chromalox immer- 
sion heaters are ideal for pre-heating 
air and other gases and for super-heai 
ing steam. With special gaskets and 

| the special method by which the vati- 
ous units are welded to the forged 
steel flanges, the heaters will with- 
stand high pressures and resist leak- 
age when used in heat transfer liquids 
of high penetration. 
s 
U-Bolt Connector 
. A NEw type U-Bolt connector with 
nf slotted, swinging spacer and bo:tom 
d clamp which permits application to 
a parallel conductozs without remova! 
g of nuts and washers has been develop- 
. ed by the A. B. Chance Co., 210 
t Allen St., Centralia, Mo. 
“ _ It is designed for tapping or splic- 
. ing conductors in substations, on 
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“ 


Type T-27, the “complete 
time switch. It’s easily ad- 
justed for any daily sched- 
ule. Also available with 
astronomic dial and omit- 
ting device. Prices from 
$25.50 List. 













T-47 handy time switch— 
repeats on-off cycle (mini- 
mum on 5 min., maximum 
22 hrs.) every 24 hours. 
Only $12.45 list. 














LONG-RANGE CUSTOMER SATISFACTION assured by large silver con- 
tacts and reliable Telechron ® motors in both these switches. 
INSTALLATION MADE EASY by roomy wiring space and simple 
knockouts. 

For more information on your particular application of these, or any 
other G-E time switches, see your dealer or nearby G-E sales engineer. 
Write today for Bulletin GEA-3339 (T-27), GEA-4874 (T-47). Apparatus 
Department, General Electric Company, Schenectady 5, New York. 
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ILLINOIS 
GUY STRAI 
INSULATORS 


STANDARD TUBES ; 
Glazed, unglazed, split, floor, split For best results use Guy Strain 


floor, headless, id, H H 
orn ond ctennwvan Usifon nia Insulators made by Illinois. 


split, and crossover. Uniform inside 
ond outside diameters. Sizes 1/2 These insulators are manufac- 
to 48'' long, 5/16 to 3°" diameter. 
fé@ tured under rigid production 
‘ control standards, from the 
careful selection of materials, 
ull Dag LA through all steps leading to a 
“4 KNOBS” top quality finished product. 


i eg Knot thot don't Uniform firing at constant 
ae 5 chip when in- 









‘s stalled. Cement cooted, | temperatures eliminates in- 
CLEATS ae ee oe. _ ternal stress. Available from 


Standard cleats of code standard. Wide large stocks of standard sizes. 


all sizes and types. variety of sizes. 


ILLINOIS 


_ ELECTRIC PORCELAIN CO. 


MACOMB, ILLINOIS 
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transmission lines, and _ industrial 
services where high pressure connec- 
tions ave desircd and current values 
are high. 

The centcr spacer assures a better 
electrical and mechanical joint be- 
tween conductors and allows high 
clamp pzessure to be applicd without 
conductor damage. 

Gradually tapered, bell moutii 
jaws of the clamp and spaccr support 
flexing conductors, reducing the dan 
ger of conductor fatigue failuze at the 
point where the clamp is attached to 
the line. Lock washe-s prevent the 
nuts from being loosened by vibzation 
after the conncctor is installed. 

The Chance U-Bolt connector may 
be applied hot. Three sizes cover a 
range of conductor sizes from No. 4 
solid copper to 500,000 CM. 

Two types of the U-Bolt connecto: 
ave manufactured. one of which is 
heat treated aluminum alloy through 
out. The other has a contact copper 
top clamp and spacer with a bottom 
clamp made of alloy two for high 
strength. ‘The U-Bolt and nuts on 
this clamp are Everdur. 


Lamp Holder 


A NEW, LOw cost, cast aluminum 
lamp holder for PAR-38 and R-40 
lamps is announced by the Steber 
Manufacturing Co., Broadview (Mav 
wood), Ill. The rew line consists 
chiefly of three basic units—the 
lamp holder, an adapter box for a 
cluster of up to five holder units, 
and a pole slip-fitter for use on eith- 
cra 1% or 2 inch pipe. In addition 
there is a line of accessories consist- 
ing of wall and outlet box fittings, a 
housing to eliminate spill light, baffle 
louvers and color equipment. 





The Steberlite is listed by Under- 
writers’ Laboratories, Inc., and fea- 
tures enclosed wiring for completc 
weatherproof construction, compact 
size, quick and easy hook-up and min- 
imum heat generation. An_articu- 
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Cross-sectional view of Industrial Trol- 
E-Duct and tap-off trolley. Spring-button 
contacts assure positive contact as trol- 
ley rolls on metal wheels astride slotted 
opening in duct. 


Actual installation photograph, showing 
Industrial Tro!-E-Duct with special tap- 
off trolleys feeding motors on a moving 
test line. BullDog manufactures Vacu- 
Break Safety Switches * SafToFuse Pan- 
elboards * Superba and Rocker Type 
Lighting Panels * Switchboards * Circuit 
Master Breakers * “‘Lo-X"" Feeder BUS- 
tribution Duct * ‘Plug-In BUStribution 
Duct * Universal Trol-E-Duct for flexible 
lighting * Industrial Trol-E-Duct for 
portable tools, cranes, hoists. 





Power that travels with the job 


OOKING for increased efficiency in your produc- 
L tion line? 

Hook up with electrical power that rolls right 
along with the job. BullDog Industrial Trol-E-Duct 
feeds moving cranes, hoists, portable tools, and 
similar moving “loads”. 


Power is always where you want it with Bull- 
Dog Industrial Trol-E-Duct. Smooth-rolling 
trolley-type outlets glide along a continuous slot- 
ted opening in the bottom of the duct, tapping 
constant power from enclosed bus bars. As a job 
moves along, power follows. 


Where portable tools are used, the moving trol- 
ley provides a safe, mobile feeder that eliminates 
lengthy, cluttering extension cords. 


Installed, Industrial Trol-E-Duct is sturdy and 
dependable. However, should plant changes become 
necessary, the entire system can be quickly and 
simply dismantled and relocated to meet the new 
demands. All parts are 100% salvable. 
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You’ll want to get all the facts about this remark- 
able power distribution system. Call your nearby 
BullDog Field Engineer for an appointment. He’ll 
answer your questions and arrange to show you an 
installation in your neighborhood. 





BullIDog Field Engineers welcome the opportunity 
to sit in with you during the early planning stages 
of a building project. Their knowledge of electrical 
distribution layout can mean savings in installation 
costs, as well as efficiency and reliability in actual 
operation. Why not take advantage of this service? 











BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN «¢ FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


BuL_LDoG 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
57 





















2 standardized 


deep meter socket 


FEWER ITEMS TO STOCK! 
EASIER INSTALLATION! 




















LOW PRICE PLUS 


1. Additionai wiring space for 
more liberally rated conductors 


2. Increased current-carrying ca- 
pacity 


3. Bonderized plus baked-on alu- 

@ This new four-terminal standardized socket, Type R-1, 
covers with one catalog item the widest practicable range 
: of applications and ratings for single-phase metering. It 
life reduces the number of items to be stocked, increases inter- 
changeability, and provides for future growth. 

: Detailed specifications and instailation suggestions are 
and per y ofd available from your nearest G-E representative. Consult 
him today, or write for Bulletin GEA-5147. Apparatus Dept., 
General Electric Company, Schenectady 5, N. Y. 


minum paint for increased cor- 
rosion resistance and longer 


4. Base is die-cast for strength 





5. One-piece snap-action stain- 
less-steel ring. No tools re- 
quired for installing this quick- 
hitch ring. 
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PRECISION BUILT 
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JUNCTION BOXES METAL 
WIRING TROUGHS FABRICATING 
TELEPHONE CABINETS SPECIALISTS 


WEATHER-PROOF CABINETS 


WEATHER-PROOF SEAM 
WELDED JUNCTION BOXES 
& FLOOR BOXES 





ate ee me hele) Bi :le> ¢ 3 


TRANSFORMER CABINETS 


SPECIALS TO CUSTOMERS 
REQUIREMENTS 


NEW ADDRESS — 590 MEANS STREET N. W. — ATLANTA, GA. 
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lated joint gives practically univer.al 
adjustment. Mounting nipple is 
threaded % inch for use with staid- 
ard electrical equipment. 

An exclusive Steberlite feature cvn 
sists of a threaded neck which mates 
it possible ‘to attach quickly and e:si 
ly a selection of Steber floodlight re 
flectors. ‘This facilitates changes iid 
revisions which may necessitate ‘he 
use of conventional floodlights atte 
the original installation is made. 

It is claimed that with only the 
three basic units nearly all problems 
of general or supplementary flood- 
lighting can be handled readily. 


* 
Secondary Capacitor 


A new 3-kvar secondary capacitor, 
designed for use on 240-volt house 
feeder circuits where the use of such 
devices could not previously be justi- 
fied for economic reasons, has been 
announced by the Transformer and 
Allied Products Division of the Gen- 
cral Electric Co. Deliverv time is 





quoted as ranging from stock to 5 
weeks depending upon quantity. 

Until the present time, the cost of 
using a secondary capacitor in resi 
dential areas has, in most cases, been 
higher than justified by the benefits 
received, G-E engineers said. How 
ever, this new capacitor, priced at ap 
proximately 60 per cent of the pricc 
per kvar of the previously available 
240-volt capacitors, now provides at 
tractive benefits. 

These advantages include released 
distribution transformer capacity, Ie- 
duction in distribution transformer 
and secondary losses, and reduction in 
voltage drop between first and _ last 
customer on the feeder when capact- 
tors are located only on the secon 
daries farthest out on the fecdet. 

Rated at 240 volts, single-phase, 
60 cycles, the new capacitor is a com 
plete redesign of existing models. It 
features an hermetically sealed alun- 
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inum alloy case which has two stud 


type porcelain bushings. Small in 
size, approximately 7 inches x 10 
inches x 20 inches, and light in 


weight, the unit is designed for “‘on- 
the-pole” mounting with a key-hole 
slot in the bracket at the top and a 
slot at the bottom. 


Wall-Type Heater 


INCORPORATING unusual heating ef- 
fectiveness and attractive design, the 
new high performance ‘Titan Radiant 
Fan wall heater produced by Titan 
Mfg. Co., Inc., of Buffalo, N. Y., has 
gone into mass production. 

The 100 per cent efficiency claim 
made for the Titan heater is based on 
the design principle that all heat gen- 
erated by the radiant coils is driven 
out of the case by fan-blown air, none 
being wasted by absorption into the 
surrounding wall. Special insulation 
is therefore unnecessary, the manu- 
facturers say, as the portion of casing 
set into the wall is always cool. Prob- 
lems of installation in existing walls 
are likewise avoided, for the ‘Titan 
wall heater fits between standard 
studding in both new homes and old. 





1600 watt power has been chosen 
for this wall model, No. 600, which is 
supplied in standard 110-120 volt. 
60 cycle a-c capacity. The Titan 
Radiant-I’an wall heater is listed un- 
der the Re-examination Service of 
Underwriters Laboratories, Inc. _ Its 
front panel dimensions are 10 x 14 
inches. ‘he back, or wall box dimen- 
sions arc 3 x 9 x 12% inches. 

Distribution is through electrical 
contractors, building suppliers, light- 
ing fixture, hardware and home appli- 
ance wholesalers and retailers. Com- 
plete information is available from 
the manufacturer, ‘Titan Mfg. Co.., 
Inc., Pridential Bldg., Buffalo 2, 
N. Y. 








Industrial Lamp Unit 


To meet the contemplated de- 
mand for fixtures employing the new 


efficient Slimline lamps, the Bright ' 


Light Reflector Co., Inc., Bridge- 
port, Conn., has brought out a new 
Silv-A-King 2-lamp industrial unit for 
use with these lamps. 

This new unit includes the same 
features identified with all other Silv- 
A-King fluorescent units; streamlin- 
ed design, heavy gauge metal and the 
“E-Z Lok” attachment whereby split 
second assembly or disassembly of the 
reflector from the hood is possible 





without disturbing the wiring and 
auxiliaries. The incorporation of 
slide-grip grooves running the entire 
length of the unit, together with 
slide-grip hangers, lends itself to a 
wide versatility of installations. 

New type spring-action lamphold 
ers hold the lamps securely in posi 
tion but allow easy lamp insertion and 
removal. No starters are required as 
this lamp is of the instant start type. 

Literature on this new Silv-A-King 
75 watt Slimline unit will be gladly 
furnished by writing Bright Light Re 
flector Co., Inc., Fairfield and State 
Sts., Bridgeport, Conn. 
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* Slender, appealing design that meets more 


lighting problems. 
* Economical operation, high power factors. 
* Easy installation. 
*% Quick, low-cost delivery in all Southern 
and Southwestern states. 


* Available for 1, 2, 3, 4, 5, or 6 tubes. 


A complete line of fluorescent fixtures. 


Write Dept. A. 47 for catalog 


SOLD THROUGH RECOGNIZED JOBBERS ONLY 

















PARTS 


for 
FANS 
MOTORS 
CONTROLLERS 


ALL PARTS, TOOLS AND SUPPLIES REQUIRED 
BY THE ELECTRIC MOTOR SHOP. 


Write for Our New Illustrated 
Catalogue. It Will Simplify the 
Identification and Ordering of 
Parts 


READING ELECTRIC COMPANY, Inc. 
NEW YORK 8,N. Y. 


102 PARK ROW 
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F. D. KEES MFG. CO. 
BEATRICE, NEBR.. U.S.A. 





NO. 9139 





A UNIVERSAL 
BOX HANGER 


Yes, Kees adjustable outlet box hangers 
are easier, and quicker, too! There’s no 
need to notch the joist. For “offset” Kees 
hangers may be fastened to higher or lower 
side of joist. Box may be adjusted to any 
position from close to ten inches out from 
joist. 


More easily installed than a bar hanger. 
Fastens to joist with 3 nails. Bracket is 
heavy pressed steel ten inches long. 
Three inches wide at nailing end. Rigid and 
amply strong. Lower edge is formed into 
tube on which the fixture-stud slides. Stud 
can be positioned exactly. Comes complete 
with fixture-stud and oversize notched 
locknut. (Outlet box not furnished.) Write 
for complete information. 

Order from your Wholesaler or 
WRITE TO: 


F.D. KEES MFG. CO. 


BEATRICE NEBRASKA 


Can be used for mount- 
ing any type of box and 
fixture from any type 
ceiling using any wiring. 
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NAMES IN THE NEWS 





THE APPOINTMENT of Edward V, 
Sullivan as advertising and sales pro. 
motion manager of The Lau B:ower 
Company, Dayton, Ohio, was 1 cent 
ly announced by T. I. Byrd, sales man. 
ager. 





Edward V. Sullivan 


Mr. Sullivan was formerly an ac 


count executive with the Hutzler Ad. | 


vertising Agency and prior to that 
was assistant to the advertising man 
ager of The Sheffield Corp. 

His duties began January 1, 1949, 
and consist of the co-ordination of ail 


Lau national advertising as well as J 
contact and sales promotion activi- § 


ties with the Lau sales force. 
s 
O. G. “Andy” Anderson, former 


chief hot line tool demonstrator for 











iar 


SOMO. 





the A. B. Chance Co., has recently § 
been appointed division sales man- | 
ager of the Missouri Valley Division 


for that company. 
Mr. Anderson is well-known among 


for his demonstrations of clectrical 


utility men throughout the ctf 


transmission and distribution equip: | 


ment. He has assisted many of these 
companies in special construction and 
maintenance problems. 

Mr. Anderson will make his hea¢- 
quarters at 906 E. 78th Terrace, Kan- 
sas City 5, Mo. 
cludes Iowa, Nebraska, Missouri and 
Arkansas. 


S. B. Williams has been appointed 
manager of public relations of Sylvania | 
Electric Products, Inc., it was alr | 
nounced by R. H. Bishop, vicc-pres 
dent in charge of sales. 

Mr. Williams came with the com 





bonita 


His territory ir § 





pany in 1947 as manager of custom 
er relations for the Lighting Division. 
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It’s Profitable 


... It’s Practical 





Why limit the usability of an 
electrical outlet by installing 
one old-fashioned device to a 
gang? With the flexibility of 
the P&S-Despard Line, literally 
thousands of practical com- 
binations can be installed in 
single switch boxes —two or 
three switches — switch and 
outlet (or outlets) — pilots, night 
lights. Make every electrical 
outlet do double or triple duty 
— create a wiring job that is 
practical for the customer — 


profitable for you. 


Send for complete information. 


oo 







TO WIRE THE 
P&S DESPARD 
WAY 


PASS & SEYMOUR, INC., SYRACUSE 9, NEW YORK 
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PRYNE & CO., INC. 








Write for complete catalog and name of distributor. 


POMONA, CALIFORNIA « LOS ANGELES 
SAN FRANCISCO + CHICAGO + NEW YORK 


Qay Sel] Faz. 


ELECTRIC CEILING VENTILATORS THAT BUILD IN OVER THE RANGE! 


You can make as much profit installing a Blo-Fan as you can with 15 
to 20 additional outlets. Easy to install—Blo-fan roughs-in berween 
standard joists like any outlet box. Motor assembly snaps into housing 
without tools. Fits any job—Blo-Fan installs over the range where a 
fan belongs—in the ceiling or inside wall. Available on the spot— 
Stocked in 300 cities by 500 franchised distributors. 


Patterson and Crockett. 
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His previous experience covered a 
number of years in the publish ag 
field where he edited several elect: cal 
publications. He is a past presic ont 
of the Illuminating Engineering So 
ciety. 


M. B. Patterson announces that 
John I. Crockett, formerly general 
sales manager of Merit Coil & Trins 
former Corp., Chicago 40, IIl., has 
joined Patterson & Co., Dallas, ‘lex 
as, as a partner. Mr. Patterson stated 
that the steady progress made by his 
company in southwestern territories 
calls for expansion of the organiza 
tion and he welcomes the addition 
of John Crockett as a partner in 
this territory in which he is already 
so widely known. 





M. B. Patterson 


Patterson & Co. cover both the in 
dustrial and radio parts distributor 
trade, and with this increase in staff 
greater concentration and more ef- 
fective coverage is expected for the 
manufacturers of products represent 
ed by Patterson & Co. 





John J. Crockett 


Lloyd Lund, who has been asso- 
ciated as general salesman with the 
company for the past two years, will 
continue in that capacity with Messrs. 
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ready . 
Ne. 3031 
Polished copper 
and rusty iren. 
No. 2851 
Colonial brass 
and canary 
yellow shade. 

in ; 

1to1 y charming 

taff 

of colonial fixtures by Virden 

the 


nt add a bright touch of 


\{_ViROEN 7 ry 


cheer in new homes or old. 


Customers welcome not only 


No. 851 
Colonial brass 
with hand-cut 
shade 


their pleasing decorative quality 
but their moderate prices —Virden 
values that grow out of tasteful designs 


planned for Virden mass production skill. 


No. 2831 ’ . 4 
purebred As always, you'll get quick action from 
Hob-noll gloss your Virden jobber. 


i John C. Virden Company ° Cleveland, Ohio 
| Wember pemericau ome Lighting Vustitute 


ELECTRICAL SOUTH for MARCH, 1949 63 











9 





-you can 6E SURE.. te irs 


Westinghouse 








= 


4 

















"so far as I am concerned, 


the 'CSP' is the only transformer" 


What backs up this statement by the manager of a southern co-operative, about the 
“CSP”* Completely Self-Protecting transformer? 

In August, 1947, the most severe wind and lightning storm in his long experience 
lashed the area served by his company. Five breaks in the line were reported, plus two 
breaks in the neutral. Service trucks were rushed out—and, naturally, they carried . 
replacement transformers. 

But not one “CSP” transformer had failed! 

This striking proof of the lightning protection built into “CSP” transformers is one 
reason why 1,050 transformers in the 520 miles of line in this system are “CSP” units. 
And why only 50 are conventional type. 

One thing is sure: the built-in lightning protection of “CSP” transformers lowers 


maintenance costs. Westinghouse Electric Corporation, P. O. Box 868, Pittsburgh 30, Pa. 
' J-70525 


*Trademark—Reg. U. S. Pat. Off. 







HERE’S PROOF FROM U. S. A.—Thirty case histories of 
Completely Self-Protecting transformers, with names, 
dates, places, facts and figures. Get your copy of B-4248. 


Call the Westinghouse Salesman 











250—Electrical Apparatus. The Trumbull Electric Mfg. Co., 
Plainville, Conn., has recently issued a condensed general cata- 
log, ““Trumbullist’”, which gives complete information on electri- 
cal control apparatus. 


251—Infrared Lamps. An 8-page folder, “Drying Problems 
‘Made Easy”, listing the advantages of the Dritherm Carbon 
Lamps is available from the North American Electric Lamp 
Company, 1041 Tyler St., St. Louis, Mo. This folder includes 
a complete description of how Infrared Radiant Energy with 
Nalco Dritherm Carbon Lamps provides fast, effective heat. 


253—Monarch Electric Ranges. Data is available from Malle- 
able Iron Range Co., 4861 Lake St., Beaver Dam, Wis., on all 
types of this company’s ranges. 


255—Paragon Timers. A folder of up-to-date bulletins on 
available timers and their prices is offered by the Paragon Elec- 
tric Company Two Rivers, Wisconsin, manufacturers of elec- 
trical equipment. Such items as industrial timers, self-lubricat- 
ing time switches, and many others are described and illustrated 
in this folder. 


257—Lighting Equipment. This revised 8-page condensed cata- 
log, No. 945, describes the company’s line of engineered light- 
ing and control equipment for schools, theaters, hospitals, 
churches, and stores, etc. Specifications, engineering details 
and list prices are included. ‘This catalog is available from 
Hub Electric Co., Department “ES”, 2219 West Grand Ave., 
Chicago 12, Illinois. 


258—Circulating Fans. Illustrated catalogs are available from 
Signal Electric Mfg. Co., Menominee, Mich., describing the 
complete line of desk and pedestal fans, vent and exhaust fans. 
and semi-automatic kitchen vent fans. All literature gives full 
— details and dimensional drawings for all vent and ex- 
aust fans. 


259—Electrical Equipment. The latest edition of the Federa- 
log has just been issued by Federal Electric Products Co., 60 
Paris St., Newark 5, N. J. This profusely illustrated catalog 
contains complete details of Federal’s newest motor controls, 
safety switches, service equipment, circuit breakers, panelboards, 
switchboards, and busduct. 


260—Ventilating Fans. The complete line of C & H venti- 
lating fans is pictured, with dimensions and details, in a new 
24-page catalog. Described are exhaust fans, window faus, air 
circulators, portable and desk fans, and fan accessories such’ as 
grilles and shutters. C & H Air Conditioning Fan Co., Inc., 
1603 DeKalb Ave., NE, Atlanta, Ga. 


261—Electric Motor Parts. A 100-page illustrated catalog of 
electric motor and controller parts is now available from e 
Reading Electric Company, Inc., 200 William St., New York 
18, N. Y. This bulletin lists everything used by the electric 
motor repair shop. 


262—Fluorescent Lighting. Smithcraft Lighting Division. 
Chelsea 50, Mass., has just issued an interesting series of speci- 
fication sheets, each portraying a single Smithcraft fluorescent 
fixture and providing pertinent technical data to assist engi- 
neers, jobbers, contractors and purchasing agents. These sheets 
are available upon request. 


263—Electric Ranges. An Electromaster Range Catalog, de- 
scribing in full detail a complete line of models and features, 
is available from Electromaster, Inc., Mount Clemens, Michi- 
_. This catalog gives a description of the exclusive Oven 
ye, automatic cooking controls, deep well cooker, lamp, and 
oven control clock. 


6€ 
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264—Time Switch. Sangamo Electric Co., Springfield, Ill. 
offers their 4-page Bulletin 1050 fully describing the new, ex- 
ceptionally small Type S Time Switch. 


265—Coffee Makers. The complete line of Cory coffee 
products, including the famous Cory rubberless coffee brewers, 
service set, the Cory Automatic, electric coffee grinder, 2-heat 
electric stove, and commercial units is described in a 20-page, 
beautifully illustrated booklet. Copies may be obtained from 
the Cory Corp., 221 N. La Salle St., Chicago, Ill. 


266—Air Circulator. A highly ifllustrative two-color folder, 
containing interesting facts about air circulation, may be ob- 
tained from the Fresh’nd-Air Company, 221 N. La Salle Street, 
Chicago 1, Illinois. 


267—Motor Repair Materials. The 48-page IWI Blue Cata- 
log published every other month contains a listing of nearly 
every item required for electric motor repair and rebuilding, 
complete with sizes, prices and standard packages. Copies may 
be obtained without charge by phoning or writing the Insula- 
tion and Wires, Inc., offices at Ktlanta Ga., Houston 3, Tex., 
and St. Louis 3, Mo. 


268—Ventilating Systems. An _ illustrated 48-page booklet 
titled “Silent Breeze Selection and Installation Manual,” de- 
scribing the practical ‘engineering details of automatic ventila- 
tion for homes, commercial, and industrial establishments, may 
be obtained from Holcomb & Hoke Mfg. Co., Inc., 1545 Van 
Buren St., Indianapolis 7, Indiana. 


269—Sales Helps. A variety of sales helps, including Sound 
Slide Colored Training Films, How to Sell Booklets, Consumer 
Pieces, Specification Sheets, Demonstration Kits, Display Cards 
and Promotion Kits for selling and demonstrating General 
Mills Home Appliances—PressureQuick Saucepan, Tru-Heat 
Iron and Steam Ironing Attachments are available to dealers 
from General Mills, Inc., Home Appliance Dept., 1620 Cen- 
tral Ave., Minneapolis 13, Minn. 


270—Water Heater. An 8-page, illustrated booklet describing 
Rheem automatic electric storage water heaters, Series 60, is 
now available from Rheem Mfg. Co., 570 Lexington Ave., New 
York, N. Y. The booklet discusses special features of the line 
and includes specifications and roughing-in dimensions. 


271—Attic Fans. 1948 Sales Increasers and 1948 Installa- 
tion Manual are the titles of two highly informative booklets 
issued by The Murray Company, Dallas 1, Texas. Each of 
these booklets contains a wealth of material of especial interest 
to the fan dealer. 


272—Hot Water Heater. Informative and well illustrated 
data are available from Bell Electric Products Co., 700 Murphy 
Ave., SW, Atlanta, Ga., on their Tabletop Electric Water 
Heater. These units are available in single and double ele- 
ments with a thirty gallon capacity. 


273—Electric Fans. An attractive, 8-page, 62nd Season Cata- 
logue of Zephair fans has been made available by the Hunter 
Fan & Ventilation Co., P. O. Box 2858, Memphis 2, Tenn. 
A comprehensive description of this company’s products is giv- 
en, with complete specifications and dimensions. 


274—Flectrical Devices. Catalog No. 38, issued by the Effi- 
ciency Electric Co., East Palestine, Ohio, contains a listing of 
the electrical devices for conduit, wire, and cable suspension 
manufactured by this company. 
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275—Attic and Console Fans. An attractive and well illu 
strated folder describes in complete detail the ModernAire con- 
sole and. attic fans manufactured by the National Gas Equip- 
ment Co., Inc., Terrell, Texas. 


276—Lighting Fixtures. A complete line of decorative resi- 
dential lighting fixtures as well as an outstanding commercial 
fluorescent series are described in Catalogs No. 48 (Residential) 
and No. VF-48 (Commercial). Copies may be obtained from 
John C. Virden Co., 5905-6103 Longfellow Ave., Cleveland, 
Ohio. 


277—Water Heaters. Information is available about the 
“SEPCO” Electric Water Heater from the Automatic Electric 
Heater Co., Pottstown, Pa. Literature available describes sev- 
eral exclusive features in the “SEPCO” line of round and table: 
top heaters. 


278—Exhaust Fans. A bulletin featurmmg specifications, in- 

stallation data, and diagrams on Stakool Exhaust Fans for 

homes, offices, stores, and farm buildings is now available. A 

table giving performance data and directions for figuring size 
1s 


fan — prominently featured. wise may be obtained 
from Tennessee Valley Marketers, Inc., 117 Ninth Ave., Nash- 
ville 3, Tenn. 


279—Attic Fans. The first edition of the Attic Ventilation 
Code has been published by the Propeller Fan Manufacturers’ 
Assn., 5-208 General Motors Bldg., Detroit 2, Mich. It covers 
such items as variations in house structure, location of ventilat- 
ing unit, air changes per minute, air velocities, discharge vents, 
and installation and operating suggestions. 


280—Electrical Maintenance. Available immediately is a new 
48-page reference and instruction booklet issued by the Ana- 
conda Wire and Cable Co., 25 Broadway, New York 4, N. Y. 
Entitled ““Wire Ahead,” this book covers a variety of problems 
encountered in electrical system maintenance. 


281—Wiring Connectors. A complete new catalog on_vari- 
ous new wiring connectors has been issued by the Jasper Black- 
burn Products Corp., St. Louis. The — also contains 
much detailed information not heretofore available to users. 


282—Cords and Cables. The Simplex Wire & Cable Co., 
has just issued an attractive 68-page catalog giving descriptions 
of the Simplex-Tirex portable cords and cables. Complete in- 
formation on splicing is also included, as well as a_ pictorial 
section on applications. It may be obtained from 79 Sidney 
St., Cambridge 39, Mass. 


283—Reed Unit-Fans. A new 16-page booklet on unit-fans 
has been published by Reed Unit-Fans, Inc., 1001 St. Charles 
Ave., New Orleans 8, La. This booklet describes the design 
of the Reed reversible unit-fan and how by adding various at- 
tachments it serves aH purposes and uses. 


284—Electrical Specialties. A catalog, No. 43, showing their 
complete line of electrical specialties is available from McGill 
Mfg. Co., Inc., Box 650, Valparaiso, Ind. Included is descrip- 
tive data on the many sizes and a of Levolier switches and 
McGill portable and vaporproof lamp’ gwards. 


285—Switches and Outlets. Literature giving information on 
prices, construction and quality of the toggle switches, duplex 
outlets, and flush plates manufactured by All-Plastic Manufac- 
turing Company, Box 2135, Terminal Annex, Los Angeles 54. 
Calif., is now available upon request. Samples are also available 
upon request. 


286—Porcelain Insulators. A loose-leaf catalog of porcelain 
insulators and pole line hardware is available from Illinois Elec- 
tric Porcelain Co., Macomb, Illinois. In addition to the 
pages of product specifications, the catalog contains a special 
section of useful tables and a copy of the AIEE Standards or 
Insulator Tests. 


287—Condensed Lighting Catalog. This one descriptive 
bulletin issued by Pittsburgh Reflector Co., 450 Oliver Bldg., 
Pittsburgh 22, Pa., describes in detail the most popular items 
in the Pittsburgh line of fluorescent and incandescent _— 
equipment. Each item is fully illustrated and cataloged, a 
Many are accompanied by installation drawings. 


288—Unit Heaters. A 16-page catalog, No. EC-4, describing 


the complete line of Electromode unit heaters from 1500 watts 


to 60,000 watts, has just been released by Electromode Corp., 
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45 Crouch St., Rochester 3, N. Y. The book is illustrated with 

ictures of installations, heaters, controls, and wiring di " 
t also carries a Heating Analysis Sheet to assist in solving in- 
dustrial heating problems. 


289—Air Cooled Transformers. Bulletin 1246, available from 
Sorgel Electric Co., 832 W. National Ave., Milwaukee 4, Wis., 
describes the latest development in dry type transformers for in- 
door installation, % kv-a to 1000 kv-a, single-phase and three- 
phase, with voltages from 115 volts to 13,200 volts. 


290—Receptacles, Plugs, and Connectors. Russell & Stoll 
Co., Inc., 125 Barclay St., N. Y., has released a bulletin No. 
EL-4-46, describing the new Ever-Lok receptacles, plugs and 
cord connectors for 30 amperes, 440 volts, a-c. Typical uses 
are for heavy duty industrial purposes. 


291—Home Freezers. Full information on the Orley Sixteen. 
with a 16 cubic ft. capacity, and the Orley Super-Seven, with 
a 7% ft. capacity, is available from Orley Freezers Inc., 475 
Schaefer Road at Oakwood, Detroit 25, Mich. 


293—Residential Lighting Fixtures. A complete and diver- 
sified line of incandescent lighting fixtures is illustrated in 
Catalog No. 47, which may be obtained from the Puritan Light- 
ing Fixture Co., 21 Boerum St., Brooklyn, N. Y. or from the 
southern agent, Al Orlick, P. O. Box 1033 Sanford, N. C. 


296—Building Wire. A fully illustrated 48-page booklet call- 
ed “Hazard Building Wires” is now available from the Hazard 
Insulated Wire Works Division of The Okonite Co. The ma- 
nual contains complete engineering information on the manv 
types of wire and cable required by the building industrv. 

ables showing dimensions and weights of all cable construc- 
tions are included. 


317—Aw Circulators. Illustrated catalogs and booklets giv- 
ing complete information on the Marsalis line of exhaust fans, 
air circulators, fluid pumps, and air conditioners (evaporative 

) are now available’ from American Metal Products Co., 
4901 Marsalis Ave., Furt Worth, Tex. 


_318—Lights and Reflectors. A compact, pocket size elec- 
trician’s handbook showing a complete line of flood lights and 
reflectors may be obtained from the S & M Lamp Co., 119 
W. 36th Place, Los Angeles 7, Cal. This is the 1948 edition 
of EH catalog. 


319—Lighting. Complete specifications, price information, 
and accessories are shown in a 28-page pocket-sized book 
especially designed as a selling guide for electrical distributors, 
electrical contractor-dealers, architects, and utilities. This cata- 
log is available from Dept. P. R., Mitchell Manufacturing Co., 
2525 Clybourn Ave., Chicago 14, IIl. 


320—Wire Connectors. Ideal Industries, Inc., Sycamore, 
Ill., are offering a 12-page catalog fully illustrating and describ- 
ing Ideal solderless, tapeless wire connectors and their applica- 
tion by electrical contractors and manufacturers. 


321—Recessed Troffers. Catalog No. T-48 contains 36 pages 


illustrating all types of one, two, and three light 40-watt 
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fluorescent, deep and shallow type troffers. Included are inc:in. 


descent Highliters for accent lighting between runs with cc . 
_ photometric data, dimensions, weights and their fl 
ility of application. Available from the Ender Mfg. Co., 260 
West St., New York, N. 


336—Fluorescent Fixtures. - ine No. 48 illustrates the 
commercial, industrial and residential designs offered by ‘he 
Kayline Co. Featured are troffers, glass and louver type, re- 
cessed incandescent units, and many others. ‘The catalog is 
available from the Kayline Co., 2480 E. 22nd St., Cleveland 


15, Ohio. 


337—Lighting Products. Forty-one pages of description, speci 
fications, and illustrations of Spero’s five lines of electrical 
products are included in a newly issued catalog. The five lines 
include fluorescent fixtures, reflectors, vapor proof units, flood 
lights, and materials for electrical construction. The bool let 
is available from the Spero Electric Corp., 18222 Lanken Ave., 
Cleveland 19, Ohio. 


338—Electrical Tapes. Thirty-nine “Scotch’’ brand_ electrical 
tapes are described in a new 24-page, two-color catalog issued 
by the Minnesota Mining & Mfg. Co., St. Paul, Minn. ‘The 
catalog, available on request, contains 86 photographs of elec- 
trical tape applications, describes the tapes and tape research, 
and includes a discussion of electrolytic corrosion. 


339—Split-Bolt Connector. Burndy Engineering Co., 107 
Bruckner Blvd., New York City 54, has published ‘“Servit 
Selector,” its bulletin 4803, as a handy reference to simplify the 
choice of the correct type of Servit (split-bolt connector) for 
various conductor combinations. Copies of “Servit Selector” 
are available upon request to the Burndy Co. 


340—Recessed Lighting Fixtures. Illustrated Bulletin Es 2 
and catalog sheets are available from the Pressteel Company, 
800 Bancroft Way, Berkeley 2, Cal., manufacturers of 42 styles 
of fixtures, commercial and residential. 


341—Transformers. A new catalog which describes their air- 
cooled transformers, ranging from 1 to 1,000 KVA, is available 
from Marcus Transformer Co., Inc., 34 Montgomery St., Hill- 
side, N 


342—Conductor Fittings. A complete catalog, illustrated and 
listing prices, has been issued by Penn- Union Electric Coip., 
Erie, Pa.. Described is the company’s complete line, including 
a wide ‘variety of service connectors, terminals, tees, and taps; 
also many other types of conductor fittings. 


343—Wires and Cables. A new 44-page catalog on bare and 
weatherproof wires and cables has just been published by the 
Rome Cable Corp., Rome, N. Y. Liberally illustrated with 
manufacturing and inspection photographs, it contains tabular 
data on bare and tinned, as well as weatherproof wires and 
cables manufactured by the company. 


344—Lighting Fixtures. Ruby Philite Corp., 32-02 Queens 
Blvd., L. I. C., N. Y., has issued a combined price list (No. 97) 
and catalog of their fluorescent, slimline, and incandescent light- 
ing fixtures. Complete information on all models is included 


345—Hcusehold Electrical Appliances. Dominion Electric 
Corp., Mansfield, Ohio, offers catalog information and detailed 
specifications on a complete line of table appliances, called 
“Family Favorites.” 


346—Room and Water Heaters. Wesix Electric Heater Co, 
390 First St., San Francisco 5, Calif., offers an 8-page illus 
trated catalog describing Wesix products for home, office and 
industry. 


347—Cooling and Ventilating Equipment. Complete data 
are available on Chill-Air window fans and coolers for home, 
theatre and store, recirculating pumps and blowers. Write N. 
tional Engineering and Manufacturing Co., 523 Wyandotte 
Kansas City, Mo. 


348—Portable Circulating Heater. A catalogue sheet descrid- 
ing 1320 or 1600 watt portable circulating heaters, featuring 
cool case and room-wide heat penetration, is available from the 
Titan Mfg. Co., Inc., 290 Terrace, Buffalo 2, N. Y. 


349—Ventilating Equipment. Johnson Fan & Blower Corp., 
1319 W. Lake St., Chicago 7, Ill., have recently revised their 
general catalog of Healthaire ventilating products. Included in 
the catalog are a number of ventilating items added to the line 
for this year. Copies may be obtained by writing to the man: 





facturer or your nearest local representative. 
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THE THIRD INTERNATIONAL LIGHTING EXPOSITION is sponsored as a public service by the Industrial and 
Commercial Lighting Equipment Section of the NATIONAL ELECTRICAL MANUFACTURERS ASSOCIATION 
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“Sometimes | wish Shelby had never been 
promoted from his old desk back by the window!’ 
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“And another thing, Wilkinson--- if there’s one thing oe Me 


I like to see, it's a clean desk! Remember that!” 
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ELECTRICAL BOOKS 


. Ge 7D How To Sell Home Equipment, by 7 


Pat Monaghan. Fairchild Pu | 


ad tions, Inc., 7 East 12th St., New Yor 
3, N. Y. 149 pages, $5. q 


GS ENTRANCE CAPS TOP-NOTCH SALESMEN are not | 
TYPE 17-50 “born,” says Mr. Monaghan, who has J 
been selling ever since he made the 
2 2 : 


change to long trousers. They reach § 
the top through training and CXper- | 
ience, and this is a book about the 

training of a salesman, and about 9 
people as customers. i 

This book will be a constant guide | 
for the beginner, an invaluable sup. § 
plement to the manufacturer’s train. § 
ing program, and will offer a new ; 
perspective, new facts and methods 
of selling to the experienced man. 

For the salesman who wants to be. § 
come a retail dealer, the last two chap- 9 
ters present important basic informa- 
tion on getting the store started, sell- 
ing, advertising and display. 


NARDA Trade-in Guide, NARDA | 
Guide Co., 20 N. Carroll St., Madison 
3, Wisc. 93 pages, $5.00, discount 
for quantities. 
THe 1949 — oFrFricial NARDA 
Trade-in Guide for the first time § 
brings under one cover pertinent in- 
formation on trade-ins on refrigerators, 
CAPPED ELBOW washers, vacuum cleaners and electric § 
eee19°50 ranges. 
The Guide is pocket-size with a J 
stiff cover, and is aimed to assist ap- | 
pliance dealers and their salesmen in i 
making fair, profitable trade-ins in | 
1949. The Guide is furnished to § 
every member of NARDA, and is avail- § 
able to other retailers, manufacturers § 
and wholesalers. 


Microwaves and Radar Electronics, 
by Pollard and Sturtevant. John Wiley § 
ma il & Sons, Inc., 440 4th Ave., New York | 

3 - 16, N. Y. $5.00. 

oie Made of VOUGH a Ernest C. Potiarp and Julian M 

Pau hahahah dy ett. ENDURING - Sturtevant, physicist and chemist te 

IN MORE WAYS MALLEABLE IRON te spectively at Yale University, have 
THAN ONE ES presented in this book the postwar J 
. se ee: A developments and the peacetime ap J 
plications of radar. After surveying § 

the field and outlining the special 

knowledge of clectricity and magne 

tism necessary to an understanding of 

microwaves, the authors discuss in de 

Ee , tail the significance of microwave and 

A COMRLETE LINE OF FITTINGS FOR RIGID CONDUIT, , radar electronics techniques in phys- 

; EMT ARMORED CABLE AND NON-METALLIC CABLE cdl ical and chemical research. ; ‘ 
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Not only is wartime radar covered, 
but the whole subject of microwaves, 
through the developments that have 
taken place during the last few 
months. During the war years the 
two scientists were active in micro- 
wave engineering at the Radiation 
Laboratory of the Massachusetts In- 
stitute of Technology. The authors 
treat pulse circuits as a unified field, 
and discuss radar as only one of mam 
possible applications of microwave 
electronics. 

The style of writing is simple, in- 
teresting and clear. 


Industrial Electronics and Control, 
by Royce G. Kloeffler. John Wiley & 
Sons, Inc., 440 4th Ave., New York 
16, N. Y. 478 pages, $5.50, Illus- 
trated. 

AtrHouGH Professor Kloeffler has 
written this book for electrical, me- 
chanical and chemical engineers, any- 
one interested in electronics and ‘ts 
commercial applications will fiad it 
practical, thorough, and understand- 
able. 

The book has a complete coverage 
from the basic theory of electron 
tubes, associated circuits, control com- 
ponent devices, to all major applica- 
tions in the industrial and commercial 
field. 

Professor Kloeffler offers a basic 
introduction to the electronics field, 
plus industrial applications; a thorough 
treatment of thyratrons and gaseous 
tubes; a presentation of basic compo- 
nents and circuits (tools) of control; a 
discussion of servomechanisms, fully 
illustrated, and instructive diagrams 
all conforming to ASA graphical sym- 
bols. 

The three-point program followed 
in the preparation of this volume 
should be further inducement for 
those already interested in its pur- 
chase: it is organized with great care, 
assumes no previous knowledge of the 
subject, and presents complete back- 
ground material. 


Electricians’ Pocket Companion, by 
Benjamin Goldberg. Murray Hill 
Books, Inc., 232 Madison Ave., New 
York 16, N. Y. 442 pages, $2.50. 

Here 1s a_ handy-sized book fot 
pocket or tool kit which contains hun- 
dreds of the facts, figures, and me- 
thods needed constantly by the prac- 
tical electrician. 

Mr. Goldberg, experienced by 30 
years in the electrical field, has select- 
ed only the most frequently useful 
data and presented them in simple, 
concise form. He covers the entire 











IDEAL B-X Armor 
Cutter 


Makes B-X Cutting SAFE. Eliminates 
hacked and torn fingers — cut and dam- 
aged insulation. There’s no other tool like 
it! You just place the cable in the jaws and 
squeeze handles—then twist the cable and 
pull apart. Use it for either new small di- 
ameter or large diameter B-X, No. 10, 12, 
or 14 (two or three wire) cable. Cuts any- 
where along length of cable for opening 
into junction boxes, etc. Gets into hard-to- 
reach places. Special steel cutting blade 
may be sharpened. 10 inches long; weighs 
just 12 ounces. End of tool serves as wire 
cutter. See and get one today! 














THE SIMPLEST, BEST WAY 
TO MAKE APPROVED WIRE JOINTS 





a’ 
Patented, No. 1,933,555 
(THE SOLDERLESS, TAPELESS WIRE CONNECTORS) 














SCREWS ON! 
Like a nut on a bolt. 






Preferred over all other types because they 
are FASTER, BETTER—and they cut wir- 
ing costs! Faster—just screw them on—that’s 
all. No solder, no tape, no tools. Better be- 
cause they make a joint that’s stronger, elec- 
trically better and more permanent. Can’t 
shake or pull loose. Bakelite shell insulat 





and covers sharp wire ends. Built to highest 
Precision standards—every one inspected! For 
all common wire joints from two No. 18 up 
to three No. 10, solid and/or stranded. Look 
for the name “IDEAL”. 








a 


FISH TAPE REEL AND 
PULLER 


3 tools in 1. Gives com 
plete control of fish tape 
. . » keeps it reeled up 
° prevents springing 
and breaking . . . helps 
workmen avoid “live” 
parts. Makes it a “‘breeze”’ 
to pull tape through conduit. Gives BIG 
grip. No slipping—easy to reel in or pay 
out. Six stock sizes. Cuts “‘fishing’’ time 
50%. Tape is reeled, unreeled and/or pulled 
through in one direction. 





( \DEAL VOLTAGE TESTER 


Many superior features! 
Gives DOUBLE PRO- 
TECTION — a solenoid 
indicator and neon test 
lamp. Not an ordinary 
“glo” type—actually in- 
dicates nominal line volt- 
age on easy-to-read scale, 
calibrated from 110 to 
600 volts. Tests AC or 
DC circuits — grounds 
— blown fuses — fre- 
quency, etc. Complete 








SEE YOUR LOCAL IDEAL DISTRIBUTOR—OR WRITE US 


with carrying case. 





IDEAL INDUSTRIES Inc., Sycamore, Illinois 
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RE PER E 


ELIPTOR 
3800 Series—All 
aluminum or por- 


celain enamel s RINE 


colors 






TRIANGULAR 


Only flood that 
casts a definite 
90° beam pat- 
tern. 


| < PYLON LITE 


Dresses up service sta- 
tion pump island. The 
illuminated column 
gives off a rich, warm 
glow. Top area lighter 
is our No. 3650-S— 
with two or three top 
floods. 


erproof, 
Service 





ing. 





cEeEaeRCTRIC Miwa 


6005 Broadway Chicago 40, Illinois 
Indoor and Outdoor Lighting Equipment to Serve Every Need 


OO. 





No. 4200 Enclosed 
Flood 750—1000— 
1500 Watt. Weath- 
easy to 
Unit has 
rotation feature 
with degree mark- 


Write for Catalog 



























a TWIST 9 7 
TO REMOVE 






AUTOMATIC LOCKING 
ype 7K AYE? 
ON RE PL F094 DS 


LEWIS shige sass 
© PLUGS, RECEPTACLES & CORD CONNECTORS 





FOR SAFE, DEPENDABLE PERFORMANCE 


1. Spring hinged, gasketed 
cover closes receptacle when 
not in use. 


2. Plated steel housings fully 
protect the contacts. 


3. Adjustable Cord Grips 
eliminate strain on con- 
nections. 


4. Contacts are preci- 
sion- made, self-wiping, 
and self aligning. 


5. Rigidly con- 
structed, all inte- 
riors of molded 
arc-resisting com- 
Position. 


6. Heat-treated be- 
ryllium copper con- 
tacts and terminals 
+ ++ @n advanced 
EVER-LOK feature. 


7. Compact design pro- 
vides ample capacity, yet 
allows for easy wiring. 


For commercial and industrial applica- 
tions. 

All units are steel clad, fully grounded and are com- 
plete with the R&S Ever-Lok automatic feature that 
positively eliminates strain on contacts or connections. 





Full details 
in cate'-* 
EL49- 17 


Sold, Through Electric Wholesalers 
SALES OFFICES IN PRINCIPAL CITIES 








RUSSELL & STOLL COMPANY. INC, 


Precision-Built Electrical Equipment 
125 BARCLAY STREET, NEW YORK 7, N. Y. 





range of electrical subjects from mo- 
tors, meters, and transformers to lig it- 
ing, wiring, domestic heating systeins, 
and many others. 

The publication brings together a 
wealth of information on code require- 
ments, electrical circuit fundamentals, 
safety cautions, tools, and time-saving 
work methods. The application of 
electrical trade mathematics is explain- 
ed, and there is a practical problem 
and detailed solution for each formula. 
Also helpful are many diagrams on 
reversing motors, motor connection 
and terminal markings, starter control 
systems, etc. 

This helpful reference handbook is 
well-suited for the electrical mechan- 
ic, apprentice, engineer, contractor, 
inspector, and student. 


Radio Engineering, by E.. K. Sande- 
man. John Wiley & Sons, Inc., 440 
4th Ave., New York 16, N. Y. 775 
pages, $6.50. 

Dr. SANDEMAN is a British radio 
engineer, now working on guided 
weapons for the Royal Aircraft Estab- 
lishment, and has had extensive ex- 
perience in the design and develop- 
ment of many electrical and electro- 
nic devices used in broadcasting. 

This volume was originally planned 
as instruction for maintenance engi- 
neers at B. B. C. transmitting stations, 
so it is designed to give beginners in 
radio the working principles they 
need in the shortest possible time. 
Experienced engineers and designers 
of radio equipment will also find it a 
valuable reference work. ‘The book 
includes considerable information not 
found in similar books, such as R. F. 
resistance, inductance of straight wires, 
impedance characteristics of feeders, 
and curves for finding the spectra of 
frequency modulated waves. 

The reader needs only a_ working 
knowledge of elementary algebra and 
logarithms, and upon this basic foun- 
dation, Dr. Sandeman builds the cle- 
ments of trigonometry and complex 
algebra as they are needed. 


NEW BULLETINS 





Crest Transformer Corp., of Chi 


cago, Ill., has recently completed 
their new catalog of replacement, 


transformers, designed to meet the 
specific requirements of manufactur 
ers, jobbers and amateurs. 

Over 40 major types of replace: 
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ment transformers, comprising 185 
specific units, are described and il- 
lustrated. Wherever possible, each 
item is listed in alphabetical and 
numerical order. 

Free copies of the Crestran catalog 
can be obtained by a request on busi- 
ness stationery. Write to Crest 
Transformer Corp., Dept. 1, 1834 
North Ave., Chicago 22, Ill. 


A NEW LINE of control transform- 
ers, described in Bulletin No. 215, 
has been announced by the Industrial 
Controller Division of the Square D 
Co., 4041 N. Richards St., Milwau- 
kee 12, Wisc. 

These Class 9070 Type A control 
circuit transformers were designed 
specifically for use with industrial 
control equipment, which is charac- 
terized by high, momentary inrush 
currents to the a-c operating magnet 
coils. The manufacturer claims the 
low impedance values of the tran- 
former windings results in unusually 
good transformer regulation during 
peak current periods. 


An 80-pace booklet containing de- 
tailed information on 107 types of 
standard instrument transformers 
manufactured by General Electric 
has been announced as available by 
the G-E. Meter and Instrument Di- 
visions. 

Fully illustrated, the 1949 Buyer’s 
Guide gives prices, ratings, and ASA 
accuracy classifications of G-F, instru- 
ment transformers for both indoor 
and outdoor use. These include po- 
tential transformers, current trans- 
formers, metering outfits, and porta 
ble transformers. 

Also included in the booklet are ta- 
bles which give the mechanical and 
thermal limits of current transformers 
based on the latest ASA Standards 
and a complete index of G-E instru- 
ment transformer types now available. 

Write the General Electric Co.. 
Schenectady 5, N. Y., for this book- 
let, GEA-4626B. 


New Bulletin 55, by James G. Bid- 
dle Co., Philadelphia, Pa., describes 
their new instrument for measuring 
turn ratio in power transformers. This 
portable device reduces to a simple 
operation the measurement of trans- 
former ratio, particularly in the field, 
where heretofore cumbersome and ex- 
pensive equipment has been _neces- 
sary. It also checks polarity, tap 
changer defects, and problems of load 
division and circulating currents. 
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WINDOW FANS 


ss Market 


ak 


At Low Price — For Ma 


“Viking” Window Fans Sell Twice As Fast...For Small Homes, 
Apartments, Offices, Stores, Etc. 
@ 22” SiIZE—% HP MOTOR 


@ RATED 3100 CFM BY ASHVE 
METHOD AND 4500 BY NEMA 


@ FITS ANY WINDOW 24” TO 28 
AND WITH SPACERS WINDOWS 
UP TO 37” 


@ QUIET, EFFICIENT OPERATION 
@ Also BUILT-IN AUTOMATIC TIMER 


LOW COST — ONLY $5950 LIST 
(NO EXCISE TAX) 


LOW OPERATING COST 

ONLY 12 MINUTES TO INSTALL 
PORTABLE, MOVE TO ANY ROOM 
BEAUTIFULLY DESIGNED 
ATTRACTIVE FINISH 


VIKING AIR CONDITIONING CORPORATION 


5601 WALWORTH AVENUE ¢« CLEVELAND 2, OHIO 
Send prices and information on [_] Window Fans (| Attic Fans 








Street 





City. Zone. State 





Requested by 





PIONEER BUILDERS OF WINDOW AND ATTIC FANS 











Tue Bristol Co., Mill Supply Di- 
vision, Waterbury 91, Conn., kas just 
issued two new socket screw price 
lists. Price List 874 covers the com- 
pany’s complete line of Hex Socket 
Screw products, including cap screws, 
set screws, shoulder screws, pipe plugs 
and keys. 

Bristol’s Multiple-Spline socket set 
screws, cap screws and keys are cov- 
ered in Price List 875. Both of 
these 12-page price lists are well il- 
lustrated with photographs and draw- 
ings, and full information on prices 
and dimensions is given. Copies are 
available from the company. 


A 28-pacE illustrated catalog 
(CDM-2A) describing stocked G-E 
permanent magnets has been issued 
by the General Electric Co.’s Chemi- 
cal Department. A wide variety of 
cast and sintered Alnico magnets, as 
well as special magnetic alloys, are 
listed. 

The catalog is devoted to photo- 
graphs and pull curves _ illustrating 
many stocked magnets, and includes 
drawings of all stocked patterns. Pro- 
cedures are outlined for requesting 
quotations and obtaining magnet de- 





sign assistance from General Electric 
engineers. Property tables are includ- 
ed for reference. 

Copies may be had by writing the 
General Electric Co., Chemical De- 
partment, Pittsfield, Mass. 


Tue Allis-Chalmers line of alternat- 
ing-current full voltage starters to 
meet the requirements of any type 
of motor drive is described in a new 
12-page Bulletin 14B7132 released 
by the Allis-Chalmers Mfg. Co., S. 
70th St., Milwaukee, Wisc. 

Construction features and uses of 
manual and magnetic across-the-line 
starters, across-the-line combination 
starters, reversing starters, and push- 
button control stations are all describ- 
ed and illustrated. 


DevraiLep information about indus- 
trial plant distribution systems is 
given in a 32-page booklet announced 
by the Westinghouse Electric Corp. 

Complete colored diagrams of 1] 
basic distribution systems, detailed 
descriptions of the operating princi- 
ples of the systems, and numerous 
photographs of actual installations are 














Ridius Sane Lighting Problems 
Economically and Efficiently 


These porcelain enamel reflectors are designed to meet every 
requirement in factory, work room, warehouse and storeroom. 
With them, you can provide exactly the amount of illumination 
needed, whether installed over machines or spaced to spread 
light over a large working or storage area. Every ABolite shape 
has its special purpose. Write for catalog and specifications. 


‘SOLD ONLY THROUGH WHOLESALERS 


THE JONES METAL PRODUCTS CO. 


West Lafayette, Ohio 


Sis pa Waise 
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included in the booklet. 


ing of the following characteris:ics 
of the systems: flexibility, service ¢ on- 
tinuity, regulation, efficiency, opera- 
tion and maintenance cost, and initial 
investment. A second chart anal zes 
the economic value of the 11 basic 
systems. 

A copy of the booklet can be ob- 
tained from the Westinghouse Fle: 
tric Corp., P. O. Box 868, Pittsburgh, 
ra. 


Tue Westinghouse Electric Corp. 
has announced a new 22-page book- 
let which tells the storv of the West- 
inghouse rotating regulator, Rototrol, 
in the steel industry—its functions, 
its applications, and its outstanding 
accomplishments as a control for steel 
producing machinery. 

In the pages of the new booklet 
the reader will learn how Rototrol 
has been applied to virtually even 
phase of steel production from speed 
regulation for ship hoist drives to 
tension control for strip winding, and 
how its application to these opera- 
tions has led to marked improvements 
in the finished product and in the 
speed and economy of its production. 

A copy of the booklet may be ob- 
tained from the Westinghouse Elec- 
tric Corp., P. O. Box 868, Pittsburgh, 
Fa. 


A NEw 20-page pocket size book- 
let, No. 200-TEC-1077, explains the 
essentials of power factor in industrial 
plants and gives a digest of power 
factor calculation, why low power fac- 
tor should be corrected and how it 
can be done. It is published by Flec 
tric Machinery Mfg. Company. Min 
neapolis 13, Minnesota. 


e 
THE ELECTRICAL wire and cabl 
department, United States Rubber 


Company, has published a 20-page 
catalog describing its line of latex in- 
sulated building wires and cables. 

The booklet gives performance 
characteristics, details of construction 
and specificiations for the company’s 
full line of armored cables, service en- 
trance cables, non-metallic sheathed 
cables and its new building wire de- 
signed specifically for use in wet loca- 
tions. 


SmitHcraFtT Lighting Division, 
Chelsea 50, Mass., has just issued 
an interesting School Book, illustrat 
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ing this company’s approach to the 
problem of proper school lighting. 
This attractive 12-page booklet shows 
that there are only six basic factors to 
be considered, and then goes on to 
evaluate lighting fixtures in accord- 
ance with these factors. 

A copy of the Smithcraft School 
Book will be mailed promptly upon 
request to the manufacturer. 


A seriks of five catalogs has been 
issued by the Reliable Electric Co., 
of Chicago, covering the company’s 
complete line of products. Indivi- 
dual catalogs cover Reliable’s solder- 
less connectors, straightline splices 
and deadends, splicing sleeves, cable 
specialties and telephone protective 
and terminal equipment. 

All five catalogs are bound and in- 
dexed in a sturdy binder printed in 
gold and black. They are available 
to those interested upon request to 
E. Freimuth, Reliable Electric Com- 
pany, 3145 Carroll Avenue, Chicago 
12, Til. 


A new 68-page catalog of enclosed 
safety switches, service entrance 
equipment, branch circuit or resid- 
ence panels, and panelboards for light 
and power distribution is now avail- 
able free to wholesalers and electrical 
contractors from the General Switch 
Corp., 45 Roebling St., Brooklyn, 
N. Y. Designed to simplify equip- 
ment selection, the catalog contains 
detailed information and cross index 
of catalog number. 


Motor Starting 
Current Rules 
(Continued from page 40) 


motors falling under provisions of 
Rules 1 and 2. 

Motors of certain types of special 
designs may have less starting current 
than the maximum values permitted 
by the motor standards given above 
Such motors will carry nameplate 
code marking corresponding to the 
lesser starting current. For example, 
a 1/3-hp, low-torque blower motor 
might have 20 amp starting current 
and the code letter on the nameplate 
would be “H” and by inspection it 
could be determined that such a mo- 
tor could be used under Rules 1 and 
2 on an automatically started device, 
since its starting current is less than 
23 amp. 

_ For general guidance and reference 
lable 3 provides a list of representa- 
tive motor applications including 
classification with respect to automa 





Yew POSITIVE LOCK 
Construction of 


Manarch accuse 


Monarch Fuses (see illustration at right 
above) fit into equally spaced slots in 
the brass casing inserts. This new and 
improved Monarch construction assures 
true alignment of the copper holding 
terminals . . . and establishes a positive 
lock on both ends of the fuse. 







MONARCH’S Compressed Tension Lock 
Washer construction (illustrated at left) compen- 
sates for contraction and expansion of the fibre bar 
| by exerting constant tension on the bar .. . and 


assures no loose parts. The washer also separates 
. @ spacer 


the fibre bar from the copper terminals. . 
to provide better cooling. 








~~ _-~ Monarch Fuses are fully ap- 
proved and are available through 
recognized wholesalers. 


MONARCH FUSE CO., 


116 E. FIRST ST., JAMESTOWN, 
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M & W 


General Purpose 
Solderless 
Ground Clamps 
































This 


takes solid wires from No. 8 


malleable iron clamp 


to No. 4 inclusive. Fastening 
device consists of a 3/8” 
bolt with a 7/32” hole. This 
fastening method makes a 
positive and simple connec- 


tion. U. L. approved. 
* 
Send for copy of 
BULLETIN 17-R 


which illustrates our 


complete line. 





THE 
M. & W. ELECTRIC 
MANUFACTURING 
COMPANY 


INCORPORATED 
EAST PALESTINE, OHIO 








infrequent starting), rating, motor 
horsepower ratings and types general- 
ly used, and voltage ratings. 


Basis for Recommendations 


The proposed rules were recom- 
mended after giving consideration to 
the various pertinent factors, such as: 

1. Encouragement of motor-driven 
appliance use without unnecessary re- 
strictions. 

2. The maximum permissible flic- 
ker for frequently started motors at 
the end of a 120/240-v secondary as- 
sumed to be: 

(a) 4 to 5 v from line to neutral 

(at 120 v). 
(b) 7 to 8 v from line to line (at 
240 v). 

3. Comparative costs of distribu- 
tion transformer—secondary combi- 
nations, when designed for the as- 
sumed, permissible flicker at various 
magnitudes of motor-starting currents. 

It is generally accepted that the 
permissible voltage flicker is not more 
than 4 to 5 v at the end of a second- 
ary supplying frequently started 115- 
v motors, and 7 to 8 v for frequently 
started 230-v motors. Tests to obtain 
some typical voltage flicker values 
caused by motor starting current have 
been made at residential locations in- 
cluding one bungalow, two two-story 
single-family residences, one  two- 
family house, and one apartment 
house. The motors tested included: 


motors— 
current at 


(a) Washing machine 
(40-amp _ starting 
115-v_ rating). 

(b) Refrigerator motors—(5 to 
15-amp_ starting currents at 
115-v rating). 


The results of these tests in terms 
of calculated values of voltage flicker 
equivalent to 40-amp and 20-amp 
starting currents are summarized as 
follows: 


Observed and Calculated 
Voltage Flicker 


40-amp 20-amp 
Starting Starting 
Current Current 
Flicker at motor 
terminals 16 to 20 v 6 to lib v 
Flicker at service e 


entrance 7 to llv lto 6v 
Voltage drop in 
interior wiring 7.5 to 15 v 4.5 to 10 v 





Assuming these data to be typical, 
40-amp starting currents for frequent- 
ly started motors would give custom- 
ers excessive flicker due to voltage 
drops in interior wiring and would 
cause objectionable flicker to other 
customers on the secondary lines un- 
less the transformer-secondary com- 


tic or manual starting (frequent or 
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“DRIVE-IN” 


CABLE STAPLES 


No spreading or 
buckling with Austin 
staples! Made of 
heavy, selected pomaee, round 
edge flat wire with sharp, burr- 
free points. 


Flat across top —> 
—no spreading 
or buckling. 


The shoulders —> 
are squore ond 
strong—drives 
easily and ac- 
curately. 


/7,' 


§ Long taperto —> 
oint — staple 

Reid firmly at 

the first top of 

hommer. 











No. 360 


Made forarmor- 
ed cable. Avail- 
able without 
indenture in top 
for non-metallic 
sheathed cable 
—Cat. No. 36) 


No. 362 
Designed specifi- 
cally for non-me- 
tallic sheathed ca- 







| for easier driving. 


<< Stomped of 
heavy, selected 
temper, round 
edge flat wire. 


< Shorp, burr-free 
points—staple 
starts easily in 
any wood. 


/4y" 





No. 363 


The new staple 
is specially de- 
signed for small 
diameter non- 
metallic sheath- 
ed cable. Small 
in size — easier 
to drive. 














Austin staples are conveniently packed in 
sturdily made, metal edge cartons of 100 
and 500, and in cases of 2500. 


















The WU. B. Austin Company 


NORTHBROOK, ILLINOIS 
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Fluorescent 


and 


| Streamline 
Lighting Gintures 


and 





Residential, commercial 
industrial. A complete line of 
homes, 


lighting fixtures for 


factories, offices and stores 


Write for catalogue and prices. 


ania in winnie taat 


Lithonia Lighting Products Co., Inc, 


F Mfgrs. of Fluorescent and Incandescent Fixtures 














LITHONIA, GEORGIA 
SIZE & 


mEXALL BRUSH 


| FOR YOUR MACHINES 


HELWIG CUSTOM-MADE BRUSHES are designed to fit your ma- 
chines at no extra cost. 
HELWIG CUSTOM-MADE BRUSHES have no ‘‘field variation”’ 
they're shaped precisely at the factory. 
HELWIG CUSTOM-MADE BRUSHES end shutdowns while so-called 
“standard”’ brushes are cut down. 

j ( To find out how you can save money and 


man-hours in your shop, call the Helwig office 
near you... today. 
> TRANSERT BRUSHES 
vy 

Reduce Ring Wear 
Longer life for your rotating machines! The trans- 
verse graphite insert gives uniform friction charac- 


teristics even with low humidity. And you also get 
even current distribution, better ring lubrication. 


mut 





U.S. Pot 














2,105,038 SOUTHERN OFFICES 

NI 5 8:45.60 b-cesierasvers 316 Walton Bidg.; La. 7202 
Oklahoma City ...323 NW 2nd St.; Tel.: 2-6881 
Houston. . . .1101 Chenevert; Ch. 4-6549 


Ch. 6510 
Main 7845 


-.1913 Washington Ave.; 
RERREE ee 708 N. Piedras St.; 


HELWIG CO., Carbon Products 


Makers of Multiflex and Transert Brushes 
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There's a Profitable Market 


For these efficient Fans! 


Shop, store, office and other business management 
— home owners, people in general — are recog- 
nizing ADEQUATE VENTILATION as a “must” in 
better working and living! You have customers galore 
waiting to buy the best ventilation — “Buffalo” 
Ventilation! 


.2 {9 ATTIC FANS 


Thousands of these quiet-running, 
easy to-install-and-service fans were sold last summer. 
We expect a still bigger volume this year. Get into 
this profitable home market! WRITE NOW FOR 
PRICES, INSTALLATION AND OTHER DATA! 


.2. {9 BREEZO FANS 


These have been volume sellers for a 
good many years. Square panel construction makes 
them easy to install in outside walls where ventilation 
is needed. Sturdy, die-stamped blades, motor bracket 
and arms. High grade standard motors. 8” to 24” 
sizes. Write for Bulletin 3222-F and terms — don’t 
miss the many profitable outlets for this Breezo line! 


BUFFALO ‘FC RGE COMPANY 


210 MORTIMER STREET /; {py : BUFFALO, NEW YORK 
Canadian Blower & ‘Fotge ‘Co. Ltd., Kitchener, Ont. 


Branch Offices in All Principal Cities 
BREEZO FANS BELTED VENT SETS 
E BLOWERS BELT-AIR FANS 

ALL BUFFALO” FANS CARRY THIS LABEL 
























An Amazingly Convenient 
New Kit of 


Wedge-Grip 
Connectors 


Contains 
Total of 
55 






Connectors 


“‘WEDGE-GRIP” 
KITS 


The Connector of 

A Hundred Uses 

The Wedge-Grip is e 
splendid connector for 
fixtures, junction boxes, 
service entrance, outlet 
boxes, smali and large 


= motors, electric ranges, 
etc. 


Here's a handy kit that slips into 
the electrician's tool bag, and 
provides the right size Sherman 
Wedge-Grip Connector for No. 
18 through No. 2 standard wire. 
A marvelous time saver. Elimi- 
nates those bothersome, slow 
soldered splices. 


Kit contains 55 high quality 
Wedge-Grips, made of pure, 
hard drawn copper, with oval 
pointed bronze screws that 
wedge wires securely between 
V-shaped corrugations, Screws 
have slotted hex heads. 


Order a stock of these new 
Wedge-Grip Kits today! 


H. B. SHERMAN MFG. CO. 


BATTLE CREEK, MICH. 


ELECTRICAL CONNECTORS | 





















binations were stiffened at substantial 
cost. 

A detailed study of the maximum 
lengths of secondary for a maximum 
flicker of 4 v with 20-amp and 45- 
amp starting currents, at 115 volts, 
indicated that if 40 to 45-amp start- 
ing current were to be permitted for 
automatically started 115-v motors, 
the following factors would become 
effective: 

1. Use of 3-kva, 5-kva, 714-kva 
transformers would be prohibited for 
radial urban secondary distribution 
systems. 

2. From a practical standpoint the 
smallest transformers that could be 
used for radial secondary systems 
would be 25 kva, with a reasonable 
length of secondary. 

3. Assuming that the secondary 
conductor remains in place without 
increasing the conductor size, 45-amp 
starting current would require more 
than twice as much transformer capa- 
city (to limit voltage drop) as would 
20-amp starting current even though 
the transformers would not normally 
be loaded. 

4. Use of auto-transformers at enkls 
of every secondary. 

It is evident, therefore, that motor 
starting currents have a profound ef- 
fect upon distribution system invest- 
ments when their value is large 
enough to require that the system be 
designed on the basis of limiting volt- 
age flicker rather than on the basis 
of steady load conditions. 

A study of the relative costs of dis- 
tribution system designed to limit 
flicker established 20 amperes as an 
acceptable value of locked-rotor cur- 
rent for frequently started 115-v mo- 
tors. It then became necessary to 
establish a corresponding value for 
230-v motors. 

Obviously there is no single value 
for 230-v motors which will exactly 
duplicate the flicker voltages of 29 
amp at 115 v under all conditions. It 
is therefore necessary to study relatjve 
flickers at the two voltages over a 
range of conditions found in practice. 

A distribution transformer offers 
considerably greater ohmic impedance 
to currents at 230 v than to currents 
at 115 v; in fact, over the range of 3 
kva to 25 kva, the ratio of impedances 
under the two conditions averages 
nearly 3.1. Voltage drops of course 
will have the same ratio and since at 
230 v lamp flicker is one-half the full 
drop. it is evident that 1 amp at 230 
v will produce in the transformer a 
flicker nearly 1.5 times as great as 1 
amp at 115 v. 

On the secondary, however, the 
the situation is entirely different. As- 
suming all wires have equal imped- 





ELECTRICAL SOUTH for MARCH, 194? 










TYPE T 
(Standard) 
Rated 15 Amps. 








for Ideal 
Attic Fan Control | 
Thee Mew 








Sangamo Quality Interval Type 
Timers provide an automatic OFF 
operation following an elapsed ON 
interval which is manually preset 
for each operation. The unusually 
quiet, low-speed hysteresis-type 
motor operates only after the 
manual setting has been made. 
The operating range includes any 
period from 15 minutes to 12 hours. 
While designed primarily for ideal 
attic fan control, these timers are t 
suitable for many other applica- 

tions. : 





Sangamo Type T Timers are 
extremely attractive in appear- 7 
ance, may be either wall or switch 
box mounted, and are fully guar- 
anteed and priced righi! 





The new Sangamo 
Timer is also available 
in a plug-in type (Type 
TJ), rated at 10 am- 
peres or % hp., for 
portable appliance 
installations. 








Both types are available now. 
Bulletin 1070S gives full in- 
formation—write for your 


copy. 4 


See, 
$14958 
‘ ee ee ee de 


Sangamo Electric Company 
Springfield, Illinois 








1899 i. 94? 

















BELT-DRIVEN —— 
COOLING FAN §S 
are SUPERIOR All Ways! 


ms Serve the Dual purpose of AIR COOLING and VENTI- 
























LATING — in homes, offices, apartments, industrial 

plants. Afford GREATER air capacity, quiet operation, 
oo easier _installation. Streamlined design. Tubular steel 
‘Fr construction. In a wide range of sizes. 
N They‘re PROFIT BUILDERS. 
ai WRITE FOR FULL INFORMATION 
ly & SECO WINDOW FANS 
pe Linon | FOR TOP SUMMER COMFORT 
he 
le. SECO - -LITE MANUFACTURING CO. 
ny 4916 EASTON AVE. ST. LOUIS 13, MO. 
rs. 
al 
ire 
"a- 
i MULTIPLE 
ir- 
ch ARM 
ir- 

RELAY 





A compactly designed relay 













ada 1. for multiple circuit switch- 
n- Ee. & ing. No more space required 
Jt ie for any contact arrangement, 
utilizing up to 18 arms. 
Ask for Bulletin 50-8. 
any is A A 
and MANUFACTURING COMPANY 


154 WEST 14th ST. NEW YORK 11, N. Y. 
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py Breaking Strength 
) Stretchability 
y@ Adhesion 
2 Fusion 
Accelerated Aging 
1 ASTMand Government 
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PANTHER and DRAGON 
Friction and Rubber Tapes 
pass these tests by ample mar- 
gins — your proof of tapes 
that will stay put, last longer. 

So for tapes that are tops, 
always ask for PANTHER 
and DRAGON. They are sold 
only through recognized 
independent wholesalers. 

The Okonite Company, 

Passaic, New Jersey. 































 TDaather a and 1D) ragon 


friction and rubber tapes 




















Watertight 
Plugs and 
Receptacles 





WITH 


TRIPLOC CONTACT UNITS 


e These substantially built 
plugs and receptacles are 
equipped with Triploc contact 
units and are watertight for 
use as floodlight connections 
or for any other type of port- 
able electrical equipment 
where weather protection is 
needed. Types include 1, 2, 3, 
4, 6, and 8 pole units. Recep- 
tacles are galvanized cast iron 
with brass cap. Plugs are cast 
aluminum alloy with threaded 
nut and rubber bushing cord 
grip. Female contact units can 
be mounted in plug shell as 
well as in receptacle housing, 
as all contact units are inter- 
changeable and reversible. For 
any type of outdoor plug and 
receptacle connections refer to 
your Pylet Catalog for com- 


plete listings. 





1354 N. Kostner Ave., Chicago 51, Ill. 





Watertight Plugs 


THE 
PYLE-NATIONAL 
COM PANY 


ance, the voltage drop, ampere for 
ampere, is the same at both voltages 
and for equal currents, lamp flicker 
at 230 v will be one-half that at 115 
v. The improved flicker characteristics 
of the secondary at 230 v will coun- 
teract the opposite effect in the trans- 
former and therefore, at some dis- 
tance along the secondary, one am- 
pere at either voltage will produce the 
same flicker voltage. 

From a general consideration of 
these fundamentals, it is evident that 
permissible locked-rotor currents at 
230 v cannot be greatly different from 
those at 115 v, and, where secondary 
lengths are small, are less than at 
115 v. However, the value of 25 amp 
has been selected for frequently start- 
ed 230-v motors, corresponding to 20 
amp for 115-v motors, in the belief 
that such a value will be found satis- 
factory over the usual range of field 
conditions. In general, with trans- 
former-secondary combinations com- 
monly used, flicker voltages at the 
proposed locked-rotor values will equa- 
lize at 100 to 200 ft from the trans- 
former. Accordingly, over the full 
secondary length, 20 amp at 115 v 
and 25 amp at 230 v may, for prac- 
tical purposes, be considered as pro- 
ducing equivalent flicker voltages. 


Development of 


Mobile Power 
(Continued from page 37) 


The application of mobile substa- 
tions is not limited to reducing system 
investment, however. In one loca- 
tion, a hurricane ripped a roof from 
a building and hurled it upon the sub- 
station. Much of the equipment was 
destroyed. Service was restored in 24 
hours with a mobile unit substation 
while repair of the permanent installa- 
tion took two months. This unique 
method of replacing the destroyed 
station made the people of the com- 
munity realize that the electric com- 
pany was doing everything possible 
to give continuous service, even in 
emergencies. 

Less spectacular, but equally im- 
portant uses of the substation in- 
clude: 

1. Planned periodic substation 
maintenance and modernization with 
minimum service interruptions which 
can be accomplished without the dan- 
ger of exposing men to “hot circuits.” 

2. Seasonal overloads caused by 
circuses, tourist areas, etc., can often 
be relieved by mobile units, thus de- 
ferring, and in many cases avoiding 
additional permanent investment. 

3. Service can be restored almost 





immediately after substations have 













“UBILDIT” Autie Fans 
and 
Automatic Ceiling Shutters 


Packaged For Safety. 
STYLE “'S” 








STVLE “F”’ 





Unassembled Prices 
Style “’S’ Style “F” 
36” Fan with G.E. Motor 44.75 59.75 
42” Fan with G.E. Motor 54.75 69.75 
Suction chambers can be furnished but are not 
included in above prices. 


Attractive Quantity Discounts. 


TEXFAN AUTOMATIC CEILING SHUTTERS are dust- 
proof and fire proof. They are all metal, finished 
in white or ivory baked enamel and will not rattle. 


SPECIAL PRESEASON BARGAINS 
1,200—36” Torrington 4 wing steel Attic Fan 
Blades “B” series No. 3640, Painted Gray, in 
factory cartons; Lots of 25 or more $6.50 each, 
FOB Houston. 

8,000—14” x %”’ Congress V belt pulley, single 
groove, “A” section in lots of 25 or more $1.50 
each. 

17,000—Gates V Belts “A” section, 51/7—53” 
and 56’’—New bought in 1948. Price 50c each 
in lots 100 or more. 


Surplus Attic fans and Parts. We bought the entire 
inventory of the largest fan plant in Texas. All of 
this material is new, consisting of plain and ball 
bearing pillow blocks, V belts pulleys Venturi Ori- 
fices, pipe arms and Motors Supports, V belts, etc. 
We make attic fans 24” to 96° — Window fans, 
16”, 20”, 24” and 30’. Pedestal fans 16” to 30”. 
Compare our prices on motors, blades, guards and 
all fan parts. 


TEXFAN CO. 
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612 Louisiana St., Houston 2, Tex. 
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CARBONIZED 


PAYROLL 


TIP-ON-VELOPES 


@ Timesavers 


@ Less Work! 





@ More Protection! 
@ Free Samples! 
Cut your payroll in half with car- 
bonized Tip-On-Velopes. They provide a permanent rec- 


ord of tax deductions, wages, etc. A signed receipt for 
extra protection. Write for free samples. 


ATLANTA ENVELOPE CO. 


Post Office Box 1267 
ATLANTA 1, GEORGIA 


to Wel 
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increase your share of 
booming Southern electric sales 


Electrical South can help you get wider 
distribution, more point of sale action 


Leading manufacturers have proven that the way to 
up Southern volume, and hold it, is to hammer ever- 
lastingly at the small-town trade. Logical, because 
76% of the population down South is in rural areas 
and in communities of 25,000 and under. 

Human nature being what it is, the typical South- 
ern small-town dealer enjoys a neighbor-consumer 
relationship which enables him to recommend your 
product—or another’s—and make it stick. 

In this big-volume segment of the market, you 
need consistent, over-all coverage. Electrical South, 
alone, enables you to reach practically ALL the 
worthwhile outlets in these important small-towns. 
In addition, it provides the needed big-city coverage. 
Circulation is 12,000 ABC monthly. 

Schedule Electrical South for immediate space. 
Use it to sell all branches of the industry through- 
out the South and Southwest—dealers, jobbers, 
utilities, REA co-ops, small-town contractor-dealers. 
Business is good—get more of it! 


ELECTRICAL SOUTH 


806 Peachtree St., N. E. Atlanta 5, Ga. 
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TERRITORIES AVAILABLE 


to progressive reliable 


DISTRIBUTORS 
AGENTS & DEALERS! 





The New Improved 


“* POLAR BREEZ . 


AIR KOOLERS 


Here is truly YOUR SALES OPPORTUNITY—a low cost top 
quality product with every small business, industry and store a 
prospect. Simple to install and inexpensive to operate. 


If you handled the nationally accepted and profitable Hall 
line before the war, you'll be glad to know these top quality 
evaporative cooling units are again available with many im- 
provements. 


This unique air conditioning unit supplies 100% fresh outside 
air to the room, cools the incoming air ten to fifteen degrees 
below outside temperature, filters and double washes the air 
free from dust or pollen. The air is purified by a chemical 
process removing bacteria and algea. The complete system can 
be installed for about one-fourth the cost of a refrigeration 
unit and operated at about one-fifth the cost. “POLAR BREEZ” 
is sold in complete “packaged units” in various sizes for all types 
and sizes of business buildings and stores. 


RANGE—1850—25,000 C.F.M. 
GLASS FIBRE FILTER COOLING PADS 


Self cleaning—no servicing or replacement 
WEATHER PROOF METAL HOUSING 
MULTI-BLADE PRESSURE TYPE BLOWER 
DIRECTIONAL FLOW GRILLE 


ROTO-ATOMIZER 


Doubles cooling and washing action! 


“Backed by over 25 years in the Industry”. Formerly manu- 
factured and distributed by the Hall Mfg. Co., Cedar Rapids, lowa. 


INVESTIGATE NOW! Write, wire, or phone for 
details—Morton Grove 4594 


AIR COOLING 


ENGINEERING COMPANY 


Dept.-B Morton Grove, Ill. 








































P-L aut steet, EXPANDING 
TYPE EARTH ANCHORS 


Here is the first really efficient, two-piece 
earth anchor that is of simple, fool-proof, 
all-steel, heavy-duty construction. P-L 
Earth Anchors are exceptionally rugged 
and possess tremendous holding power. 
P-L Anchors can do a better job and can 
be installed quicker in all types of soil. 
Everyone from the engineer to the line- 
man can appreciate the ease of handling 
and installation. 


EASY TO INSTALL 


P-L Anchors come 
to you as assem- 
bled units. Built of 
two simple pieces 
of heavy steel 
plate. A few blows 
of the tamping 
bar and the sharp 
edged blades cut 
deeply and per- 
manently into 
solid, undisturbed 
earth. 







































been destroyed by flood, fire or tor 
nado. 

The modern mobile unit substation 
is recognized as vital equipment for 
progressive electric utilities. Owner- 
ship of a mobile substation is an im- 
pressive indication that the utility 
company is doing its utmost to give 
continuous service. 


25 Lighting 
Achievements 
(Continued from page 35) 


with improved see-ability comfort. 

24. Lighting fixture design profit- 
ed through an extended use of extrud- 
ed plastic strips or sheets for sides and 
bottoms of fluorescent luminaires 
through hot-formed plastic reflectors, 
and through tinted and tempered or 
virtually unbreakable glassware. 

25. Further studies of eyesight and 
of visual acuity led to the conclusion 
that (a) the most negligible fluore- 
scent flicker of modern illuminants, 
in the vicinity of stationary or slow 
moving objects, does not result in any 
detectible physiological changes in 
eyes or sight; (b) that illuminating 
engineers and_ eyesight specialists 
agree in their views on desirable foot- 
candle intensities, and (c) that when 
intensities exceed something on the 
order of 100 foot-candles indoors, any 
discomfort if present is probably from 
source brightness or glare, or from 
sharp contrasts in the visual field— 
not as the result of foot-candles 
per se. 


Louverall Jobs 
In Miami 
(Continued from page 33) 


demonstration purposes as well as 
providing the best possible lighting. 

Having decided that a louvered 
ceiling would best serve their particn- 
lar requirements, the company select- 
ed a translucent Vinylite plastic lou- 
ver. The standard 2-inch louver was 
used in .4-foot by 2-foot sections 
which provides length-wise and cross- 
wise shielding of 45 degrees. The 
supporting T-bars that form the 
framework are made of the same ma- 
terial which thus eliminates any dark 
strips and makes the ceiling appear 
uniform. 

In making the installation, the ceil- 
ing was first painted a dead flat white 
and the walls a light green. To the 
9%-foot ceiling were attached 12 
rows of Adda-Strip using 6- and 8- 
foot lengths mounted together and 
alternating the long and short lengths. 





General Electric Slimline 72-T8-45W 





Fine Lighting Fixtures 
backed by 17 years 
experience in lighting 
fixture Design and 
Manufacture. 

















GLATTHAR 


“MATCHING UNITS” 
Higher Unit of Sale 
t=) 





GLATTHAR 


TWIN-LINE 
SELL FOR YOU 





EVERY ELECTRIFIED HOME IS A 
GLATTHAR TWIN-LINE PROSPECT 


SEESEEVEL! 





THE MARK OF 





GiaTTHAR 


Quality 


MAX LENNY 

Southeastern Representative 
L. V. MAXSON 
Southwestern Representative 


Send for FREE catalog 


The GLATTHAR 
J LIGHTING CO. 


949 EAST 72nd ST., 





CLEVELAND 3, OHIO 
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P Nth ge) Vy -Wile 
SHUTTER 

WITH ALL THE 
FEATURES 

















FRONT VIEW—CLOSED 





IT TAKES THE LOAD OFF THE FAN! 


Aluminum louvers open fully, permitting capacity fan 
operation. New heavy reinforcement strip adds strength and 
long life to the louvers, assures quiet operation and perfect 
counterbalance, prevents rattling. Deep shroud protects shutter 
from high winds. Tie-rod, brackets and bearings inside frame, 
not exposed to weather. Special finish resists corrosion. Many 
other features. 


WRITE FOR NEW AIR-FLO CATALOG 43-B 


Illustrations and details of the complete Air-Flo line. 





Air Convitioninc Propucts Co. 


DETROIT 16, MICH. 


2340 W. LAFAYETTE BLVD. - 




















om 


Unsurpassed 
Automatic Shutter 


Completely weather-stripped, in- 
suring an exceptionally snug, tight 
fit, and also freedom from louver 
flutter. It is very sensitive to air 
currents and has swivel joints that 
never get loose or rattle. Sizes 
from 8” to 72” square — alse 
rectangular. 


PROMPT SHIPMENT 
OF STANDARD SIZES 

















“Echo” Automatic Ceiling Shutters 


Used for attic ventilation. Installed in attic floor at the base of a 
penthouse, the louvers being operated by the suction of the fan. 


Te ELGO SHUTTER & MFG. CO. 


CUELE = 2738 W. WARREN DETROIT 8, MICH. 




















(0) R:te-Lites 
OVER 1700 Circline's 
SOLD BY PITTSBURGH, PENNSYLVANIA 
DISTRIBUTORS 






Rite Lite 


AMERICAS QUALITY CIRCLINE 
—— FIXTURE —— 


“TRIPLE CHROME PLATED” 


ON 20 GAUGE STEEL 
Complete with G-E Lamp— 
All Component Parts E. T. L. Approved. 


$1750 


F.O.B. NEW BRIGHTON, PENNA. 
Write For Distributors Discounts 











OUR SALES POLICY. 
We sell through electrical distributor 
channels only, and guarantee our product. 
106-L Rite-Lite Circline Fluorescent Fixture. 
Made of 20-gauge steel triple plated chrome 
finish. Beautifully ornamented with a 5” 
diameter white color ornate fluted glass 
bottom and chrome finial. 


A very attractive Circline fixture encircled 
by a halo of decorative light from a sparkling 
fluted crystal glass bottom which adds to the 
beauty of this unusual fixture. A Standard 
Creation of Fine Craftsmanship, Design and 


Quality. 


STANDARD Kite-oLite COMPANY 
NEW BRIGHTON, PENNSYLVANIA 
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..and there’s plenty; 7 
to recommend about 
Wagner Fittings; precision thread- 
ing, durable cadmium plating, strict 
uniformity, laboratory-tested exact- 
ness, easy on-the-job installation. 

Every detail of production on Wag- 
ner Fittings is handled exclusively 
within the Wagner plant. From mol- 
ten metal to final inspection and 
shipping, each operation receives the 
\ careful attention that 
adds up to the high 
R Wagner standard of 
a quality. 







Wagner Fittings are 
7», nationally distributed 
AV through leading 
wholesalers. 


Write for interesting, 
illustrated Catalog 483. 


WAGNER MALLEABLE PRODUCTS CO. 
222 W. Adams Street, Chicago 6, Illinois 
Foundry and Plant, Decatur 60, Illinois 


WAGNER 


Malleable Fittings 


SOUTHERN REPRESENTATIVES 


George E. Anderson Company 
1903 Griffin St., Dallas 2, Texas 


ar E. Dawes & Co. 
401 402 “Shodes Bidg, Atlanta 3, Ga. 





| Lumpkin, 
226 Builders” Bidg., Charlotte, N.C. 








and 96-T8-45W tubes were placed in 
the Adda-Strip, the tubes being ex- 
actly 1 foot apart. Because of the 
low ceiling, only 13 inches was al- 
lowed from the ceiling to the bottom 
of the louvers. This left 8 feet 5 
inches from the bottom of the lou- 
vers to the floor. There is a space 
of 6 3/4 inches from the bottom of 
the tubes to the bottom of the lou- 
vers. 

In connecting the lamps, the com- 
pany made use of the new remote 
control wiring system. One switch 
was connected to the outside three 
rows of lamps on each side, while the 
six rows on the inside were connec- 
ed to a second switch. A third switch 
takes care of the lights in the back 
room. All three switches are on the 
same box. 

Although it was recommended that 
the louvers be installed with 1 inch 
clearance between the louver edges 
and the walls, it was decided to 
mount the outside T-bars flush with 
the walls. 

A check with a foot-candle meter 
at desk-top level indicates an average 
of 128 foot-candles, but even with 
this high level of illumination, there 
is a complete absence of glare and 
shadow. The ceiling glows with a 
light that is unbelievably soft and 
cool, and the installation has created 
an unusual amount of interest and a 
great deal of complimentary com- 
ment. 

In the rear room, Smithcraft Day- 
lighter fluorescent fixtures were used 
mounting three 4-foot units in a con- 
tinuous row. Each unit holds two 
40 watt, 4500-degree white tubes, 
providing 55 foot-candles over the 
drafting table and desk. 





Adequate Wiring 
Selling Sense 
(Continued from page 31) 


give the customer what he wants? 

On new work, simply recommend 
and install multi-outlet assemblies. 
There is rio problem here. Your new 
wiring work profits would unques- 
tionably be increased because aa 
abundance of outlets encourage and 
call for a more adequate number of 
circuits. 

Joe: Say, multi-outlet assemblies 
might be ideal door-openers to obtain 
this modernization business! 


Sweeney: You are so right, Joe, and 
here is “why” and also “how” the 
plan could work in promoting ade- 
quate wiring! Here’s more of what 
this fellow writes—(Continues read- 
ing): 

“1. Multi-outlet 


assemblies com- 
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Easy to apply 
No special tool needed 

















A SIZE and TYPE for every need! 
as - WRITE FOR BULLETIN 8-DF 
KRUEGER & HUDEPOHL 


Solderless Terminal Lugs and Connectors 
VINE AT THIRD—ES * CINCINNATI 2, OHIO 








NON-METALLIC — BX. 
& GROUND WIRE 








Sold Thru 
Your Local Wholesaler 






ATLANTIC CONDUIT 
FITTINGS CO. 


BOSTON, MASS. 
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nesfiffy Line 


. SAVES TIME! 


, ei fi ——_— CUTTER 


® Cuts clean round holes quickly, easily, and 
accurately through steel plates, boxes, iron, 

® fibre and other materials. Rachet wrench 
and spring pressure make it easy to operate 

® in corners and cramped positions. Also e 
available for use with drill press 


* jiffy Snap-|n BLANKS 


Made in six conduit sizes: 12-inch, 34-inch, 
e l-inch, 1%4-inch, 12-inch and 2-inch. They 
are used fer closing up the holes in service 
e or outlet boxes. Inspection rules require 
that all holes in all style boxes be closed. 



































: jiffy SOLDER DIPPER 


A practical tool for electricians. Lasts a lifetime. It 
® doesn’t spill or waste solder, or burn the insulation. 


ad WRITE TODAY FOR JIFFY FOLDER E. S. 
* DISTRIBUTED BY LEADING ELECTRICAL WHOLESALERS 








OTHER JIFFY LABOR SAVERS 3 . 

et Fish Tapes Polyvoltesters 
Line-up Washers Box Supports bd 
e Suver Expansion Anchors Porcelain Wire Connectors “ 





Clyde Wint 


Dept. 35, 1144 W. Washington Bivd., Chicago 7, 











FOR DEPENDABLE INSTALLATIONS 
AND DEPENDABLE REPEAT BUSINESS 


NALCO ‘ks LAMPS 


Designed especially for industrial use, 
time tested and job tried—Nalco Infra- 
red Lamps with their long lasting carbon 
filament and sealed, reinforced base give 
installations that are enduring and de- 
pendable. This in turn assures the dealer 
that he can depend on a steady stream of 
reorders from satisfied users. Stock 
NALCO Infra-Red Dritherm Lamps for 
more industrial business. 





Nalco Infra-Red Lamps May 
be had in either inside siiver- 
ed self (reflecting) or clear 
glass type (for use with re- 
flectors), 





tative Carl Henry, 170 Ellis St., N. E. Atlanta, Ga. 
1041 Tyler St. 
St. Louis 6, Mo. 


South tern Repr 














5/8'x 8' GALVANIZED 


Steel ground rods, with one end pointed for easy driving, 
and hot-dip galvanized for extra protection. %”x8' carried 
in stock ready for immediate shipment. Can furnish other 
sizes and lengths if quantities sufficient for production. 


ATLANTIC 


chien COMPANY 
[DIXISTEEL iP Nie ube Met tar 


P.O.BOX 1714 
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REGENT - SAVOY 


appPy lo rene the 


Tol lowing Appoin iments 


BOB J. KUZELL & CO. Jj. E. FRENCH 
152 Nassau St., N. W., Post Office Box 
Atlanta, Ga. 173 

Lady Lake, 


GROVER MOORE 
908 Ninth Ave. 
Fort Worth 4, Texas 
Texas, Oklahoma. 


Louisiana and 


Georgia, Alabama, 


North Carolina. Florida 
Florida 


South Carolina Arkansas 


and Tennessee 





A few of the numbers which appear in our new 
1949 “No-Glare” Catalog of Incandescent and 
Fluorescent Lighting Fixtures. If you have not 
received your copy of this catalog please write. 


Get on the Regent-Savoy Bandwagon! Call any 
of the above representatives. Get the facts on the 
Regent-Savoy line to-day! 


REGENT-SAVOY ELECTRICAL | 
MANUFACTURING CORP. 


589 North Avenue 
New Rochelle, New York 












BRON, 


CORDS AND CABLE 


With The Dupont 
" Neoprene Jacket 


Flexible . .. Tough... 
Long Lasting .. . De- 
pendable. Coils easily, 
does not kink or tangle; 

| withstands hard usage, 
resistant against heat, 
grease, oil, chemicals 
and abrasions. These 
features mean lower 
maintenance cost and 
safer operation. 


Write today for 
name of nearest 
distributor. 


Warehouse Stocks 
A, in principal cities 


% 
WESTERN INSULATED WIRE CO. 


1001 E. SIXTY-SECOND ST.*LOS ANGELES 1, CALIF 
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MANY TYPES AND SIZES 
WRITE for 54-page illustrated catalog. 
Southern Representatives: 

Verlyn H. Branham . P. Lumpkin 

180 Interlocken Drive 248 Tranquil Ave. 

N. W. Atlanta, Ga. Charlotte 3. N. C. 
COPPER TUBE 
& PRODUCTS, Ine. 


CINCINNATI, OHIO 


, \ ey 











pletely solve the problems as to where 
to locate an outlet. 

“2. Such assemblies have customer 
appeal. Everyone likes the idea of 
an even, continuous spread’ of outlet 
convenience. 

“3. The strips are architecturally 
correct in design. They mount right 
on top of the baseboard and can be 
easily painted any desired color. 

“4. Modernization of wiring is 
made easy. There is no muss nor 
breaking into walls. Only one or two 
points are necessary to connect to an 
existing circuit, or to a new circuit, 
if the situation calls for an additional 
feed. 

“S. On new work _ installations, 
such assemblies cost no more to in- 
stall than a respectably adequate num- 
ber of duplex outlets. 

“6. They are particularly the an- 
swer to existing buildings and homes 
because it is the only material that 
will provide 100 per cent complete 
electrical convenience with a min- 
imum of fuss and trouble: Our mod- 
ernization jobs to date have been 
most meager, resulting in one addi- 
tional outlet here and there. Com- 
plete and proper wiring moderniza- 
tion has not been done because of the 
expense of installing a few additional 
duplex outlets. 

“7. Multi-outlet assemblies are 
materials that can carry an adequate 
wiring activity through to profitable 
realization. 

“8. Easy-to-install plug-in © strips 
pave the way for correcting circuit or 
main panel inadequacies. This can 
be done when the electricians come 
on the job to install multi-outlet 
strips. Plug-in strip could be the 
one door to our huge wiring moderni- 
zation market to an extent that would 
tax the contractors’ and electricians’ 
capability to install the requested 
modernization work. 

“Q. Last, and most important, 
multi-outlet assemblies have a sales 
appeal that is lacking in all other cir- 
cuit wiring materials. It only needs 
contractors’ encouragement and _per- 
sonnel ‘facilities to care for the work 
which will arise through its concerted 
promotion.” ; 

Yes, Joe, I think we could double 
or triple our present vearly net re- 
turns by getting our power companies 
and Electric League to include a 
home and apartment wiring mod- 
ernization program with multi-outlet 
assemblies. 

Joe: Well, you ‘old pipe bender’! 
I think at last you’ve got something! 
Let’s call a meeting! Let’s organize! 
Call the Union! Oh, me! Sweeney, 
please do something about this, will 
you? 


RAY EDENFIELD, President of Edentfield | 
Electric Company, Nashville, Tennessee, has | 
joined the thousands of contractors throughout | 
the country who are installing Herman Nelson © 
Propeller Fans. Like others, Mr. Edenfield has | 
found that it’s profitable to sell these out- 
standing products to provide comfort and 
health in the huge, industrial, commercial and 4 
institutional markets. Like others, he has also 
found that installing Herman Nelson Propeller © 
Fans results in satisfied cus- 
tomers who help bring his 
firm more business. If you 
are interested in this profit- 
able market, write for book- 
let, “1001 Ventilating Prob- 
lems Solved.” 


Herman Nelson 
Propeller Fans 


THE HERMAN NELSON CORPORATION | 
MOLINE, ILLINOIS 
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WANTED 


Competent Representative’s to introduce Rite- 
Lite Circline Fixtures to Electrical Wholesalers. 
A-1 References required, good territories open. 
Write to 


STANDARD RITE-LITE COMPANY 


New Brighton, Pennsylvania 














Cibo 


Anti-Corrosive Paint 
for 
Galvanized Structures, 
Including Fences, 
Applied in a single coat 


Sabor inc. 


HACKENSACK, N. ] 
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Television 


KITCHENS IN COLOR—They fairly blossom on the show- 
room floor of Maas Brothers, Tampa, Fiorida. This and 
other display features are meeting the challenge of a 
buyers’ market for this progressive store. (See pg. 94.) 


Utilities’ All-Electric Kitchen Promotion 


ALSO IN THIS ISSUE: Trade-Ins Can Become Profitable 
Get Them Into the Store—Then Demonstrate 
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3415 INDOOR SET 

Favorite for tree trimming. 

15 lights . . . each burns 
independently. 


509 BUBBLE-LITE; 
Series string. Best seller 
again! Bubbling, spar- 
kling magic on the tree! 













Famous for Christmas Lighting ‘FIRSTS’ 


SEE THEM 
AT THE 


“SOY FA 


HOTEL McALPIN 


MARCH 7-18 
EAST ROOM -« Ist MEZZANINE 


Backed by the greatest national advertising" Wyeawar 


and promotion program in NOMA history 
ELECTRIC CORPORATION 


55 West 13th Street, New York 11, N. Y 


ee: 
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WHAT WILL HAPPEN TO 


YOUR WATER HEATER PROFITS 


as competitive selli 


want 
Straight talk to dealers who 
sure of gettin 


heater profit 


g their share 
to make . 

s in 
lectric water 


of e 





For a long time selling was easy—too easy! Cus- 
tomers weren’t too particular about what they got 
as long as you were able to deliver something. 


Under such conditions, it has been easy to over- 
look the stuff of which real competitive selling 
is made—a first quality product of proven de- 
pendability, and enough easily understood sales 
features.to enable you to out-sell competitors on every 
score. 


Let’s take electric water heaters for example: 


There are dozens of makes on the market. 
Practically all of them offer just about the same 
“garden variety” features, such as magnesium rod 
tank protection, heat traps, good insulation, 
attractive design and 10-year warranties. 


These features are good as far as they go—but 
will they go far enough in the tough, competitive 
days ahead? 


SEPCO Electric Water Heaters, for instance, 
deliver piping hot water quicker with top notch 
efficiency for definite design and engineering 
reasons that prospects can quickly appreciate. 


In other words, SEPCO has all of the “garden 
variety” talking points PLUS three more big, 
exclusive features that make your selling a whale 
of a lot faster and more profitable. These have 
been made possible FIRST because SEPCO 
*originated the electric water heater and, 
SECOND, because SEPCO has specialized in 
electric water heating exclusively for over a third 
of a century. 


Briefly, the three big SEPCO features that make 
it easier for you to sell are these: 


1. HOT-CENTER CONVECTOR HEAT- 
ING—Only in SEPCO do you get a big, 
4-foot HOT-CENTER CONVECTOR ex- 
tending the entire length of the tank. 


*The first electric storage water heater was a Sepco, made in 1915. 
It is now on display in the Henry Ford Museum at Dearborn, Mich. 


AUTOMATIC ELECTRIC HEATER COMPANY 
POTTSTOWN, PA. 





g continues to grow? 


Scientifically designed for convection action. 
Heats water continuously as it swings up- 
ward along full length of HOT-CENTER 
CONVECTOR. Delivers more 150° water 
faster! Reduces liming and scale formation. 


2. SNAP-ACTION IMMERSION THER- 
MOSTATS—33 years of service have clearly 
demonstrated the greater dependability and 
efficiency of SEPCO thermostats. Patented by 
SEPCO—made by SEPCO—specifically de- 
signed for water heating control. Immersed 
in the water for instant reaction to tempera- 
ture change. Sensitive, positive, snap-action. 


3. HELICAL COLD WATER DIFFUSER 
You can withdraw 85% of SEPCO tank 
capacity without drop in water temperature! 
Unique Helical Diffuser breaks up surge of 
incoming cold water—spirals it gently to 
proper position for quick heating. 


SERVICE PROBLEMS—And let’s not ignore the 
problem of service. 


As proved by dealer records, SEPCO Heaters 
require an absolute minimum of service—and 
what little service proves necessary is easier and 
less costly to give. 


Parts? You can always get them. We are still 
servicing some of the early models—and we 
won't forget our obligation to customers on 
this essential point in the future. 


SALES HELPS? SEPCO offers a full line—from 
counter sales manuals, circulars, catalogs, leaf- 
lets, local newspaper campaigns to full size cut- 
away models. “On-the-spot” sales assistance is 
available, too! Factory-trained sales agents who 
have helped many a retailer increase his electric 
water heater profits are in the field—subject to 
your call for sales suggestions, help and advice. 


Why not investigate this opportunity to put 
your electric water heater selling on a 
sounder basis? We’ll gladly send the facts. 


Tie up with the water heater line that goes farthest 
toward selling itself! 


Famous First Name in 
Electric Water Heaters 
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fan line combines efficiency with economy .. . 


Here's the finest selection of quality, low cost fans on ‘appearance with quiet, trouble-free service . . . 


the market. Everyone is a profit maker for you and means 
a satisfied customer for your business. The All New LAU 
handsome 





outstand- 
ing performance backed up by Certified Ratings. It’s the 
combination that dollar for dollar . . . feature for feature 
offers you the best buy in the field. Get your order in now! 


A Complete New Line of Fliteae FANS 








Witte 


New style construction makes the Panel Unit strong 
and sturdy . . . quick, easy and inexpensive to install in 
homes, stores, apartment buildings, factories, etc. There 
are four sizes, 30”, 36”, 42” and 48”, with discharge 
capacities to meet any requirement. For long service and 
quiet, efficient operation they can’t be beaten. 





Here’s the easiest Window 
Fan to install that can be 
bought! Just a matter of 
minutes to have soothing, 
cool relief from summer 
heat. Fits any window simply . . . easily. Will cool an 
entire small home or apartment. Thousands of people 
WANT a LAU Window Fan this year! Available in two 


sizes, 24” and 30”. 


RE 
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An outstanding new addition 
to the famous LAU Fan line. 
The Rancher is especially de- 
signed for homes of low- 
pitched roof construction. It’s 
tops in efficient . . . low cost 
cooling. Quick . . . easy 
economical to install and op- 
erate. Mounted horizontally to 
discharge upward and out- 
ward. A complete Package 
Unit with superior features. 





Available in two sizes, 
30” and 36” 









New and improved design 
puts the Portable in front 
of the field. The P-18 is 
| equipped with plastic ad- 
justable side expanders that 
enable it to be used in any 
window quickly and efh- 
ciently. The P-18, without 
side expanders, becomes an 
absolute all-around marvel. 
Stand it up. . . lay it down. 
Put it on the table, floor, 
ledges or anywhere. Per- 
forms in any position. 
Quiet, vibration-free, light 
and compact, 


PORTABLE 





Write Today—Dept. “E”—for Complete Information. 


THE LAU BLOWERCompany 


Sime 1 OM. 7 


OH!O U 
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Kitehens in Color 


--and a kitehen planning service help us 


meet the challenge of a buyer’s market .. 


By H. D. Keeler, Appliance Manager, Maas Brothers, Tampa 


Anp Now—kitchens in color! They 
fairly blossom on the showroom 
floors of Maas Bros., suggesting 
bright, pleasant, easy hours for the 
housewives who will use them, and 
adding beauty to the home. 

They are traffic stoppers. They 
are talking points for appliances. They 
lift our ranges, washers and water 


heaters out of the category of items 


94 


Display is important in‘any campaign to capture a buyers’ 
market. Here is a sectign of Maas Bros. appliance depart- 
ment in which space was recently expanded to show a 


of necessary drudgery into a class of 
wanted luxuries. They glamourize the 
kitchen. In other words, they are 
sales makers with unlimited _ possi- 
bilities. Yet they are the simple prod- 
uct of our paint spray department. 

I emphasize our Kitchens in Color 
because they dramatize and svmbolize 
our new policy of expansion in appli 
ance sales. Maas Bros. is in the ap- 






light blue. 





maximum number of models of each line. At left is one 
of the department’s Kitchens in Color. This one is a 


pliance business to stay, and it has 
no secrets about its intentions. We 
do have our problems, however, and 
these we share with many other ap- 
pliance dealers in a time of chang: 
over from a sellers’ market to a buy- 
ers’ market. It is a real challenge to 
all of us, but one that will be met. 
We also are happy to shave with 
other dealers, through this new ex- 
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panded department of ELECTRICAs 
Sourn, some of the methods we are 
using to meet rapidly changing re- 
quirements and conditions. Appli- 
ance dealers are welcome to all the 
advice and suggestions we can give 
them, and we hope they will find 
some profit in our experience. 

| do not need to tell anybody that 
appliance sales generally are fewer 
than they have been during the last 
two years. I believe it is obvious that 
we already are into that period of a 
buyers’ market about which we have 
been talking so much and doing so 
little. But action cannot be postpon- 
ed any longer if we are to stay in 
business. 

Here at Maas Bros., we had geared 
our operation to such a condition 
months ago. It is functioning 
smoothly now, and we are planninz 
and working for the future. With 
the aid of our management, Jerome 
A. Waterman, president, and M. S. 
Stein, assistant general merchandise 
manager, we have under way the most 
aggressive appliance promotion and 
sales campaign in the history of our 
stores. There is really nothing new 
in our program, but it does include 
many old sales principles which have 
been forgotten. We appliance deal- 
ers must take these out of the ware- 
house, so to speak, renew and displa: 
them prominently in our new thinl-- 
ing. 

With these before us, we should 
approach the task of changing over 
from a sellers’ to a buvers’ market 
in a systematic, business-like manner. 
It cannot be done overnight, but a 
planned, systematized three months 
or a six months program will do won 
ders. 

- At the very beginning, we should 
review all present lines of merchan- 
dise as to their merits of quality, price 
appeal, mark-up, and general desir- 
ability in keeping with whatever store 
standards and price ranges we have. 

Then, with these facts in mind, 
a study should be made to determine 
the desirability as well as the advis- 
abilitv of additional lines of merchan- 
dise to better serve our customers and 
create the traffic of a wider scope of 
prospective customers in the various 
income brackets through our alread 
established departments. 

Note well that we are now talking 
about custome-s. Nobody has said 
much about them since before the 
war. But I can assure you that they 
are extremely important. No longer 
do they have to take only what a deal- 
cr wants to sell them. 

his brings us to the point that we 
inust have more and better displays, 
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“Live Demonstrations” are a “must” in the appliance sales program of 

Maas Bros. Salesmen are required to be able to operate each appliance 

they offer. They will wash, dry and iron a housewife’s clothes for her, or 

cook a meal on the show room floor. Here a salesman is demonstrating 2 
washer to an interested husband. 


more attractive demonstrations, and 
more space. 

During our late sellers’ market it 
was no problem to make a sale from 
several models of a certain line, even 
though only one model was shown 
on the sales floor. A photograph or 
a catalog picture of the merchandise, 
and even sometimes a mere descrip- 
tion, often made the sale. But that 
easy method of selling has gone, per- 
haps forever. 

As an example, I want to cite the 
displav or the lack of it at Maas 
Bros. We stocked a minimum of six 
models of ranges of one linc, but we 
were unable to show our customer; 
more than two models of this make 
for lack of floor space. Our washer 
line consisted of six models of washi- 
ers, two ironers and two driers of 
one make, but we were able to dis- 
play only four of the ten models in 
stock. We could show only seven 





of the eleven models of refrigerators 
in stock. 

Although we didn’t need it, we also 
lacked “live action” selling on the 
scales floor. We had no periodic dem- 
onstrations such as cooking a meal, or 
washing a family’s laund:y, but we do 
now. We expanded our floor space 
and made our displays more com- 
plete. 

It is difficult for me to say just 
how many additional sales came from 
a larger selection on the sales floor, 
but I know that business was greatly 
stimulated by the way that many cus- 
tomers rejected one model and eager- 
lv accepted another that we had te- 
cently added. 

With space, displays and demon- 
strations expanded, we were then 
ready to turn to the feature of our 
program—Kitchen Planning and Kit- 
chens in Color. 

We set up complete kitchens along 
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How It Works—A Maas Bros. 


WAS (ess 


E 





salesman demonstrates a_ cabinet 


in a 


“planned” kitchen in an effort to sell an entire kitchen, rather than an 
individual appliance. 


t 


the sides of our department, and let 
it be known through advertising that 
we were ready to help anv housewife 
plan her kitchen to fit her particular 
needs, space and budget. And when 
Mrs. Housewife did not come in to 
see us, we went to see her. 

We kept at least half of our sales 
force in the field at all times in a 
perpetual training and sales program. 
When we emploved new men, we 
made sure beforehand that thev could 
earn a living for themselves and be 
happy in the work. We sent new 
salesmen out with older, experienced 
men, and in that way maintained a 
continuous development of personnel. 

We have found that a sound train- 
ing program answers many personnel 
problems, and as a result, our turn- 
over has been negligible. 

Again, let me emphasize that we 
didn’t do anything new. We simply 
built up a sales force and began ring- 
ing doorbells, and any appliance deal- 
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er can do that, whether he has one 
or twenty salesmen. 

Frequently, our home calls were 
merely invitations to visit the sales 
room, and these brought wonderful 
results. Mest of all, however. our 
personal calls increased our contacts 
tremendously throughout our cities. 

We made it a double-barreled cam- 
paign. Our kitchen planning. sales 
force, armed with measuring tape and 
miniature appliances, is able to show 
a housewife just how her new kitchen 
will look, ‘and what it will cost. They 
are ready to take over all the details 
such as carpentry, plumbing and elec- 
tricity, and deliver a completely new, 
PLANNED kitchen without any fuss 
or bother. 

You would be surprised to know 
how well Kitchen Planning works in 
selling appliances in one package. At 
the mention of carpentry, plumbing 
and electricity, most housewives go to 
pieces, but when she knows she is to 


be relieved of all that, it is a mos 
effective sales point. Then when sh 
sees how her kitchen will look i 
miniature, the sale is practically madc¢ 

Then, too, we still have our genera! 
appliance salesmen who try to sei 
single appliances. Both types 
salesmen ring door bells, and eac 
provides many sales tips to the othe: 
We have numerous cases where Kit 
chen Planning salesmen fail to mak 
an over-all sale but find a prospec! 
for a washer or a vacuum cleaner, an« 
also the appliance salesmen now and 
then run into a prospect for a Planned 
Kitchen. 

We watch the newspapers for sales 
tips and listen for them at women’s 
meetings where we are always happ\ 
to make demonstrations of any ap 
pliance we have. The lists of home 
buyers and building permits for new 
homes in the newspapers give us clue 
for the sales of new kitchens, but we 
do not overlook the older homes 
which we reach by salesmen’s calls. 

Doorbell ringing is like a snowball 
rolling down a hill. A call may not 
produce a sale, but it is likely to pro 
duce a prospect somewhere else, and 
soon vou have neighbors, relatives and 
friends voluntarily assisting you in 
aggressive selling. 

Our salesmen are not talking price, 
and I hope they never will. Thev 
talk quality and service, and it is 
paving off. We have alerted our de 
liverv men and our service department 
to that fact, and they have put forth 
a special effort to give our customers 
a maximum of cordial, polite and 
eager service. 

And remember, there is no copy 
right on any of these ideas. Most of 
us in the appliance business are fami- 
liar with them, but we just have to 
be reminded by necessity or circum- 
stances that they still work. 

Unfortunately, however, none of 
them is going to be a panacea for 
drooping sales curves. It is going to 
take enthusiasm, imagination and 
hard work to put them across. It is 
going to take the earnest realization 
that we are working for a new boss- - 
our customers, who, after all, are 
still reasonable and still want the 
things we have to sell. 

We have got to be realistic and 
honest with them, and with ourselves. 
There is still that Credit Regulation 
W, you know, and our customers are 
not permitted even yet to buy all they 
want, nor are many of them able. 
Our problem then is to make them 
want and buy appliances in prefer 
ence to other merchandise. 

(Continued on page 123) 
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\ NEW ADVERTISING and promo- 
tional program on all-electric kitch- 
ens, sponsored by the electric utility 
industry, is “the initial step in a co- 
ordinated national drive to sell Am- 
erica the advantages of Electrical Liv- 
ing, rather than individual applian- 
ces,” Ernest R. Acker, president of 
the Edison Electric Institute, has an- 
nounced. 

This program, the “industry’s first 
national sales effort in the major resi 
dential kitchen market since pre-war 
years,” will be carried on by the elec- 
tric light and power companies in 
their respective areas, using materials 
prepared by the Institute, Mr. Acker 
said. 

A market of $35 billion in retail 
sales of electric appliances, with an 
annual consumption of 165 billion 
kilowatt-hours of electricity, and elec- 
tric service revenues amounting to 
over $2-1/3 billion per vear, is the 
industrv’s long-range goal in this pro- 
gram, it was reported by Harry Res- 
tofski, chairman of the Institute’s 
Commercial Division General Com- 
mittee. 

Emphasizing the importance of this 
market, Mr. Restofski said that “165 
billion kilowatt-hours per vear is more 
than three times the industrv’s total 
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lilities’ All-Electric Kitchen Promotion Program 


sales to homes in 1948; the $2-1/3 
billion in annual revenue is greater 
than the industry’s total revenues in 
any year prior to World War II, and 
is 1.7 times larger than present an- 
nual revenues from residential sales.” 
This goal, ‘he added, will be reached 
when all kitchens in wired homes are 
electrified according to modern 
standards. 

Built around the slogan “Of Course 
—It’s Electric!,” the program is 
spearheaded by the ‘“Kitchenizer’s 
Digest,” a 40-page consumer piece 
which is “the most authoritative and 
helpful book ever prepared on the ail- 
electric kitchen,” according to T. O. 
McQuiston, chairman of the _ Insti- 
tute’s Electric Kitchen and Laundry 
Committee, which prepared the pro- 
gram. ‘Ten editors of women’s maga- 
zines and other leading authonties 
helped compile the book, which pre- 
sents complete information on kitch- 













A color motion picture, 
“The Constant Bride,” 
is another feature of 
the All-Electric Kitch- 
en promotion program. | 
It tells a comprehensive 
story of the benefits of 
the all-electric kitchen 
to the housewife. 
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en planning, wiring, financing, and 
other questions. The Digest will be 
distributed by electric companies to 
their customers, Mr. McQuiston said. - 

Newspaper ads, a series of radio 
spot announcements, outdoor adver- 
tising, a kitchen planning kit and 
other promotional aids are included in 
the program. Materials have been 
designed to supplement the advertis- 
ing of electric appliance manufactur- 
ers. Advance orders from electric 
companies for the film, “Kitchenizer’s 
Digest’’ and other aids indicate wide 
support for the program, Mr. Me- 
Quiston said. 

“The Constant Bride,” a 16mm 
color motion picture, with a running 
time of 27 minutes, has been prepar- 
ed as part of the Edison Electric In 
stitute’s All-Electric Kitchen Pro 
gram. Intended for showings by elec- 
tric utility companies to customer 

(Continued on page 120) 












Spearhead of utility promotion 0 
Electrical Living is this 40-page book- 
let that gives homemakers the facts 
they need on electric kitchens. 
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Trade-Ins 


become 


‘Profitable 


by 
Sophie W. Ellis 


TRapE-INS, given all the dignit: 
and fine promotions of new merchan- 
dise, play an important part in the 
$500,000 yearly appliance volume of 
the Little Rock Refrigeration Co., 
401-403 Capitol Ave., Little Rock, 
Ark. 

In this modernized appliance store, 
that proves the success of their 24- 
year-old operation methods, the own- 
ers give trade-ins their own uncrowd- 
ed department, where they can be 
presented, demonstrated, and made 
desirable to the prospective custo- 
mers. 

“Trade-ins are not a problem that 
we would like to scrap,” said E. R 

"| Buster, vice-president and sales man- 
ager. “They are good merchandise 
pieces that yield us 33 1/3 per cent 
gross profit and bring us many a cus 
tomer who would not buy new ap- 
‘pliances just now. 
| “Experience has proved to us that 
the dealer who does not find some 
way to handle trade-ins successfully 
had better get out and leave the field 
to the dealer who has worked out 1 
good trade-in program. 

“Trade-ins are here to stay, and 
hare destined for even more future im- 
Wportance. To illustrate, 20 per cent 
sof our current deals on refrigerators 
involve trade-ins. This will eventual- 

mly go to 75 per cent. And we are not 
reading that time. Trade-ins, as we 
handle them, are profitable, keep our 
service shop busy, help salesmen to 
ake more money, and add to the 
browth of good will. 

“We have deliberately built a rep 

ntation for handling quality trade 
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A reconditioned trade-in is demonstrated in the section of the sales floor 
reserved for reconditioned merchandise by Little Rock Refrigeration Co. 


ins and selling them in a way that 
pleases the customer and keeps her 
satisfied.” 

Promotions of trade-ins begin with 
attractive and well-planned advertis- 
ing, under the direction of Sales Man- 
ager Buster. Mr. Buster never uses 
the “canned” advertising supplied by 
manufacturers, but creates his own. 

Trade-Ins Are Advertised 

Trade-ins are advertised every day 
in well-displayed classified advertis- 
ing, with a heading that tells a short 
story in a sentence. Here is a typical 
classified advertisement: 

“Three Reasons Why You Should 
Trade Now— 

“1. Your warranty period is over 
and repairs may become expensive. 

“2. Your old. refrigerator has a 
greater trade-in value now. 

“3. The new Frigidaire is more 
economical to operate. 

“We will gladly come to your 
home and give you a price on you: 
old refrigerator. Pay balance on long 
easy terms.” 

One salesman devotes practically all 
of his time to the appraisal of old ap 
pliances—refrigerators, washing ma- 
chines, ranges, ironers, etc. Any ap- 
pliance of a standard brand is ac- 
ceptable. Off-brands are not takeu 
because of the difficulty in getting 
parts for them. 


The parts inventory kept in the 
store for repairs runs to $15,000. If 
is in charge of a well-trained parts 
woman, Mary Petersen. She makes 
sure that the parts stock is well-bal- 
anced, and that reorders are placed in 
advance of need. 

Trade-ins taken in trade or bought 
directly are purchased at a price rea- 
sonable enough to enable them to be 
resold reasonably, after being recon- 
ditioned. 

A gross profit of 33 1/3 per cent 
is provided for on every deal. This, 
of course, is above the cost of mater- 
ials for repairs, labor and other ex- 
penses. 

The average used __ refrigerater 
brings $100 on the sales floor of the 
used appliance department. At this 
price the customer gets a_ refrigera- 
tor that looks practically as good as 
new, and which carries a 90-day 
guarantee. 

Refrigerators receive an exception- 
ally handsome paint job. At one 
time the work was done in the shop. 
but such a large volume of recondi- 
tioning is done that it was found to 
be more profitable to ‘farm out” 
painting. Now it is done by a local 
paint shop specializing in painting 
automobiles and electrical appliances. 

The painter removes the old fin- 
ish completely, sands the surface, and 
sprays with two coats. All old hard- 
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Profitable handling of trade-ins starts 
praisal in the customer’s home before the trade is made. 


ware is removed or replaced. Tie 
finished job is handsome enough to 
please that most critical customez-—- 
the bride. 


Young Couples Good Prospects 


Manv refrige-ators given this com- 
plete reconditioning are bought bv 
young couples, who have been told by 
others that this store sells excellent 
used appliances. 

“Few young couples can afford to 
buy a house full of furniture plus a 
new refrigerator,” said Mr. Buster 
“If they buy their furniture first, they 
do not have the money for a new 1e- 
frigerator. Other dealers can sell thei 
new refrigerators but few appliance 
dealers have the reputation for selling 
good-looking, dependable appiiances 
that we have so carefully built ap in 
the 24 vears we have been in busi- 
ness.” 

Washing machines are recondition- 
ed as cheaply as possible, so that they 
can sell at a very reasonable price. 
They are not repainted, because new 
paint on metal parts makes the por- 
celain look old. The machine is 
merely cleaned thoroughly and repair- 
ed. New parts are used wherever 
needed. 

The average washer deal is to allow 
$10 for the old washer, spend “5 to 
recondition it, and sell it for $25, with 
1 90-day guarantee. 
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Washing machines in the second 
hand department are often demon- 
strated as carefully as those in the 
handsome new-appliance sales floor 
out front. ‘The prospect may bring 
her laundry down and try it out on 
the new machine. It is then run 
through a dryer, and often ironed, in 
part, on an ironer. 

Used appliances that need dem- 
onstration after being installed - are 
handled with all the care and dignitv 
of new appliances. The mechanic 
who installs the umt removes the 
fuse, if the unit has one, and brings 
it back to the shop so that the ap- 
pliance cannot be used until it is dem- 
onstrated and its operation thorough 
ly mastered. 


Sales Follow-Up Calls 


The salesman who made the sale 
then goes to see the purchaser as soon 
as possible, and gives a_ thorough 
demonstration. 

“This service,” Mr. Buster pointed 
out, “is even more important for re- 
conditioned units than for new ones. 
It is natural for a customer to look 
for imperfections in a second-hand 
appliance. If she operates the ap- 


pliance incorrectly, she can well be- 
lieve that she has discovered defects. 

“Because we value the good-will to 
be had for our service department 
through the sale of reconditioned ap- 





Reconditioning requires good facilities and a complete 
stock of parts. Here is part of a $15,000 parts inventory. 


pliances, we want the purchaser to 
be completely satisfied. 

“We feature our trained mechanics 
throughout all sales and advertising 
activities. Their skill is literally on 
display in our reconditioned units. 

“When we sell new merchandise, 
we never fail to tell the customer 
that our own personnel performs ail 
service. We like to call our mce- 
chanics technicians, and often use 
that term when talking to a custo- 
mer. 

“Several times a vear our advertise- 
ments tell the customer that our serv- 
ice manager has been with us for 20 
vears. Several times a vear, in large 
space, we play up our trained tech- 
nicians, often running their pictures, 
or highlighting some particular me- 
chanic. 

“It is our conviction that if a shop 
is prepared to give good service, fail- 
ing to tell about it often is passing up 
a powerful sales potential. 

“In training our salesmen, we stress 
the importance of trade-ins, and sup- 
ply them with facts that enable them 
to present our trade-in story in an in- 
teresting and convincing manner. 
Trade-ins thus he!p all of our sales- 
men to make more sales and to earn 
larger incomes. ‘They have an im- 
pcertant part in maintaining our sales 

(Continued on page 120) 
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in the store.. 


WHEN a one-man-and-secretary in- 
dependent appliance store in a subur- 
ban community sells over 300 auto- 
matic washing machines in a year and 
a half with very little sales cost other 
than store overhead, it proves that 
there has been some real selling done. 

It is even more evident that good 
selling has been done when consideia- 
tion is given to the fact that the mar- 
ket on automatic washers has been 
openly competitive for a good por- 
tion of that time. And this dealer, 
tco, is serving a community that had 
two appliance dealers before the war, 
and now has seventeen such outlets 
—not all independent dealers, of 
course. 

This is the situation that faces most 
appliance dealers, and many of them 
have arrived at good answers to get 
their portion of the consumer’s in- 
come in a competitive market. 

Most appliance dealers use live 





Vomit 


by Bolling Branham 


demonstration of appliances as the 
fundamental basis of selling, for it is 
quite obvious that the salesman’s job 
is twice as hard if he is trying to seli 
something that the customer can’t sec 
in action, or hasn’t seen. A woman 
who has to do much housework may 
try hard to visualize how happy she 
would be with a houseful of electrical 
conveniences, but seeing the appli- 
ances in actual operation is the best 
way for her to understand ‘their real 
value. 

Therefore, the first step in the 
sales job is to get a line on a prospect, 
and get them somewhere so that they 





Marshall Smith believes that personal contact with his customers is the 
most effective kind of advertising for a small town. Through this direct 
means he creates consumer good will which usually pays off in sales. 
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can be given a thorough demonstra- 
tion. Obviously a house-to-house 
salesman can’t carrv major appliances 
around with him, though of course 
some sales to rural customers have 
been made in this manner. Even 
then it is an arduous job, and in the 
case of an automatic washing ma- 
chine, no live demonstration at all 
can be held in this way. 

Well then, get ’em in the store! 

But how? Newspaper advertising 
and direct-mail and similar methods 
are too costly for the actual amount 
of prospects that come in the store, 
which is the only logical place for a 
demonstration. 

Smith Appliance Company, of 4505 
Gary Avenue, Fairfield, Alabama, ar- 
tived at the solution of getting cus- 
tomers in the store with a simple, in- 
expensive, and yet highly effective 
plan that Marshall E. Smith, vice-pres- 
ident and general manager of the 
company, gives as the main reason for 
his record of sales. 

Twentv-five cents is offered a wom- 
an’s club for every woman it can 
bring into his store to see a demon- 
stration. At each demonstration he 
gives, in addition, a door prize of a 
small appliance, plus inexpensive re- 
reshments during the demonstration. 

“T got the idea partly from a local 
baker who had been paving 20 cents 
to any club for each woman who 
would go through his plant,” Marshall 
Smith says. “And I wasn’t sure that 
it would work in my store. For one 
thing, it took only a few minutes to 
go through the bakery, but my dem- 
onstration lasts over an hour-and-a- 


half. 
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Both individual and group demonstrations are used exten- 
sively by Marshall Smith. He feels that a woman can 
realize the appliance’s value to her only by actually seeing 


“Therefore, I did not begin it with 
heavy and enthusiastic promotion, ad- 
vertising, and the like. I merely men- 
tioned it to one woman in the store 
to begin with—then she liked the idea 
so much she brought in about 30 
members on one club right away. 

“Since then, it has been going along 
on its own momentum, and we have 
given the demonstrations about 20 
times to more than 16 clubs, some of 
them from many miles away.” 

Of course, the same club has come 
back more than once, and often a 
woman has come to two or three dem- 


onstrations. 
Does Smith mind? ‘No,’ he 
smiles. “If a woman is interested 


enough and can stand coming back 
to a demonstration more than once, 
it suits me. She may not have been 
a prospect to begin with, but I know 
that if she comes to enough demon- 
strations, she probably will be.” 

Besides the powerful impact that 
the careful, yet informal demonstra- 
tion has toward selling washers, it has 
helped build up a lot of good will 
in the community and surrounding 
territory, for these civic groups feel 
that the company is helping them 
raise money for the various activities 
that is their purpose, and as a result 
everyone seems happy. 

Smith has each woman fill out a 
card at the end of the demoastration 
stating whether or not she liked the 
demonstration, and whether she feels 
that she is a prospect for a washer, 
ironer, or another appliance. So com- 
pletely has Smith’s informal and 
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friendly demonstration won them over 
that most of them hate to say flatly 
that they are not prospects for some 
appliance. 

“Then,” Smith says, pulling fo:th a 
large stack of cards, “you have pros- 
pects who have seen the demenstra- 
tion, know the effectiveness of the 
appliance, have met you, and you have 
an introduction to their home. 

“Then is the time to do house-to- 
house selling, for vou're equipped 
with active prospects who know what 
you're talking about when vou actually 
attempt to close the sale.” 





Townspeople paying their electric bills at the Smith Appliance Company 
constitute a valuable source of prospective customers. 






























it operate. This has been particularly true of washers and 
is a section of the Smith Appliance 
Company’s modern showroom. 


Then, too, women in civic club 
groups are active, reach a lot of peo 
ple, talk to each other frequently, and 
for everv prospect who gets her name 
on a card, there are probably many 
others who hear about the demonstra- 
tion by word of mouth, and who 
come in to investigate. 

Smith also demonstrates ironers at 
these affairs, and while naturally wom- 
en tend to buy a washer before au 
ironer, he finds that ironer sales have 
picked up, with the possibility that 
automatic washing brings on the later 

(Continued on page 123) 
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WANTED: A Better Name 
For Small Appliances 


IN AN ATTEMPT to select a properly 
descriptive title for their industry, 
manufacturers of so-called “small elec- 
tric appliances” are appealing to the 
readers of Extecrrican Soutx for 
their counsel in determining a uni- 
versally acceptable industry name. 

Through common usage over man} 
vears, the classification of products 
within the scope of this industry has 
had various titles including such 
names as “small appliances,” “table 
appliances,” “‘traffic appliances,” “mi- 
nor appliances” and “plug-in appli- 
ances” among others. Recent dis- 


cussions of this subject on the part 
of members of the Domestic Appli- 
ance Section of the National Elec- 
trical Manufacturers Association have 
developed many reasons for the de- 
sirability of an industry name which 
will be uniformly used. 

Feeling that wholesalers and retal- 
ers will have an active interest in this 
important question, it has been de 
cided to ballot members of ‘the trade 
to determine their preference for an 
industry title which can be adopted 
for general use. It is hoped that 
there will be a very active response 











Statistical Department, 
National Electrical Mfgs. Assn., 
155 East 44th Street 

New York 17, N. Y. 


Gentlemen: 


Electric Housewares 


(Other) 


BALLOT — Fill in and Mail to NEMA — BALLOT 


I have indicated below my choice of a name which 
best describes the “small” or “traffic” appliance industry: 


Small Electric Appliances 
Portable Electric Appliances ma 


Electric Traffic Appliances 








write in your own choice.) 


(Check best name above or § igned 
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to this request for an expression oi 
trade opinion, through the use of th« 
ballot form which appears at the bot 
tom of this page. 

In commenting on this subject, the 


Domestic Appliance Section of 
NEMA points out that in 1947 the 
retail sales of “small” or “traffic” ap 
pliances represented a retail dolla: 
volume of approximately $548,000, 
000 and sales for 1948 are estimated 
to be more than $600,000,000. Such 
a volume warrants very active promo 
tion and merchandising on the pari 
of the appliance dealers, department 
stores, utilities, furniture stores and 
other retail outlets. 

Specialized departments in stores 
featuring these products have proved 
to be profitable and _ self-sustaining 
segments of the retailer’s- total ap- 
pliance business, thus justifving the 
selection of an industry name which 
will properly describe and cover the 
variety of appliances within the scope 
of this industry. 

Appliances such as_ refrigerators. 
washers, ironers, stoves and freezers 
have long been identified by the 
trade and the consumers through the 
name “major appliances.” Producers 
of the small appliances feel that simi- 
lar action, beneficial to the entire in- 
dustry, can be obtained through prop- 
er exploitation of an adequate indus- 
try title for their products. 

The so-called “small appliance” in- 
dustry embraces many products in- 
cluding toasters, irons, waffle irons, 
sandwich toasters, heating pads, elec- 
tric bed coverings, roasters, cookers, 
grills, mixers, blenders, table stoves, 
hot plates, shavers, fans, clocks, heat- 
ers and coffee-makers. This variety 
of product in itself poses a somewhat 
difficult problem in developing a 
good, all inclusive name to cover all 
devices. Nevertheless, it is very de- 
sirable that this important part of the 
electric appliance industry be known 
and referred to through a distinctive 
denominator that will be used by 
everyone. 

A brief review of the advantages 
and, perhaps, disadvantages of several 
of the proposed names for this cate- 
gory of appliances contains several 
interesting points. 

While the word “small” may be 
descriptive of the size of some of the 
appliances involved, there is quite 
a general feeling that this term may 
be detrimental to the industry be- 
cause there might be a tendency by 
consumers and the trade alike to un- 
der-estimate the importance of this 
very sizeable business if either the 
word “‘small” or “minor” is used. 

(Continued on page 119) 
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THe RETAILER’S first merchandis- 
ing function is to provide an attrac- 
tive and convenient place where Mrs. 
Public can view the appliance she 
has become interested in buying. 
Alert merchants todav are paying 
more attention to the importance of 
attractive displays and are doing 
everything possible to show off the 
appliances to the best possible advan- 
tage. 

Good merchants, of course, do not 
stop with this. With the aid of their 
manufacturer and distributor, they 
develop strong advertising programs 
that tell the people in theit commun- 
ity where to see and bay these prod- 
ucts they have been attracted to 
through national advertising. Just 
as the manufacturer must lay out 
plans well ahead of time before he 
can set national advertising schedules, 
so does the alert merchant decide at 
the beginning of the year how many 
refrigerators, home freezers and other 
appliances he should expect to sell in 
his community, and then set up ad- 
vertising and sales plans of sufficient 
strength to accomplish his goal. 

Forward thinking merchants more 
and more are working with their local 
utilities and with. their distributors 
to determine the total annual and 
seasonal sales of appliances in their 
communities so that their advertising 
and sales effort may be in accordance 
with the potential market for their 
products. 

Good merchants are constantly 
studying national advertising cam- 
paigns of the manufacturers they rep- 
resent with the understanding that 
the most effective advertising thev 
can do is to carry on at the locai 
level the themes established by their 
manufacturers in national media. 

They understand that the advertising 
agencies working with these manufac- 
turers have spent thousands of dol- 
lars and months of time pre-testing 
their magazine campaign to make 
sure it both attracts attention and in- 
terests potential customers. It is not 
sufficient today for a retailer in his ad- 
vertising plans to just say, here is a 
product and here’s how much it is. 
Good retail advertising takes full ad- 
vantage of, and continues, the theme 
of the manufacturer and carries on 
to the consumer the story of what the 


This article is adapted from an ad- 
dress before the Electrical Women’s 


Round Table, January 26, 1949. 
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* merchandising 


by D. A. Packard 


Household Sales Manager 
Kelvinator Div., Nash-Kelvinator Corp. 


product will mean to her in her own 
home. 

The next function of the retailer is 
the development and training of a 
sales staff. Most distributors pro- 
vide sales training assistance to their 
retailers, but neither the manufactus- 
er nor the distributor can possibly 
assume for the retailer the responsibil- 
ity for the training and development 
of his own retail sales staff. 

In the competitive selling condi- 
tions faced ahead by retailers in this 
industry, salesmen just waiting on 
customers will not make sales, as they 
have in the past several years. Dur- 
ing this period of easy selling, thou- 
sands of customers have reported buy 
ing appliances from salesmen who did 
not even take the time to explain how 
to operate them. Now the pipelines 
in our industry are beginning to fil! 
and Mrs. Customer may have a selec- 
tion of refrigerators and freezers from 
which to choose. She will be in a 
position to demand the sales servic2 
she is entitled to from retail salesmen. 


What the Customer Expects 


First of all, she will expect reta‘l 
salesmen to be courteous. Merchants 
themselves know the task they have 
ahead of them to bring the courteous 
sales approach of their staffs back to 
the level of prewar years. The custo- 
mer will demand that the salesman 
take a real interest in her needs and 
her requirements. Before buying she 
will require the salesman to show why 
his particular refrigerator best fits her 
needs. 

Mrs. Customer is more and more 
going to require that the salesman 
present his products from the stand- 
point of what they will mean to her 
in use in her own home and will be 
very apt to give her order to the sales- 
man who does the best iob cf ex- 
plaining the product in these terms 
In making a home freezer sale for 
example, experience has already 
shown the necessity for salesmen 


knowing and explaining in detail the 
use his customer can make of a free- 
zer. He must explain packaging and 
show ‘how easy it is; be able to tell of 
all the daily uses and exactly how it 
saves time, money and yet makes bet- 
ter meals possible. 


Shifts in Sales Volume 


We in this industry expect to see 
a very definite shift in sales volume 
between retailers in the next year or 
two. We believe this shift will be 
influenced even more by the kind of 
a sales training job done by the te- 
tailer and the effectiveness of his re- 
sults than it will be by the beauty of 
his display or the extensiveness of his 
advertising. “In other words, good 
selling in our estimation is the re- 
tailer’s most important function in 
good merchandising. 

So far we have talked of retail mer- 
chandising only in terms of handling 
customers brought into the store 
through national or local advertising. 
There is another most important 
phase of merchandising. That is what 
an aggressive merchant will do to 
create business not attracted to his 
store through advertising. 

Probably the most important source 
of such business available to appliance 
merchants is through a plan of follow- 
ing-up of customers already sold. Call- 
ing on the customers after the sale 
does two things for the retailer. First, 
it assures customer understanding and 
satisfaction with the use of the prod- 
uct purchased from his store and 
thereby encourages her to return for 
future purchases. Second, through 
these contacts alert merchants and 
alert salesmen get the names of their 
customer’s friends and neighbors who 
have seen and know of her pleasure 
with her new refrigerator or ireezer 
and are often the best poss:ble pros- 
pects for additional sales. Appliance 
merchants with an outside sales or- 
ganization should make this after-sale 

(Continued no page 118) 
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WHAT'S AMEAD FOR THE RADIO TECHNICIAN 


ALL OF us in the radio industry— 
and that includes you who are pro- 
viding the highly essential servicing 
of the sets we manufacturers make— 
are on the threshold of one of the 
greatest and most industrial deve!op- 
ments in American history. The total 
income from television within a few 
years probably will dwarf that from 
radio in its most prosperous vears. 
Already it is accounting for at least 
half of many set manufacturers’ reve- 
nue. 

The two million television sets we 
expect to produce in 1949 mav not 
seem like much in comparison with 
about 16 million radios manufactur.d 
in 1948. In units, that is true; but 
in dollars it presents an entirely dif- 
ferent picture. 

Television receivers sell todav from 
$100 to more than $4,000. ‘The 
average retail price is between $35 
and $400—a price equal to the more 
expensive radio phonograph console. 
As a matter of interest, manufactur- 
ets’ sales of television receivers in No- 
vember, 1948, represented only 10.4 
per cent of the total set production 
for that month but 45.9 per cent of 
the set manufacturers’ dollar volume. 

What does this mean to the radio 
technician? It means that he will be 
working on a much more costly pro- 
duct than he has been in the radio 
field where the average service job, 
probably, was done on a table model 
which sold anywhere from $10 to 
$35. It’s like turning from repairing 
bicycles to servicing automobiles. 

Another thing for the serviceman to 
bear in mind is that with the two mil- 
lion T'V sets that the industry plans 
to produce in 1949 will go $100 mil 
lion or more in installation and the 
first year’s servicing charges. More- 
over, this figure will grow vearly with 
the increasing tempo of TV set pro- 
duction. 

I do not need to tell you that a 
tinkerer with a pair of pliers and a 
screw driver can no longer pose as a 








This article is adapted from Mr. 
Balcom’s address to the Town Meet- 
ing of Radio Technicians, held in 
Atlanta, Ga., Jan. 31 to Feb. 2. 
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by Max F. Balcom 


President 


Radio Manufacturers’ Association 


radio repairman unless he confines 
his work to the pre-war AM radio 
Actually this development should 
prove beneficial to every radio tech- 
nician who takes pride in his ability 
to take a set apart and put it to- 
gether again as good as new. 

No competent radio technician to- 
day need have any fear that television 
or any other new broadcasting service: 
will put him out of business. On the 
contrary, his chances -for increasing 
his profits and making his economic 
position more secure were never so 
good as they are today. But he will 
have to do what every other profes- 
sional man has to do—learn every- 
thing he can about new equipment 
and techmaqres as they appear in his 


field. 
Television Problems 


All of us in the radio industry have 
had to, in cffect, go back to school 
to keep abreast of the rapid develop- 
ments in television. Wohule closely 
akin to radio, television is different in 
so many respects that everyone, from 
the design engineer to the dealer-sales- 
man, has had to start from scratch 
to produce and market this new 
product. ‘Television requires new 
production techniques and know-how. 
It requires new marketing and selling 
methods. And TV sets require new 
serv.cing knowledge and practices. 

The servicing of home receivers, 
particularly the new TV sets, is rapid- 
ly becoming a big business, and it will 
require well trained technicians who 
are familiar with the instrument they 
are servicing’and the most modern 
techniques for detecting and correct- 
ing any trouble that may develcp. 

There are many reasons why televi- 
sion and, to a lesser degree, FM 
broadcasting have made all of our 
jobs more difficult and more pains- 
taking. ‘‘here is one obvious reason 
why neither an incompetent set 
manufacturer nor an untrained ser- 
viceman can hope to stay in the tele- 
vision business very long. That is 
beca:ise, in broadcasting at least, the 
ear is much easier to fool than the 
eye. 

No doubt all of you have met the 


radio listener who is so used to lis- 
tening to the distorted tone of his 
old radio that he thinks there's some- 
thing wrong when he hears the clear 
tones of a modern set Many l1s- 
teners are tone deaf or have tin ears 
and consequently fail *o appreciate 
the high quality reception and ampli- 
fication found in today’s better radios. 
The ability of an FM receiver to re- 
produce music with much higher 
tonal ranges than can an AM set, 
for instance, means little to such lis- 
teners. 

However, almost anyone, whethei 
or not he wears glasses, can immed- 
iately detect a faulty television pic 
ture. He doesn’t need a musical edu- 
cation to note that reception is dis 
torted or unclear. And he’s even 
more at loss than he was with iis 
radio as to what he can do about it. 
So he just picks up the phone and 
calls a serviceman or the dealer from 
whom he bought it. 

Similarly, this televiewer may not 
have the slightest idea what you're 
doing when you repair his TV set, but 
vou'll hear from him mighty quick 
if the results aren’t satisfactory. 

The radio technician today is one 
of the most important factors in the 
industry in this rapidlv expanding 
television field. Unless a television 
set owner can get proper servicing, he 
may soon lose his initial enthusiasm 
for this new medium for home enter- 
tainment or even turn sour against 1t. 
A shortage of qualified television 
servicemen may prove a deterrent to 
television set buying and thus actually 
reduce receiver production and sales. 

The radio technician who cal!s at 
a home to install or service a TV or 
radio set is the liaison man between 
the set manufacturer and tne. buyer. 
He is in a position to do an excellent 
public relations job for tke industzy 
because of his personai contact with 
the set owner—a contact the manu- 
facturer seldom, if ever, makes. 

Perhaps I have placed too much 
emphasis on television. I have done 
so because television is the newest 
and the most exciting addition to the 
receiver line. I do not mcan to im- 
ply, however, that radio receivers are 
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passing ‘out of the picture. On the 
contrary radio set production un- 
doubtedly will continue well ahead of 
television for several years to come, 
and | do not believe that television 
will ever supplant radio. ‘There is 
room for beth services. 

For one thing, don’t forget there 
are approximately 75 millicn radio 
receivers in this country, some 2,000 
AM stations, and more than 700 FM 
stations. Neither the public nor the 
station owners are going to scrap such 
an investment in a hurry, regardless 
of the attraction of television. Sales 
of automobile radios and_ portables, 
moreover, are the greatest in the in- 
dustry’s history and are likely to re- 
main at a high level for some time. 

FM broadcasting and the prepor- 
tion of radios with FM reception facil- 
ities are growing steadily. An FM- 
AM set, while not as complex as a 
TV receiver, is a much more com- 
plicated instrument than the AM 
radio and requires greater skill to 
service. 


Other Service Opportunities 


In addition, privately-owned radio 
communications svstems are becom- 
ing more and more numerous. The 
number of “land transportation”’ ra- 
dio transmitting stations, according 
to the Federal Communications Com- 
mission, has almost doubled in the 
past year and numbered over 3,500 
on January 1, this year. And _ this 
station count does not represent the 
number of communications receivers 
used in conjunction with these trans- 
mitters. For instance, 65 taxis equip- 
ped with radio communication receiv- 
ers may operate under one station au- 
thorization. 

The long-heralded Citizens Radio 
Service—the adaptation of wartime 
walkie-talkie to civilian use—is prac- 
tically here. The FCC has announ- 
ced its proposed operating rules, and 
the date of opening this new radio 
service is only a few weeks away. 

While it is too early to p-edict how 
widespread this Citizens Radio Serv- 
ice will be used, its potentialities are 
tremendous. And as it grows the 
radio servicing business will expand 
proportionally. 

Industrial uses of radio and elec- 
tronic devices provide an expanding 
and profitable field for the radio tech- 
nician who takes the time to master 
these intricate instruments. And 
most industrial plants will be happy 
to turn over the servicing job to an 
independent technician if they are 
confident he is qualified to keep these 
devices in good working order. What 

(Continued on page 118) 
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Appointment of three new Crosley 
sales staff members has been an- 
nounced by W. A. Blees, vice-presi- 
dent of the Avco Manufacturing 
Corporation and general sales man- 
ager of the Crosley Division. 

R. T. Calmer has been appointed an 
assistant to the general sales manager. 
Mr. Calmer was previously with Con- 
solidated Vultee Aircraft Corporation 
at San Diego, Calif. During his asso- 
ciation with that firm, which began 
in 1942, he was supervisor of indus- 
trial engineering, assistant to the vice- 
president of finance, and assistant to 
the vice-president of sales. 

The appointment of L. M. (Verne) 
Salisbury as manager of business man- 
agement was also announced. Mr. 
Salisbury, who held a similar position 
with Frigidaire during his 22 years 
with that firm, comes to Crosley from 
the Bendix Radio Division of the 
Bendix Aviation Corp., Towson, Md., 
where he has been administration 
manager since 1945. 

Appointed promotion manager of 
the range section was A. “Speed” 
Raysson, of Chicago. Mr. Raysson 
comes to Crosley from the proprictary 


plastics division of the General Amer- 
ican Transportation Corp. From 1945 
to June, 1948, he was general sales 
manager of the domestic appliance 
division (Presteline) of the Pressed 
Steel Car Co. 


The promotion of Robert P. Kelley 
to sales manager of the General Mills 
Home Appliance Department was an- 
nounced recently by Roscoe E. Im- 
hoff, executive vice-president of the 
mechanical division. 

Mr. Kelley has been manager of the 
South Central District with offices in 
Cincinnati. He assumed his new job 
the first of this year. From his new 
position, Mr. Kelley will handle sales 
of the complete General Mills line. 

Mr. Kelley attended Notre Dame 
and was graduated from Ohio State 
University in 1936. He became field 
supervisor for Westinghouse traffic 
appliances in the New England and 
Central Districts and later handled 
section advertising for ranges, water 
heaters, and dishwashers. He was 
named South Carolina district mana- 
ger for General Mills in 1945. 





SOUTHERNERS AT HOTPOINT—A number of southern department 
store men were among the guests who attended a Hotpoint dinner which 
was held during the recent mid-winter home furnishings market at Chicago. 
Shown here are, left to right, John Hunter, Burdine’s, Miami; W. Gibbs, 


Hotpoint major dealer contact 


representative, Atlanta; John Hyman, 


Burdine’s; Judson Draper, Davison-Paxon, Atlanta; James Baxter, Burdine’s, 
and F. B. Williams, Hotpoint southeastern district manager. 
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B. C. Neece, vice-president and 
general sales manager of Landers, 
Frary & Clark announces the appoint- 
ment of Edward Jones as sales repre- 
sentative for the home cleaning equip- 





Edward Jones 


ment division of the company in 
Texas, Oklahoma, Arkansas and Louis- 
iana. 

Mr. Jones, who formerly was assoc- 
iated with General Motors Company 
as an expeditor, served in the United 
States Army, attended Connecticut 
University and until his appointment 
with Landers, F’rary & Clark was ¢en- 
nected with Stern & Co., Hartford, 
Conn. 


Appointment of Frank A. Mitchell 
as sales manager of the Unit Air Con- 
ditioner Division of the Fedders- 
Quigan Corporation is announced by 
Edmund R. Walker, vice-president. 
Mr. Mitchell succeeds E. A. Bonne- 
ville, who recently resigned. 

“Mr. Mitchell has been identified 
with majes—apphance merchandising 





Frank A. Mitchell 


and has a keen appreciation of the 
problems of distributors, dealers, and 
salesmen,” stated Mr. Walker. He 
was formerly sales manager of the 
Deepfreeze Corporation and also was 
with the Washing Machine Division 
of Bendix. 
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Guth— 
Fluorescent Fixture 


Because the construction and per- 
formance of the Guthlite is entirely 
new and different from any other 
fluorescent fixture, the Edwin F. 
Guth Co. has recently made available 
a small-sized model, complete and ac- 
curate in every detail for demonstrat- 
ing this new fluorescent fixture. The 
Guthlite demonstrator is casy to use; 
it has a handy carrying handle and is 
simply plugged into any wall or floor 
outlet for a demonstration. 

For further details about the Guth- 
l'te Demonstrator write The Edwin 
F. Guth Company, 2615 Washing- 
ton Avenue, St. Louis 3, Missouri. 


Rittenhouse — 
Chime Hook-Up Kit 


TuHroucu use of the Rittenhouse 
Chime Hook-Up Kit and a special Rit- 
tenhouse-developed installation meth- 
od, the old bugaboo of difficult in- 
with 


stallations accompanying ex- 





pense is eliminated. Inexpensive sim- 
plicity is the keynote of the Ritten- 
house Hook-Up Kit. 

Hook-up kits for 10-volt chime 
models include a transformer, a con- 
nector block, a push-button, cable, 
screws and staples, along with com- 
plete instructions. (Kits for 16-volt 
and 24-volt chimes do not include 
the transformer as these Rittenhouse 
models are sold complete with the 
plug-in transformers. ) 

Anyone can install a Rittenhouse 
Chime by using the new kit. The 


| power-plug transformer plugs into a 


wall socket like any ordinary appli- 
ance. All cross-connections are made 
inside the neat connector block which 
is readily installed along baseboard 
or on wall. It is necessary only to 
connect the wires from the chime, 
the transformer and the push-button 
to clearly marked terminals in the 
block connector. No tape or solder- 
ing is necessary. The neutral color- 
ed, slender, plastic cable permits at- 
tractive surface installation. 


Dexter—. 
Plex-O-Glass Demonstrator 


A NEw KIND of demonstrator has 
been announced by the Dexter Com- 
pany, Fairfield, Iowa, for the use of 
their national distributor and dealer 


Ths 


organizations. new step for- 





ward in demonstrator models will give 

Yexter Twin dealers an opportunity 
to graphically and dramatically dem- 
onstrate the double sudsing method 
which is now be‘ng featured in the 
Dexter national advertising. 

The plex-o-glass twin tub was one 
of the big hits in a recent furniture 
show in Chicago. It definitely stop- 
ped the crowds and made a beautiful 
demonstration. <A brilliant light un- 
der the bottom of the transparent 
tubs emphasized the vigorous action 
as the high winged agitators whirled 
and tossed colored discs in the water. 

As an attention-getter and sales- 
starter this new plex-o-glass twin tub 
will find wide use among Dexter deal- 
ers throughout the country. 
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Maybe it's time to re-check your elec- 
tric water heater line, see what you've really got 


to sell. . . see if it will sell under present conditions—sell, 





and make you a fair profit too. 
Look at the Mertland features outlined below. Check every one 


carefully. Then add to this outline of good construction features, 





the knowledge and skill of the men who build them—water heater 





CHECK THESE FEATURES for quali 
durability, convenience and econo 





specialists with long experience in the field —the modern plants that 





translate their spécialized knowledge into quality results. Note the 









* Heavy gauge galvanized steel tank, hot dipped. Md 
and galvanized in Mertland’s ultra-modern tank ¢ 
galvanizing plant. 

¢ Fully automatic, adjustable, snap action temperature © 
trol. 

* Quick heating immersion type heating unit. 

« Working pressure guaranteed 150 Ibs. (Tested 300 

* Mertland Magnesium Anodic Rod Factory installed 
Deluxe Models. 

¢ Thick, blanket type Fiberglas insulation all around ta 

¢ Eight coats of white enamel baked ‘on heavy steel jach 

¢ Inlet baffle evenly distributes incoming water. 

« Heavy gauge copper wiring. 

* Internal heat trap prevents hot water circulation throw 
house system except when drawn. Saves fuel. 

¢ Wattages and voltages to your specifications. Can 
furnished wired for limited demand. 

* Black base conceals mop marks; flush to floor. 


@ There is a wholesaler near you who will be glad to g 


4 you the facts about Mertland. On request, we will be g 
PROTECTED From to give you his name and address. 
CORROSION By 4 
ev 3 
¢MERTLANDO THE LINE 
L | | i | 


MAGNESIUM 
— M. M. HEDGES MANUEACTURING COMPANY, INC. 
0D \ MEMBER OF NATIONAL ELECTRICAL MANUFACTURERS ASSOCIATION @ WATER HEATER SPECIALI 


completeness of the Mertland line . . . there is a model for the cus- 






tomer's exact need, just right for any size family. Consider the 






Mertland finish—it's exceptionally good. Mertland models have 






snap, clean beautiful designs, the eye appeal you want. You can 





set your teeth into your sales story on Mertlands because the 











quality is there . . . and finally... Mertlands are priced for successful 


‘ N ALL 
> MERTLAND 


) Detuxe 
AMODELS 







competitive selling and always allow you a fair profit. If 












you don't know the whole Mertland story, drop 








us a letter . . . no obligation to you. 
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Air Circulators 


DEVELOPMENT of a completely new 
1949 line of air circulators for home 
use has been announced by Fresh’nd- 
Aire Co., 221 N. La Salle St., Chicago 
1, Ill. The new line consists of two 
circulators developed and. designed 
specifically for home use. 

The two units, the Model 90 (nine 
inch propeller) and the Model 120 
(twelve inch propeller), represent a 
radical departure from conventional 
designs in air circulating equipment. 





A heavy, molded-plastic, cabinet-type 
base acts as a cradle for the circulator 
housing which is mounted on a 
horizontal axis. This new mounting 
arrangement permits finger-tip direc- 
tional control of the air flow. The 
circulator housing may be turned on 
its axis from an air flow parallel to 
the floor to straight up, thereby com- 
bining all the advantages of table 
model and floor or window model 
fans in a single air circulator. 

The newly designed base permits 
the unit to be sct on the floor, on the 
table, or even on the window ledge 
to take advantage of night cooling 
techniques without the necessity of a 
special window installation. The com- 
plete versatility of three fans—table, 
floor and window units—is thus com- 
bined in a single unit. 





Apex Dishwasher 


Two New major appliances added 
to the Apex line are the Dish-A-Matic 
and the Wash-A-Matic, manufactur- 
ed by Apex Rotarex Corp., Cleveland 
10, Ohio. 

The Dish-A-Matic measures 24 
inches x 24 inches x 36 inches over- 
all, and has a 4-inch dial panel at the 
rear. Weight is 175 pounds. Wash- 
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ing and rinsing are activated by a 
special plastic impeller, which also 
forces air over the clean dishes dur- 
ing the drying period. Fast-operating 
drain valve and flushing drain action 
quick-clean tub after each wash and 
rinse. 

The water heater 1s a 1250-watt im- 
mersion type, thermostatically con- 
trolled in a 2-gallon heavily insulated 
tank. The Dish-A-Matic consumes 
three gallons automatically regulated 
—1% gallons at 175° for wash; 1% 
gallons at 175° for rinse. The dial 
electrically controls the machine 
through wash-rinse-drv cycle with one 
setting. 

The motor is heavy duty, and spe- 
cially built with safety overload 
switch. It operates the impeller and 
drain valve, has seaied bearings, and 
requires no oiling. The vacuum 
break meets all plumbing code speci- 
fications, and the safetv lid lock 
operates cither automatically or man 
ually. 


Automatic Toaster 


GENERAL MILLS’ new automatic 
toaster, featuring switch and timing 
unit plus an extra high toast lift that 
eliminates probing for small slices, 
has recently been announced. The 
toaster will reach retail channels this 
summer. 

Features include: A double bi- 
metallic switch and timing unit that 
assures uniform toast regardless of 
normal voltage variations in city and 
farm electrical circuits; a quiet timer, 
and extra high lift that raises toast 
higher for easy removal, eliminating 
“fishing” for small pieces with a fork 


and the resultant danger of burn 
fingers. 

Other features include a color coi 
trol knob for selecting toast of an 
shade and a hinged crumb tray wit 
spring latch for easy cleaning. Th 
six foot black and gold cord is pei 
manently attached. The 1200 wat 
toaster is designed for 110-120 vo! 
A.C. or D.C. 

The exterior is of cold rolled stec! 
plated with nickel and chromium 
Base and handles are of molded heat 
resisting black plastic. 

The heating element is nickel 
chromium ribbon wound on mica 
plate, designed to distribute heat ove: 
the entire bread surface and _ insure 
uniform toasting. 


Home Freezer 


Tue Grsson_ Refrigerator Co., 
Greenville, Mich., has announced a 
new 15 cubic feet horizontal home 
freezer. This freezer, designated as 
Model HF-1590, is the first horizon- 
tal model to be offered by Gibson. 





15 cubic feet model 


The Gibson 
has a section that quick-freezes 60 


pounds at one time. It stores more 
than 500 pounds of food, has fom 
convenient top baskets, a capacious 
lower section for bulk storage, finge1 
touch lid, counter-balanced hinges, 5 
inch-thick insulation, hermetically 
sealed unit and uses Freon-22. 


© 
Window Fan 


PortaBLeE, direct drive, three speed 
window fans equipped with an ex- 
tension cord and three speed switch 
have been announced by Chelsea Fan 
and Blower Co., Inc., 1206 Grove 
St., Irvington, N. J. 

The window fans, finished in bak- 
ed enamel, are fitted for use in homes, 
apartments, offices, stores, shops, tea- 
rooms, etc. Panels fit window open- 
ings from 25 inches to 36 inches. 

The 16-inch fan delivers 1550 
c.f.m., and the 20-inch fan delivers 
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AS A WAF- 
FLER: Each 
huge waffle 
serves four 
people. Drip 
rail minimizes 
effect of bat- 
ter overflow. 


Temperature selector permits choice 
of any desired shade of brown. Waf- 
fles easily removed without sticking. 





AS A GRILL: Turn over the waffle 
s grids and presto! —it’s a sandwich 
toaster or grill, ready to cook any- 
thing that’s fried. Roomy cooking 
) surface—144 sq. in. The most cook- 
: ing satisfaction per dollar that you’ve 
ever offered! Easy to see why it’s 
another “Family Favorite.” 


















t (1 GMINLONS 


A pleasure to own —a thrill to use 



















Dealers and users alike are praising this new multi- 
purpose grill. Dealers are happy because they have so 
much to offer for the money. Users are delighted because 
they have a good looking, dependable, combination ap- 
pliance that answers so many cooking needs. They 
especially like the single pair of grids with which they 
can make waffles, or, by quickly reversing the same grids, 
they have a roomy cooking surface for any kind of grill 
cookery. No extra grids to get lost! 


And the price is right -- only $23.95 


(Denver and west — $25.10) 


DOMINION ELECTRIC CORPORATION 
MANSFIELD, OHIO 


Sales Offices: Atlanta: S. C. Stockdale, 688 N. Highland Ave., N. E.; 
Boston: Boudrot & Garside, 157 Federal St.; Chicago: Steinmetz & Kelly, 
1422 Merchandise Mart; Cleveland: Maurice J. Lackritz, 709 Union Bldg., 
1836 Euclid Ave : Dallas: Sam E. Lee, 2205 Cedar Springs; Kansas City 
(Mo.): Lou S. Gershon & Son, 504 Merchandise Mart, 2201 Grand Ave.; 
Los Angeles: Charles E. Mockbee, 1025 Mateo St.; Miami: Jules J. Dreyfuss, 
68 N.W. 7th St.: New York: Charles Martin Co., 200 Fifth Ave.; Norfolk: Good- 
man Bros., 823 W. 32nd St.; Philadelphia: Louis M. Harmelin, 6661 Wayne Ave. 


A Full Line of Traffic Appliances—available through 
reputable distributors across the nation. 
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2100 c.f.m. 
with a 1/15 hp motor. 
speed control provides air in volumes 
as desired and operates very quieth 
for all night operations. 

Write Chelsea for catalog No. 863 
and bulletin No. 849. 


Both fans are equipped 


Portable Fan 


A new highly styled portable elec- 
tric fan has been introduced by the 
Fresh’nd-Aire Co. of 2100 S. Mar- 
shall Blvd., Chicago, Division of Cory 
Corp., and manufacturers of Iresh’nd- 
Aire electric air circulators and 
humidifiers. 

The new unit, to be known as the 
Fresh’nd-Aire Fanette, is styled in 





pastel green plastic and is actually 
and practically portable. It measures 
less than 10 inches high and is 9 
inches wide and less than + inches 
thick. The use of plastic housing is 
responsible for the light weight. The 
Fanette actually weighs only 3 pounds. 
The housing, molded in smart pastel 
green plastic, incorporates a handy 
carrying handle. The compactness 
of the new Fanette and the smooth 
unobstructed surface permits asi! 
tucking the unit away in an_ over- 
night bag, briefcase, or suitcase when 
traveling in sultry weather. 

The housing is mounted on the 
new U-legs so as to permit 90 de- 
grees of arc to the air flow. The 
housing tilts easily, permitting finger- 
tip control of the air flow. 


* 
Table Top Refrigerator 


Tue “Gtasco,” a new table top 
refrigerator with five cubic foot net 
capacity, is now being shown. ‘The 
new unit is a product of Glascock 
Bros. Manufacturing Co., Muncie, 
Ind. 

It is ideal for small homes and 
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modern kitchens in which work space 
and shelf area is at a premium. The 
unit has a width of 27 inches and is 
24% inches deep. Without legs o1 
without separate top, the ‘‘Glasco” 
stands 34% inches high. Legs or 
standard 1¥%2 inch top bring the 
height to the standard kitchen ap- 
pliance measurement of 36 inches. 
Tops for the unit are available in lino- 
leum, Formica or stainless steel. 
The “Glasco” contains a Tecum- 
sch hermetic unit, and the cabinet 1s 
of welded steel construction, bon- 
derized, and with two coats of high 
temperature baked enamel. Other 
features of its construction include 
fibre glass insulation and adjustabic 
gliders at the base for easv leveling. 
Work surface can be gained in 
utilizing the “Glasco” in place of a 
standard upright unit of comparable 
capacitv. The gain amounts to 600 
square inches, and 324 square inches 
of additional cabinet shelf area may 
be had. The “Glasco” is flexibie 
when adapting it into various arrange- 
ments with base cabinets, for the re- 


frigerator’s design allows for flush 
fitting with standard cabinets. 
e 
Automatic Blankets 
A COMPLETE line of three deluxe 
General Electric automatic blankets 
to complement the standard G-E 


blanket line has been announced by 
the company’s automatic blanket and 
sunlamp division. 

In addition to the double-bed one 
control deluxe model, double-bed two 
control, and twin-bed one control de- 
luxe blankets will be available this 
month. 

By the use of a “signal’’ wire and 
an ingenious control circuit, thermo- 
stats within the blankets have been 
eliminated. In the same special in- 
sulating jacket as the heating wire 
is a signal wire separated from it by 
an insulating material. When _ re- 
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quired, this combination sends a 
signal to the control unit to guard 
against overheating. 

The degree of warmth is regulated 
by a redesigned plastic bedside con- 
trol which automatically compensates 
for normal changes in room tempecra- 
ture and thus provides the same cor- 
rect warmth at all times. A light in- 
dicates when the control is on. 

The double-bed models in the de- 
luxe line are over-size, measuring 80 
inches wide by 86 inches long. Heat- 
ed area of these blankets is 55 by 70 
inches. The twin bed blanket is 66 
inches wide by 86 inches long with a 
41 by 70 inch wired area. 

The blankets, available in pastcl 
shades of rose, blue, green and cedar 
are 75 per cent pure wool and 25 
per cent cotton. By a weaving process 
the blanket surface—the part seen 
and felt—is 100 per cent wool. The 
5 3/+ inch acetate rayon binding is 
sewn on with zig-zag stitching and 
has boxed corners for better wear and 
appearance. 

The deluxe line is packaged in a 
showcase carton which serves as a 
complete display unit as well as an 
attractive gift package. A cellophane 
window protects the fabric. 

® 


Automatic Washer 


A NEw simplified automatic wash- 
cr for use in homes, apartments and 
self-service laundries has been an- 
nounced by the General Electric Co. 

Once the washer is started, it will, 
without further attention from the 
homemaker, automatically wash, rinse 
and damp-dry up to eight pounds of 
avsorted dry clothes, clean itself out 
and shut off. 

Designated the AW-6B1, the new 
washer is a rectangular, top-opening, 
portable machine which does not 
have to be bolted down. All water 
connections—the hot and cold-watei 
inlets and the drain—are made with 
rubber hose. 

The activator washing action of the 
machine cleans clothes bv soaking, 
flexing and rubbing. Water tempera- 
ture is controlled by a lever which 
may be set for “hot” or “warm.” 

Because clothes are spun in the 
wash basket at a speed of 1140 revolu- 
tions per minute during the drying 
cvcle, many pieces are actually dry 
enough to iron immediately. More 
water is extracted by the high-speed 
spin than by wringing. 

The washer is powered by a sealed- 
in driving mechanism that is covered 
by a five-year protection plan. A 
powerful pump will empty the tub, 
which holds 16 gallons of water, in 
three minutes. 
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A complete fan line with more exclusive features 


..~ For cool comfort in every room in the house 


... For easy selling to every prospect 


Satisfy the increasing demand for truly scientific hot 





weather cooling with exceptionally efficient Berns Air 








NOW WITH FILTERED 
AIR ADAPTER! 


Double the value of the Reversi- 
ble Window Ventilator! Make 
two sales instead of one! Build 
profitable repeat business! This 
filter unit attaches to the four 
screws of the reversible fan. Of- 
fers wonderful relief from hay 
fever, asthma and similar con- 
ditions, eliminating 99% of 
dust, soot, lint, pollen, etc. 
Standard filter is easily replace- 
able. In 10’, 12’' and 16” sizes, 
matching White Enamel or Sun- 
set Tan finish. 


for you! Get the facts today. 





2 FANS IN ONE! Adjustable—Portable 
REVERSIBLE WINDOW VENTILATOR 


The sensational sales-making ventilator that 
changes from an exhaust to an intake fan—and 
back again—with just the flick of a finger! Ex- 
hausts hot air by day . . . brings in cool air ot 
night. Adjustable, portable and finished in hand- 
some White Enamel or Sunset Tan to blend with 
any room interior. In 10°, 12’ and 16” sizes. 




















DELUXE FLOOR CIRCULATOR 


able in 12” size. 





BERNS MANUFACTURING CORPORATION 


2278 ELSTON AVENUE 
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ATTIC FANS 


CHICAGO 14, ILLINOIS 


SS 
uy} BUILT-IN KITCHEN FANS 





King Fans. There’s eye-appeal and price-appeal galore 
in this complete line of beautifully styled, economically 
priced fans. They’re engineered and built by Berns for 


extra quality, extra satisfaction, extra sales and profits 


WINDOW VENTILATOR 
with "Living Room" Styling 
The smart, modern lines and 
handsome Sunset Tan finish 
are designed to blend with any 
room interior. Requires no in- 
stallation—offers really econom- 
ical cooling for easier, more 
profitable sales. Complete with 
cord and plug—just plug in and 
use. Extremely quiet in oper- 
ation. In 24 and 30°’ sizes. 


Another in the Berns Air King line of effective, attrac- 
tive fans for home or office. Amazingly quiet and 
efficient. Has 3-speed switch, perfectly 
aluminum blades, handsome Sunset Tan finish with 
chrome trim. At a price that’s easier to sell. Avail- 


balanced 





TALL AND SHORT 
PEDESTAL FANS 






NEW 1600-wart 


RADIANT-FAN 
WALL HEATER 
Only $1699 reran 











ROOM-WIDE HEAT PENETRATION 


At the low retail price of $16.00, 
unheard of in fan-driven wall 
heaters, the new 1600-watt Titan 
Radiant-Fan model combines 
polished chrome reflected heat 
with forced circulation for quick, 
room-wide penetration. 100% of 
the heat is driven out of the case 
by fan blown air, allowing no heat 
loss into the wall. 

(U.L.), ATTRACTIVE 
Designed for easy installation be- 
tween standard studding in both 
new and old homes, the Titan is 
a fast moving item for the elec- 
trical trade. Its white baked en- 
amel body and heavily chromed 
grill make an attractive, safe 
(U.L.) addition to any bathroom, 
nursery, laundry or recreation 


COMPACT, SAFE 






TITAN MFG. CO., 
BUFFALO 2,N. Y 











Southerner Heads 
Dealer Association 


James Lee Pryor, electrical appli- 
ance dealer of Wilmington, Del., was 
named president of the National Ap- 
pliance and Radio Dealers Assn., at 
the annual meeting held in Chicago. 

Following his election, Mr. Pryor 
issued the following statement: 

“Believe me, I appreciate the re- 
sponsibility of being the president of 
the NARDA, your association and 
mine. The job to be done by 
NARDA is terrifically important to 
you and to me and to all other ap- 
pliance-radio dealers. That job is to 
provide a stronger and more profitable 
selling effort in 1949, gaining recogni- 
tion for the good dealer in his true 
importance to the industry. This can- 
not be done unless we have the finan- 
cial and moral support of more dealers 
everywhere. 

“Our first responsibility, yours and 
mine, is to provide the additional 
necessary financial and moral support 
by signing up more of our fellow 
dealers as NARDA members and, 
may I add, let’s sign them up on the 
full volume dues basis as is printed 
on the NARDA application blank. 

“T pledge to you that I will give 
by best to your association as presi- 
dent for 1949.” 

Action taken by members at 
NARDA’s annual meeting included: 

(1) In favor of association con- 
tinuing its stand as favoring fair trade 
pricing of merchandise. 

(2) In favor of suggested program 
to appoint committees to consult in- 
dividually with top executives of 
manufacturers for purpose of offer- 
ing constructive suggestions to im- 
prove conditions surrounding the 
dealer selling and servicing of the 
manufacturers’ goods. 

(3) Authorized a vote to be taken 
to ascertain the opinion of the mem- 
bers relative to Regulation W (this 
was considered important because of 
powerful interests now either attack- 
ing or defending Regulation W). 

(+) Enthusiastically in favor of a 
plan to advance the number of 
NARDA members everywhere and on 
their full-volume dues basis. 

Directly after the meeting, a survey 
made by NARDA headquarters in- 
dicated that more than 50 per cent 
of the retailers favor Regulation W, 


Hews Roundup | 





James Lee Pryor 


as it stands or with some amendments 
to the time payment stipulations. 
This majority favor the 20 per cent 
down payment required on major ap- 
pliances, radio and television receivers 
listing for more than $50.00. Most 
of the requests for amendment ask 
fo- 18 months in place of the speci- 
fied 15 month payment period, with 
an almost equal number requesting 
24+ month terms. 


Chattanooga to Sponsor 
Mammoth Electrical Week 


SPRING SALES promotion will be 
spearheaded in Chattanooga, Tenn., 
when the Electric Power Board and 
Electric League of the city will joint- 
ly sponsor “Electrical Week’ from 
April 4-8. 

The main features of ‘Electrical 
Week”’ will be: 

(1) An electrical appliance show; 

(2) A special electrical edition of 
each of the two local newspapers; 

(3) The annual banquet of the 
Electric League of Chattanooga; 

(+) There is also strong possibili- 
ty that the annual meeting of ‘the 
Tennessee Valley Public Power Asso- 
ciation will be held there on April 7 
and 8 which will bring approximately 
400 utility men of the Valley Area 
to Chattanooga. 

The general theme of advertising 
and publicity of the sponsors will be 
slanted toward “Live Electrically in 
the Electrical Center of the South.” 
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Adjustable height, 38 
to 62 inches from floor 
to center of fan. Beau- 



































































































’ tiful gunmetal finish. 
Attractive, telescop- 
a ing, chromium-plated 
4 and gunmetal col- 
' umn. Wide, quiet 
<! blades. Totally en- 
closed oscillating 
mechanism. Guaran- 
teed five full years. 
Sixteen-inch, 2speeds. 
$58.95, retail. 
e t 
| Meet the R&M Line For 49/ 
Smart new styles, attractive new finishes, and trade- 
up-priced for bigger-dollar dealer profits. Yes, beau- 
tiful new name merchandise, plus everything you 
need to sell it. Think of it! Ten ads in The Saturday 
Evening Post for a total of 40,000,000 messages. ) 
That's 4 million messages each and every week for 
> i ten solid weeks beginning May 28! 
. a But wait, there's more! Colorful consumer folders, 
t B window and shelf strips, complete newspaper ad 
Wires We Dene’? mats, fan cuts—all at no cost to you. And all this 
Quiet De Luxe ™ selling support topped off with a co-operative adver- 
Large, ultra-quiet, overlapping tising allowance you'll really like! 
‘ blades. New gunmetal-enamel So get all the facts ... today .. . now. Write for 
‘ finish. Distinctive cadmium- “Fan Promotion Kit."’ Robbins & Myers, Inc., Fan Sales 
plated guard. Die-cast body and Div., Springfield 99, Ohio. 
’ base. Oscillating mechanism to- J 
; tally enclosed. Guaranteed five ROBBINS Be MYERS, INC. 4, 
: full years. In 12- and 16-inch SPRINGFIELD 99, OHIO ™ AL, | 
sizes. Three speeds. Wall bracket : Y 
included. From $44.95, retail. BRANTFORD, ONTARIO f \N/ 
“Dutiel’’ 
Wide-blade, high-price design at 
a popular price. Handsome- 
bronze-lacquer finish. Sturdy 
die-cast body and base. Enclosed 
oscillating mechanism. Guaran- 
teed one full year. In 10-, 12-, 
and 16-inch blades. Two speeds 
on 12- and 16-inch. With wall 6 7 
bracket, from $19.95, retail. Breeze: ehh 
j Hloor Fan 
x 
; Durable, mottled-mahogany 7 4 
plasticcoverand band. Chro- 4g , >=“ 
mium-plated legs and grille. w€ a % “SHlome Cooler 2? 
» Safe from top, bottom, sides. 4 | 
Doubles as extra seat or table. uae It’s portable, sets into open window. Ap- 
Extra-low-cost operation. ok $ pealing to home-renters and owners alike. 


Rubber-mounted motor is rs Ultra-quiet, no belts, no pulleys. Clean 
quiet. Twelve-inch, 2 speeds. ‘ fr ivory finish. Only 6144” deep. In 24- and 
$47.95, retail. 30-inch blades. Adjustable stand available 
for 24-inch model. Guaranteed one full 
year. Three speeds. From $97.50, retail. 
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YOUR best fan line ¥é- 
for a profitable ‘49! 





NEW! 
FASCO 


LO-LEVEL 
CIRCULATORS 


Truly beautiful. 
Exquisitely designed and 
finished. This FASCO air 

circulator enhances the decor of both offices 

and homes. Sturdily built. Efficient air de- 
livery. You'll agree when you see it... that 
it’s absolutely tops in the field. 







RE- 
STYLED! 


FASCO 
DESK FANS 


Adding new successfully- 


| 


tested sales appeals year- 
after-year keeps the 
FASCO ArcticAire line of fans ahead in 
quality, performance, and sales. Now the 
complete line has the new improved guards, 
and Duo-Tone Gray. 


1E-IN 
SALES! 


é FASCO 
AUTOMATIC KITCHEN VENTILATORS 


A “natural,” easy, quick tie-in sale with 
> 
every kitchen equipment order you get. A 





fast seller alone, too, when displayed in 
windows, and on counters. Can’t be beat on 
quality... 


on price «-- On buyer appeal. 





Sco 


eOUSTENES.. INS: 





Formerly F. A. Smith Manufacturing Co., Inc. 
ROCHESTER 2, N. Y. 
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The objectives of “Electrical Week” 
are briefly as follows: 

(1) To produce the highest possi- 
ble degree of interest in electricity, 
electrical appliances and equipment, 
and electrical living in the public 
mind throughout the period; 

(2) To provide the public an op- 
portunity to see and learn all newest 
ways of living electrically, in one in- 
teresting and glamorous disp!ay; 

(3) To provide electrical appliance 
and equipment manufacturers an op- 
portunity to present their latest and 
newest products to the most people 
in the shortest time and 

(+) To provide a business genera- 
ting vehicle for local dealers. 

The Electrical Appliance Show will 
be staged in the main hall of Me- 
morial Auditorium, McCallie Ave., in 
Chattanooga. Show dates are April 
4-8. Show hours are 1:00 P. M. to 
5:00 P. M. and 7:00 P. M. to 9:30 
P. M. 


Georgia Dealers See 
New Youngstown Line 


THE HARDEST HITTING and most 
complete advertising and sales promo- 
tion campaign yet developed to sell 
Youngstown kitchens was presented 
to Georgia dealers recently in a spe- 
cial luncheon meeting sponsored by 
the Charles S. Martin Distributing 
Company and Youngstown kitchens. 

Nearly 150 Georgia dealers and 
special guests were addressed by Char- 
les S. Martin, president of the dis- 
tributing company; Carl Sniff, man- 





ager of the Youngstown Division, 
Charles $. Martin Distributing Co., 
and James C. Knight, southeastern 
sales manager for the Mullins Manu- 
facturing Corp. manufacturer of 
Youngstown kitchens. 

Of special interest to the dealers 
were the substantial reasons offcred 
by Mr. Sniff as to why sinks and 
kitchen cabinets deserve the dealers’ 
special attention. He pointed out 
that this equipment carried larger 
margins than most other appliances, 
that no trade-ins were involved, that 
re-possessions were practically negligi- 
ble, that the equipment could be 
sold on FHA terms involving down- 
payments of 10 per cent with 36 
months to pay, that no mechanical 
service is involved, that the equip- 
ment is not affected by Credit Regu- 
lation W and that installation is paid 
for by the customer. 

He pointed out, too, that while the 
national saturation of major electrical 
appliances ranges from 60 to 95 per 
cent, the saturation of modern kit- 
chen sinks and cabinets is only 8 
per cent, leaving a market of better 
than 90 per cent of the homes. 

Mr. King outlined a comprehensive 
sales promotion program of the Mul- 
lins Manufacturing Corporation which 
will include an advertising budget of 
$2,000,000 for Youngstown kitchens 
—said to be twice as much as all 
other kitchen sink and cabinet manu- 


facturers combined will spend in 
1949. 
In his concluding address, Mr. 


Martin emphasized the advantage to 
dealers of the $200,000 stock main- 


COPIES OF FAMOUS 
MAGAZINES WILL CARRY 
THIS 
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Charles S. Martin, president of Charles S. Martin Distributing Co., of 
Atlanta, talks to 150 Georgia dealers and special guests. The new Youngstown 
Kitchen sinks and cabinets were presented at the Atlanta meeting. 


ELECTRICAL SOUTH for MARCH, 1949 














LPL. Soa Mimi 


j 
i 
: 





a 
4 
aa 
3 
: 
4 
3 














WATER HEATERS 





s the Buy 
AUTOMATIC WATER HEATER 
Net @ For Oustanding Performance: Higher 
















ac ae | Heating Efficiency—Lower Operating 
= Costs — Trouble-Free Operation — 
Fingertip Temperature Control — No 

Wasted Hot Water! 


@ For Oustanding Sales: An _ Unsur- 

Chagine passed Dealer Merchandising Plan 

that gives you Mat Service — Coop- 

erative Dealer Advertising — Enve- 

4 lope Mailings — Window and Counter 
Displays —- Wrap-A-Rounds' — The 





Pennsylvania Pocket Look — An Ex- 
clusive Franchise — A_ Protected 


‘ Territory! 
@ Go “Pennsylvania” and Waich Your 


Profits Grow — Write for free pro- 
motional information TODAY! 


Manufactured by 
Finniyloania RANGE BOILER COMPANY = 24th & ELLSWORTH STS., PHILADELPHIA 46, PA. 
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tained in the Charles S. Martin Dis- 
tributing Company warehouse from 
which deliveries of all models can be 
made promptly. The dealers present 
were especially interested in learning 
that they would be given full price 
protection until July 1, 1949, on all 
stock purchased now. 

A new model exhibit shown in con- 
nection with the meeting included 
the new Kitchenaider 54-inch stand- 
ard sink and the 42-inch Kitchenaider 
twin sink recently added to the line. 
Also on exhibit was the display ma- 
terial available to dealers featuring 
full-color cutouts that will tie in with 





firm; J. Y. Parker, secretary-treasurer, 
M. H. Hicks, commercial manager, 
J. C. Peterson, of Charlotte, branch 
manager, and John L. Hoffman, of 
Raleigh, district manager, all of Gen- 
eral Electric Credit Corp. 


Electromaster, Inc., 
Sold to Philco 


ConsuMMATION of the sale of the 
assets of Electromaster, Inc., to Phil- 
co Corporation took place February 
18, according to announcement by 
R. B. Marshall, president of Electro- 


color advertisements in national master, manufacturers of electric 
nes 
Magazines. ranges. 


Household Appliance 
Dealers Hold Sessions 


APPROXIMATELY 50 General Elec- 
tric household appliance dealers from 
20 North Carolina counties met at 
Sedgefield Inn, Greensboro, N. C., 


As the first step in an expanded 
sales program, R. J. White, recently 
appointed manager of distribution for 
Electromaster, announced the ap- 
pointment of six special sales rep- 
resentatives: 

D. L. Kirk will cover Indiana, Ken- 
tucky, Western Ohio, Michigan, IlIli- 


recently to discuss projected sales pro- nois, Wisconsin and South-Eastern 
motion plans for 1949. Missouri. 

Under auspices of Walker Martin, FE. G. Kramer is assigned Minne- 
Inc., the sessions lasted for four days. sota, North Dakota, South Dakota, 
Officials present included Walker Wisconsin, Iowa, Nebraska, Kansas, 
Martin, of Raleigh, president of the Missouri and Oklahoma. 
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Excel-Aire’s famous “Red Top” Hassock fans are designed specifically to circulate cool 
floor air in a non-draft pattern through the room, quietly, comfortably and without 
annoying drafts and blasts. 

It’s the Air Pattern that counts. 
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E. R. Sigler will direct salcs jp 
Western Pennsylvania, North-Eastern 
Ohio, Northern New York and 
Northern West Virginia. 

F. C. Stevenson will manage Calj 
fornia, Washington, Oregon, Idaho. 
Nevada, Montana, Utah, Wyoming, 
Colorado, New Mexico and Arizona 

V. L. Kilby will be responsible for 
sales in North and South Carolina, 
Georgia, Florida, Tennessee, Alabama, 
Mississippi, Louisiana, Arkansas and 
Texas. 

A. W. Roberts will direct sales in 
all New England states, Easter 
Pennsylvania, Maryland, West Vir- 
ginia, Virginia, New Jersey and 
Southern New York. 


New Products in 


1949 Norge Line 


AN EXPANDED LINE Of household 
appliances, including several new 
products and a restyled group of re- 
frigerators, was shown to the trade 
for the first time by the Norge di- 
vision of Borg-Warner Corporation in 
connection with the opening of the 
Furniture Show in the American 
Furniture Mart. 

According to H. L. Clary, director 
of sales, the line was enlarged and 
individual models altered in keeping 
with changing public preferences. 

Eight new models—two gas ranges, 
an electric range, a space heater, an 
“economy” model washer, a de luxe 
standard washer, an automatic washer 
and a water heater—were presented. 

There are also five electric ranges, 
including the new 20-inch “apart- 
ment” model with three top elements. 

The space heater line has beeci 





Above is the new Norge autumati« 
washer which has sufficient capacity 
to meet the needs of the average 
family. It holds 18 pounds, is fully 
automatic, yet may be stopped dur- 


ing any of the various washing, 
rinsing or drying phases. 
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enlarged from four to five models, 
two of which are of the radiant type, 
and three circulating. Heating ca- 
pacities range upward from 32,000 
B.T.U.’s an hour to 65,000. 

There are four standard washing 
machines in the new line. New at 
this show was a low-priced machine 
designed to sell for less than $100. 
Mr. Clary emphasized that this :s 
not a “‘stripped” model, but a high- 
quality, full-size washer designed to 
meet the needs of thousands who are 
finding it more and more difficult 
to obtain good appliances because of 
increased living costs. It has an all- 
porcelain tub with an 18-gallon ca- 
pacity, and will wash approximately 
8% pounds of clothes. 

Also shown was a de luxe stand- 
ard washing machine, which, among 
other features, incorporates an auto- 
matic timing device which shuts off 
the motor when the wash has been 
completed. 

The new Norge automatic washer, 
described by its producers as “the 
first yet developed which is of suf- 
ficient capacity to meet the needs of 
the average family,” was placed on 
general display for the first time. It 
has a capacity of 18 pounds, vet it 
occupies the same floor space as 
others which will launder only half 
as much at one time. While fullv- 
automatic, it may be stopped during 
any of the various washing, rinsing, 
or drying phases, for repetition or 
avoidance of certain of these phases 
if this is desired. At the same time, 
water quantity may be predetermined 
in order to avoid use of more water 
than is required for the particular 
clothes load being laundered. 

A new table-top electric water heat- 
er, built to such dimensions that it 
may be used with modern cabinets 
and other appliances in large or small 
kitchens was also introduced. This 
is available in two models with ca- 
pacities of 30 and 40 gallons. 

Besides the six-cubic-foot upright 
freezer, styled as a companion piece 
to the Norge refrigerator, Norge is 
presenting two restyled chest-type 
models. Design changes have permit- 
ted the development of 12 and 20 
cubic foot freezers with the same ex- 
terior dimensions as preceding 10 and 
18 foot models. Thus, initial cubic 
foot costs to the user have been cut. 


Launderall Sales 
Director Named 


APPOINTMENT of Gerald Hulett as 
director of sales in the appliance di- 
vision of F. L. Jacobs Co., has been 
announced by Rex C. Jacobs, pres- 





Here are only a few of the many reasons why 
CHROMALOX “Supreme” Units are first choice! 


CHROMALOX Units are scientifically de- 
signed for maximum contact heat and maximum 
radiant heat which make possible faster cooking 
speeds and utmost operating economy. The 
separately replaceable inner and outer coils, 
made with Inconel, are anchored by an exclu- 
sive method which permits free lateral expansion 
and contraction during heating and cooling 
cycles so that CHROMALOX Units stay flat 
permanently. 


CHROMALOX Adaptor Rings are superior too 
when it comes to fitting range-top openings. 
With a few Standard Units and a small 
supply of Adaptor Rings, you can quickly fit 
all electric ranges regardless of the diameter 
of the top openings .. . you need only a screw- 
driver and pliers. 
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For the full story of the many 


ON NEW RANGES AND FOR MODERNIZATION 












































Exclusive Triangular cross-sec- 
tion assures maximum flat con- 
tact cooking surface. 

















2 Units in 1 for versatile heat 
selection. Four separate cook- 
ing areas, from 44%" to 8” in 
diameter fit all pans and pots 
Individual coils are separately 
replaceable 

















Free Lateral Expansion. Unit 
can't warp, stays flat and level 
for maximum contact with cook- 
ing utensil 





superior points of 
and the many saleable features 
Chromalox ‘‘Supreme"’ Units 
give you—send for your copy 
of Catalog RU-147, 
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EDWIN L. WIEGAND COMPANY ° 


C. B. ‘Rogers, 1000 Peachtree St., N. E., Atlanta, Ga.; L. R. Ward Co., 
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More Easily Cleaned. Unit lifts 
up and stays up, reflector pan 
comes out for thorough washing. 


Rc-33 


7600 THOMAS BLVD., PITTSBURGH 8, PA. 


2711 Commerce St., 


Dallas 1, Texas; 932 M & M Bidg., Houston 2, Texas; 1511 Louisiana St., New Orleans 15, La.; 


1239 Frankfort St., Tulsa 5, Okla.; W. R. Phillips, P. O. Box 2561, Raleigh, N. C.; 


Phillips, Jr., 3125 Lamb Ave., Richmond 22, Va.; Chilton & Chilton, 4126 N. State St., 


Jacksou, Miss. 








W. R. 











HOUSTON TOPS THEM ALL—P. M. Bratten, center, general sales manager 
of Frigidaire Division of General Motors, congratulates E. A. Blackburn, 
left, of Cox & Blackburn, Inc., Frigidaire’s Houston, Texas, distributor, 
and D. R. Steele, right, Houston commercial sales manager, for topping 45 
districts across the nation in commercial refrigeration and air condition- 
ing equipment sales during 1948. The commercial sales department of the 
Houston organization averaged 184.5 per cent of its 1949 sales quota. The 
announcement was made by W. F. Switzer, the factory’s commercial sales 
manager, during a sales and service meeting in Dayton, Ohio, recently. 


ident. He will be in charge of sales 
of Launderall. 

Prior to joining the Jacobs firm 
Mr. Hulett was vice-president in 
charge of sales for Electromaster, 
Inc., Mt. Clemens, Mich. He start- 
ed with Electromaster in 1930, serv- 
ing successively as district manager, 
sales promotion manager, sales man- 
ager, and finally as vice-president in 
charge of sales. 

From 1937 to 1939 he was a 
regional manager for Bendix Home 
Appliances, Inc., South Bend, Ind., 
where he helped set up that com- 
pany’s national distributor organiza- 
tion before returning to Electromas- 
ter. 


Kisco Plant Obtains 
Improved Facilities 


ALTHOUGH a fire destroved an im- 
portant part of the Kisco Company 
plant on Christmas day, the company 
has since obtained improved facilities 
and will be back in production short- 
ly. These new facilities will enable 
the company to take care of the needs 
of the trade for 1949, according to 
H. J. Hoglen, sales promotion man- 
ager. 

The new Kisco plant, having al- 
most three times the capacity of the 
old building, is located at Barton and 
DeKalb Sts., in St. Louis, and pro- 
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vides ample space for expansion to 
meet the growing demand for Kisco 
Circulairs. 


What’s Ahead for 
Radio Technicians 
(Continued from page 105) 


is needed here are technicians who 
can detect potential trouble before it 
occurs and stops production lines. 

I could cite many other new fields 
in which radio is being put to new 
uses, and all of them are in the mar- 
ket for technical servicing. And these 
opportunities will increase as we move 
further into the Electronic Era. What 
vou see now is just the beginning. 

This ‘Town Meeting of Radio 
Technicians has had, I hope, a bene 
ficial aspect beyond that of offering 
technical and business information. 
It was designed to bring the interests 
of manufactur¢ers, broadcasters, dis- 
tributors, dealers and technicians clos- 
cr together and to produce mutual 
benefits. 

I know that we manufacturers 
often have failed to recognize the im 
portance of the radio technician who 
services the sets we make. And | 
suspect that many of you have not al- 
ways understood the problems we 
manufacturers have been up against 
when you strugg'ed to repair a receiv- 
er of an unusual or intricate design. 


One of the most beneficial results 


of these Town Mectings, I believe, 


has been the frankness with whic: 
technicians attending the conferences 
have expressed their “gripes” against 
manufacturers or their products. 

These “gripes,” which you havc 

been invited to set down on card, 
provided you, together with answers 
to certain questions on the program 
of the Town Meeting, are careful]; 
analyzed by the men who direct these 
Town Meetings, and your “gripes” 
and suggestions are passed along to 
all set manufacturers within RMA. 

While vou can hardly expect 
manufacturers and their engineers to 
agree with every complaint registeted 
and to modify or rebuild their equip- 
ment accordingly, I assure you that 
all complaints are carefully consid- 
cred, and I am confident that many 
of them will lead to improvements 
in the manufactured product. 

Perhaps more so than in most 
industries, the various segments of 
the radio trade are inter-dependent. 
One cannot prosper without the suc 
cess of the other. If the manufac- 
turer’s product is bad, your job be- 
comes more difficult, if not impos- 
sible. If your servicing is bad, the 
reputation of the manufacturer and 
his product is damaged. 

Certainly all radio-television manu 
facturers are vitally interested in this 
undertaking and will do evervthing 
possible, as members of RMA, as well 
as individual manufacturers, to assist 
you and other radio technician: 
throughout the United States who 
wish to better equip themselves pro 
fessionally and to increase their earn- 
ing capacity. 


Formula for Better 
Merchandising 
(Continued from page 103) 


call back a “must.” If they are to 
continue to maintain their shae of 
industry volume, those with only floor 
sales organization must find a way 
of solving it either through home ser 
ice contacts or by telephone. 

Another means of creative selling 
particularly applicable to the two 
products we arc talking abou’ this 
evening is that of group demonstra 
tions. Many department stores and 
public utilities have sizable areas in 
their stores set aside for this purpose 
and emplov home economists to dem 
onstrate the usability of freezers and 
refrigerators in the home. Smaller 


merchants are finding it easy to at 
tract groups to their stores in the eve 
ning by obtaining a local home econ 
omist through their utility or em 
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ploying one for the occasion. 

In addition to the actual demon- 
stration, retailers have available from 
their manufacturers todav a_ sizable 
librarv of motion pictures, designed 
specifically to assist in this mass sell- 
ing job. Many of these motion pic- 
tures are designed so that they can be 
shown not only in a retailer’s store, 
but, by eliminating the manufactur- 
ers name, are suitable for use in 
schools, by non-merchandising  utili- 
ties, and in many other types of group 
mectings. 

This is called “indirect merchan- 
dising”’ because emphasis is place] on 
the use of the product rather than 
on specific features of the mannufac- 
turer's own brand. Hundreds of thou- 
sands of dollars are being spent by 
manufacturers of home appliances to- 
day in this direction with the realiza- 
tion that this type of consumer edu- 
cation will create thousands of addi- 
tional customers for their industry. 
Individual manufacturers then obtain 
their share of sales to these new cus- 
tomers by direct merchandising acti- 
vities. 

There is one other factor in the 
merchandising cycle which should be 
emphasized. ‘That is the importance 
good service after the sale plays in 
the merchandising of electrical ap- 
pliances. For years, we have made 
consumer studies to find out what 
influences a customer to buy a partic- 
ular brand or at a particular store. 
Without exception these studies re- 
vealed that from 55 to 65 per cent of 
the buyers reported that tie primary 
influence of their selection of a place 
to shop, or a brand to jook at, was 
gained through a neighbor or relative 
who was pleased with the product 
she owned. 

Only through the most careful at- 
tention to service after sales can re- 
tailers make sure they are securing 
their full potential of th‘s business 
that results from the influence of the 
satisfied users of products thev have 
sold. 


Better Name for 
Small Appliances 


(Continued from page 102) 


Considerable criticism has _ also 
been directed at the term “‘traffic ap- 
pliances” on the basis that the word 
“traffic” insofar as the consumer is 
concerned, has no relation whatso- 
ever to the appliances themselves. 
This word has been in rather general 
trade use, but may be impractical as 
a vehicle for industry publicity direct- 
ed to the consumer. 

The suggested use 


of the term 
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“electric housewares” catalogs these 
items as electrical conveniences for 
the household and identifies the de- 
vices as products which are generally 
carried in the housewares department 
of retail stores. 

Considerable attention has been 
given to the term “portable” electric 
appliances which, of course, distin- 
guishes these devices from major ap- 
pliances by size and weight and in 
addition the term “portable” is de- 
scriptive of all the products in the 
“small appliance group.” 





The ballot form below may be used 
by readers to express their choice of 
title which they feel is best suited 
for use in the industry. In the event 
that none of the printed names ap- 
peal to readers it is suggested that 
they write in the descriptive term of 
their choice. 

The ballot form should be sent to 
the Statistical Department, Nationa! 
Electrical Manufacturers Association, 
155 E. 44th Street, New York 17, 
N. Y., where all votes will be tabu- 
lated for final results. 








ute; 
blades. 





all the time. 


wear. 











W-400 or W-500 
model at right moves 
4000 to 5100 cubic 
feet of air per min- 


24 or 28-inch 


W-16 at left is light- 

powerful, 
model for 
all around efficiency. 
Easy to handle. 


weight, 
portable 


CASH IN ON COMFORT 








Two of the greatest selling forces are necessity and 
comfort. And in fans you feature both. Admittedly, 
a home, office or shop that is pleasantly cool on a 
hot day is a comfort. But—for top-most efficiency 
and enjoyment—it is a necessity! That accounts for 
the popularity of fans on a hot day. And outstand- 
ingly sturdy construction, built into attractive design, 
accounts for the popularity of REX-AIRATE dealers 


Find out for yourself what opportunities the 
entire REX-AIRATE line offers you. Write today for 


complete catalog information. 


Cool comfort for the 
entire home! 
model capacities from 
7050 C.F.M. to 21500 
C.F.M. Extra-sturdy 
construction for long 


Attic 







Div. of 
THE CLEVELAND HEATER CO. 
2310 Superior Ave. 


Cleveland 14, Ohio 

















Trade-Ins Can Be 
Profitable 
(Continued from page 99) 


” 


force at a productive level 


The salesmen spend three hours 
a day in contacting prospects. If the 
customer has a used appliance of 
standard make, the salesman asks no 
better basis for his sales talk. Some- 
times the trade is for another recon- 
ditioned unit instead of a new one. 
Some customers have traded several 
In fact, if they have 
ever used an appliance reconditioned 
in this fine service shop, they buy 
another second-hand unit with con- 


times like this. 


fidence. 


All salesmen are paid on the basis 
of salary, less drawing account, plus 
A bonus is paid semi-annual. 
ly. In addition, every 60 days a spe- 
cial sales promotion campaign is put 
on, which yields the two top sales- 
men a cash award of $100 or mer- 


bonus. 


chandise worth a like amount. 


Salesmen develop about 75 per cent 
They are willing to 
work at this because a trade-in car 


of the trade-ins. 


ries a compensation 


them. 


two-way 


If a $300 appliance is sold, 
with a $50 trade-in, the salesman is 
paid immediately on the $250 worth 








A money maker 
for you in 


1949 


P1949.) “orriciat 
AV AR DAY 
) ©. Trade- 7, 


pric Range” 








ORDER 
YOUR 
COPIES 
4. TODAY! 


Ele 
vacuu™ cleaner™ 





Official NARDA Trade-in Guide 


Four Guides in One 


Covers refrigerators, electric ranges, vacuum 
cleaners and washers. Trade-ins will be a 
big factor in your 1949 business. With the 
official NARDA Trade-in Guide you can 
meet trade-in problems with confidence and 
profit. Order now, get your copy at once. 


1 to 5 copies $5.00 each 
6 to 25 copies $4.00 each 


Please send me at once guides _ more data. 
Name 

Street 

City. State 


NARDA GUIDE CoO. 
20 N. Carroll St. Madison 3, Wis. 
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of goods he actually moves. Then 
when the trade-in is sold for $85, he 
receives his commission on that. 

All special promotions are support- 
ed with impressive newspaper adver- 
tising. Typical promotions are for 
Christmas and the beginning of warm 
weather. Over a period of three 
wecks, about 1,300 column inches 
may be used in both daily newspap- 
ers, the schedule running every day. 

Trade-ins and service are played up 
strongly, with each appliance receiv- 
ing its own highlight. Sometimes a 
specific trade-in allowance can be 
specified, such as $20 for an old wash 
er or $25 for a range. If this is not 
possible, the advertisement urges the 
customer to ask for a salesman to call 
for an appraisal on old appliances. 

During special promotions that 
dramatize the all-electric kitchen and 
the many units on the large display 
floor, that equally attractive rear sec- 
tion for reconditioned units is also 
made ready for promotion. Washers 
are connected with hot water. Refrig- 
erators often contain frozen food for 
demonstration. The parts depart- 
ment manager is on hand to point sut 
the well-stocked parts department and 
the service shop in the rear. 

The service shop manager has one 
shop assistant and seven outside serv- 
ice men. When extra help is needed 
in the shop, one or more of the out- 
side men assist. 

“In all our sales and advertising 
activities,” said Mr. Buster, ‘‘we fea- 
ture both the merchandise and our- 
selves. Much of our display and 
classified advertising emphasizes four 
reasons why the customer should 
buy new or used appliances from the 
Little Rock Refrigeration Co The 
maiority of these reasons is concerned 
with our repair service, which in- 
cludes our factory-trained tcclinicians. 

“People will buy used appliances 
if thev look good, and if the custo- 
mer has confidence in the dealer who 
sells them. Our customezs have been 
schooled to. trust us to sell only good 
merchandise, which has been_ thor- 
oughly reconditioned in the shop. 

“We have no excuses for our re- 
conditioned appliances. Instcad of 
shoving them into a badly lighted, 
unattractive corner, as some dealers 
do, we bring them out on an attrac- 
tive sales floor and make them look 
enticing. The customer gets some 
pleasure in making her selection, and 
can well have pride in her purchase. 

“Our reconditioned appliances are 
often bought for gifts, and we pro- 
mote them for all the gift seasons—- 
Christmas, anniversaries, etc. 


_“T feel sure that one of the main 
reasons why we have made a success 
of trade-ins is that we have never 
looked upon them as a pain to be en- 
dured because it couldn’t be cured. 


Trade-ins are profitable. They have 
done a big job in making our vearly 
volume climb to ‘half a million. And 
we are looking forward to the future 
volume they are creating for us right 
now.” 


Utility Electric 
Kitchen Program 
(Continued from page 97) 


groups, the film tells a human-inter- 
est story that will interest audiences 
of both sexes and all ages. 

Its theme is the all-electric kit- 
chen, and the advantages which a 
kitchen properly planned and equip- 
ped with modern electric appliances 
offers to the homemaker—freedom 
from drudgery and unpleasant tasks, 
extra free time, and other benefits. 
Its story tells how Mrs. Allen, a typi- 
cal housewife, secures an all-electric 
kitchen for herself, despite husbandly 
opposition and her own lack of 
knowledge of how to start. 

Stealing a look at a home under 
construction, Mrs. Allen meets the 
bride for whom it is being built, Mrs. 
Winn. Explaining the plans for the 
kitchen, Mrs. Allen points out the 
hard work that will have to be done 
in this room—only to hear Mrs. 
Winn describe the marvels of Elec- 
trical Living and the appliances with 
which her kitchen will be equipped. 

A visit to Mrs. Allen’s kitchen dis- 
closes the marathon involved in sim- 
ply preparing a cup of coffee, due to 
lack of proper planning, poor wiring, 
and old-fashioned appliances.  Siill 
doubting Mrs. Winn’s claims, M_°s. 
Allen goes to the Winn’s housewarm- 
ing party early, to see how the bride 
will come through the ordeal of din 
ner preparation, and is amazed at the 
way an all-electric kitchen takes the 
burden off the homemaker’s shoul- 
ders. 

Mr. Allen’s comments as to his 
wife’s disposition, had such a good 
meai been prepared at his home, 
make up Mrs. Allen’s mind—slie 
wants a modern electric kitchen! 
With Mrs. Winn’s help, she p!ans its 
arrangement and selects appliances. 
The transformation of her kitchen 
complete, Mrs. Allen holds a dinnc 
party in celebration—which is climax- 
ed by Mr. Allen, as husbands will, 
calmly assuming credit for the entire 


job. 
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LISTEN TO WHAT I’M 
GOING TO TELL THIS 


«| APPLIANCE SALESMAN 


Rite 


3 We have read all about washing machines that 

4 all you have to do is put ’em in, set a dial, take ‘em 
out. Ranges that cock entire meals while we shop 
or play bridge . . . automatic dryers, pop-up toast- 
ers, frozen food units and lots of others. It’s not 
so much prices—it’s features we're looking for. 
Get these things, mister, when they are available 
and I'll guarantee you'll have the greatest business 
boom you ever dreamed of. 


Thousands of Southern housewives, for the first 
time, are doing their own work these days because 
maids are independent, high priced, practically 
impossible to get. 

Member 
ABC 
ABP 









806 Peachtree Street N. E., Atlanta 5, Ga. 
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AN AMAZING VALUE AT A PRICE 
YOUR CUSTOMERS CAN AFFORD! 


“H “, tn 
ony $3Q95 Xf 


Originally Designed to sell 
for $39.95 


The Modern Flow-Air with its Patented 
“Floating Air’ control places Cool 
Comfort within the reach of everyone. “ 
You need only compare the features of the Flow-Air with similar 
units selling for considerably more to be convinced of the out- 





standing value: 


Safe—Fully Enclosed—Rugged All-Steel Construction—Over- 
size Motor—12-in. Vairified Blade—Three Speeds—Fully Guar- 
anteed—Listed by U. L.—Finished in Rich Mahogany or Satin 
Grey—Immediate Delivery. 


The Flow-Air is the Hottest item on the market today. Write 
for your sample and convince yourself. Liberal Distributor and 
Dealer Discounts, 


MODERN UTILITIES COMPANY 


3733 LA SALLE STREET -— -— _ ST. LOUIS 10, MO. 














Comfort Cool Your Plant — Remove 
Excessive Heat, Fumes, Steam and Vapars 


F; 
be 


IND — Exhaust Fan for I PH—Roof Ventilator I BB — All Purpose Fan 
factories, mills, mines, | complete weather-tight | moves large volume of 
foundries, auditoriums. | «nit for factories, mills. | air. Direct drive. Sizes 
Belt drive. Sizes 24 to | Belt drive. Sizes 24 to 4 12 to 30 inches. 

















60 inches. | 60 inches. I 








AA—Utility Fan for | DXB — Booster Fan for ! DUB — Heavy Duty 

equalizing heat or cold. I paint spray booths and I General Exhauster. 

Direct drive. Guard — ! removing fumes and § Screened. For steel 

front and back. Sizes I heat. Belt drive. Sizes { mills, foundries, shops. 
20 to 24 inches. I 16 to 36 inches. { Sizes 18 to 30 inches. 
Explosion proof motors with non-sparking blades available 
for all popular sizes. Write Dept E-2 for industrial bulletin 
No. 862 describing fan applications, fan uses and other per- 
tinent information, and for catalog on Industrial Fans. 
Charter member of the PROPELLER FAN MANUFAC- 

TURERS’ ASSOCIATION. 


CHELSEA FAN & BLOWER CO., INC. 


1206 GROVE STREET, IRVINGTON, NEW JERSEY 



























Nothing like 


Seeee esses eeseesesesesseeeesesese 
. 


a breeze! 
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Oscillating 
Air Circulator 


e ¢ List, incl. tax 
hl 124°° (Counter or wall 
, model, $107.00) 
The finest circulator of all; adjustable 
for either 45° or 90° oscillation, or 
stationary use. If oscillation is obstruct- 
ed, the exclusive Surf safety release 
keeps fan from tipping over. Ultra-quiet 
24-inch blades. 3 speeds. NEMA rated, 
7000 c.f.m. Underwriters’ approved. 





10-inch Fan 
$q]95 List, incl. tax 


A real beauty; more compact, more 
versatile than any 10-inch fan on the 
market. Moves 500 c.f.m. with quiet, 
vibrationless operation. Adjustable 
through full 360° vertical arc for all- 
direction efficiency, without draft. 
NEMA rated. Underwriters’ approved. 








MTT 


4328 North Knox Avenue 





















Get all the facts on 
these powerful profit 
makers. See your 
distributor or write: 





RIES: Tye. 


e Chicago 41, Ill. 
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“The Constant Bride” thus tells a 
comprehensive story of the benefits 
of individual electric appliances, the 
importance of adequate wiring, and 
the necessity for prior planning of the 
all-electric kitchen. Its message is pri- 
marily educational. The characters 
gre everyday people, and the story is 
a believable one. 


Get Them Inside— 
Then Demonstrate 
(Continued from page 101) 


sale of an ironer. The same thing 
holds true of the drier, which is also 
part of the demonstration 

“There are several things you have 
to get over to the group in a demon- 
stration,” Smith says. “Among a 
number of objections is the fact that 
the average woman feels that she is 
incapable of properly operating the 
automatic washer and a new model 
ironer. Citing examples of persons 
using equipment with success is us- 
ually the way to overcome this. 

“But my whole purpose is to get 
them talking. I ask them point-blank 
what they have heard against my parti- 
cular washer, make them laugh, get 
it informal enough so they will tell 
me exactly what is on their minds. 
This not only keeps the demonstra- 
tion from being stiff and uninterest- 
ing, but gives me a chance to over- 
come the objections they have heard 
against my washer. 

“Proper use of the automatic wash- 
er is the whole secret of success with 
it, and those who attempt to overcsell 
by underestimating the running time 
to get clothes clean, not stressing the 
fact that a water softener and good 
soap must be used, are laving the 
washer open to later dissatisfaction— 
and everyone knows what one dis- 
satisfied customer will do to your 
business. 


= 





“Once in a while, you get a custo- 
mer who just will not be satisfied, so 
with these I usually just refund the 
full purchase price and take a loss on 
the washer, rather than to have the 
person going around complaining 
about its quality when it was actuaily 
more their method of operation that 
was ruining its effectiveness 

“The automatic washer is a wonder- 
ful machine, but it is not the solu- 
tion to all problems unless properly 
used. You still have to use a bleach- 
ing agent for white clothes. 

“All in all, I am _ highlv satisfied 
with the demonstrations. For ten te 
fifteen dollars, I can actually get 30 
persons in my store to see all my mer- 
chandise and have created personal 
contacts that are worth all the money 
in the world. 

“T don’t usually expect to sell a 
washer right at the demonstration, but 
I do sell other appliances that people 
see in the store. 

The Smith Company is also local 
agent for collecting electric bills for 
the Birmingham Electric Company, 
which furnishes power in parts of Fair- 
field. Around 1,400 homes pay their 
bills there, and this helps to create 
floor traffic. 

Service on the franchised products 
is no great problem to this dealer, 
since the distributor gives service from 
a central point. 

Smith feels that the fact that he 
spoke to only one woman to begin 
his demonstration campaign proves 
how far-reaching and effective word- 
of-mouth advertising can be—and 
how disastrous the effect of one dis- 
satisfied customer. 

One hundred per cent of his busi- 
ness is done by personal contact, hold- 
ing his newspaper advertising to a 
minimum. About 50 per cent of the 
firm’s business is done in washers. 

His father, G. L. Smith, who is 
president of the firm, and brother, W. 





hold 
other jobs and allow Marshall to run 


L. Smith,  secretary-treasurer, 
the business. Marshail points out, 
however, that in his community, the 
jobs held by these men provide valu- 
able contacts for the sale of appli- 
ances. Three part-time salesmen are 
employed. Smith does not believe in 
telephone solicitation; thinks it ties 


up the phone unnecessarily, and 
makes the customer mad. 
But he is one merchant who is 


readily convinced that effective dem- 
onstration is the best method to sell, 
and who has a good way of getting 
prospects for the demonstrations. 


Kitchens 
In Color 
(Continued from page 96) 


We might as well start with a con- 
fession, and admit to ourselves and to 
our customers that we are still losing 
sales through indifference. —Let’s 
change that attitude into enthusiasm. 

Then let’s go out and make a lot 
of calls every day; whether thev be 
on a “cold canvass” or among active 
prospects. And have each man,_ or 
team of salesman and understudy, put 
some pep and sincere selling to cach 
one of those calls. I guarantee yon 
that it will pay off! 

I realize that I haven’t told vou 
anvthing new. I have just pointed 
out our needs for imagination, en- 
thusiasm and work, but they are still 
effective. We are merely waking up, 
like Rip Van Winkle, and seeing 
what a change there has been since 
the “good old days.” 

Here at Maas Bros., we have our 
teams working every day, we are hav- 
ing a lot of fun, and we are anticipat- 
ing a good 1949. 

Other dealers can do the same 
thing. They must do it if they hope 
to stay in the appliance business. 








“Handbook of Residential 


price of $2.50 for a limited time. 


vour copies, 


806 Peachtree St., N. E. 





Handbooks of Adequate Wiring 


Two valuable booklets avail- 
able with Electrical South. 


Wiring Design” 
“Handbook of Farmstead Wiring Design,” sum- 
marizing the latest authoritative information on ade- 
quate wiring systems, may be obtained with a three- 
year subscription to Electrical South at the special 
Send name, ad- 
dress, and remittance at once to make sure of getting 


ELECTRICAL SOUTH 
Atlanta 5, Ga. 
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Service, Maintenance, Installation 
write for Catalog ES2—Veterans ask about GI Training 


Manufacturers, distributors, ete., when you need 
TRAINED men contact CTI Placement Bureau. 


COMMERCIAL TRADES INSTITUTE 
200 South 20th St., Birmingham, Ala. — Phone 7-0555 


Member: Southern Association of Private Trade Schools 
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CT/ TRAINED MEN 
HAVE THE 


PRACTICAL SHOP TRAINING 


“KNOW HOW" 
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PRESENTS 


NIGHT COOLING 


WITH : 
» WINDOW FANS 


@ 9” and 12” KAD e 18” C-Convertible 
@ 24” and 27” BW 


d TYPES OF ATTIC FANS 


@® Standard @ “Wind Tunnel” 
@ Vertical Shaft @ Sizes 24” thru 48” 


Write Today for Literature 


JOHNSON 


JOHNSON FAN AND BLOWER CORP. 
1319 WEST LAKE ST. 
CHICAGO 7, ILLINOIS 
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Exposition - 69 
Titan Mfg. Co. 
Triangle Conduit & Cable Co. 53 


U 


Union Insulating Co., Inc. 
United States Rubber Co., Inc., 
(Tape Division) 

United States Rubber Co., Inc., 
(Wiring Division) . 
United States Steel Export Co. 
U. S. Treasury ae 

Up-Right Scaffolds 


V 


Victor Insulators Inc. ---- 
Viking Air Conditioning Corp. 
Virden Co., John C. 


WwW 


Wagner Malleable Products Co. 86 
Welch, W. W., Company ------ * 
Western Insulated Wire Co. 88 
Westinghouse Electric Corp. 
(Appliances) 
Westinghouse Electric Corp. 
(Cc. I. F. Lighting) 
Westinghouse Electric Corp. 


Westnighouse Electric Corp. 
(Transformers) _... 64 and 65 

Wiegand Co., Edwin L. 

Wind Way Fan & Ventilator Co. 


Y 


Youngstown Sheet & Tube Co. 8 
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